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Radio is better with Battery Power 


NOT because they are new 
in themselves, but because 
they make possible modern 
perfection of radio recep- 
tion, batteries are the mod- 
ern source of radio power. 


Today’s radio sets were 
produced not merely. to 
make something new, but to 
give new enjoyment. That 
they will do. New pleasures 
await the public; more 
especially if they use Battery 
Power. Never were receiv- 
ers so sensitive, loud-speak- 
ers so faithful; never has 
the need been so impera- 
tive for pure DC, Direct 


provide. Owners of sets must 
operate them with current 
that is smooth, uniform, 
steady. Only such current is 
noiseless, free from disturb- 
ing sounds and false tonal ef- 
fects. And only from batter- 
ies can such current be had. 

So batteries are needful 
if radio is to bring to the 
home the best it has to 
offer. Suggest to your deal- 
ers that they can safeguard 
satisfaction by selling the 
Eveready Layerbilt “B” 
Battery No. 486. 


Actually the best and 


Here is the Eveready 
Layerbilt ‘“B’’ Battery 
No. 486, Eveready’s long- 
est-lasting provider of 
Battery Power, 


Battery Power for such a 
long time that the cost and 
effort of infrequent replace- 
ment is small indeed beside 
the modern perfection of 
reception that Battery 
Power makes possible. 


NATIONAL CARBON CO., INC. 
New York uc) San Francisco 
Atlanta Chicago Kansas City 


Unit of Union Carbide and Carbon Corporation 





Tuesday night is Eveready Hour Night 
—29 P. M., Eastern Standard Time 
WEAF—New York WOC—Davenport 


WJAR—Providence Minneapolis 
WEEI—Boston weco-{ St. Paul 


WFI-Philadelphia 
WGR-Buffalo 
WCAE-—Pittsburgh 
WSAI-Cincinnati 
WTAM—Cleveland 
WWJ-Detroit 
WGN-Chicago 


KSD-St. Louis 
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WRC-PW ashington 
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WSM-—Nashville 


WMC-—Memphis 
Pacific Coast Stations— 


9 P. M., Pacific Standard Time 


KPO-—KGO-San Francisco 
KFOA—KOMO-Seattle 


KFI-—Los Angeles 
KGW-Portland 
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-they sell faster : 
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NE OF the largest electrical job- 
bing houses in the south is the 
Interstate Electric Co. of New Or- 
leans, with branches in Shreveport, 
La., and Atlanta, Ga. The men who 
are responsible for the smooth run- 
ning and highly efficient operation of 
this large institution grace the cover 
of this issue. Of the two men sitting, 
the one at the right is Percival 
Stern, president of the company. He 
started in the electrical contracting 
business in the 90's, his first “con- 
tract” being for the oiling of a motor 
and the selling of one gallon of oil. 
Interstate came into existence in 
May, 1903, a consolidation. In 1912 
it was re-organized and at that time 
Percival Stern came into control and 
became president. Since then _ its 
growth has been rapid and substan- 
tial. Associated with Percival Stern 
are Ferdi B. Stern (also seated) who 
is vice-president and sales manager, 
Bennie H. Stern, vice-president and 
treasurer (standing at the right) and 
O. G. H. Rasch, secretary. 
+ + * 


(yee O’CONNOR, of the 
Steiner Electric Co., Chicago, was 
announced last month as the winner 
of the $25.00 prize on the sale of 
Trumbull-Vanderpoel Electric Mfg. 
Co.’s products. He made an error, 
however, in marking his score card, 
entering the score under Trumbull- 
Vanderpoel, instead of Trumbull Elec- 
tric. He promptly called up when he 
found he was announced as a winner 
and asked us to check his card, saying 
that he must have put the score down 
in the wrong place, and that he did 
not wish to knock the real winner of 
the Trumbull-Vanderpoel prize out of 
his reward. 

It is hard enough not to win a prize 
any way, and then to give it up when 
it is almost in your clutches is doubly 
painful. So Gerald is in line now 
for a hero medal of some sort. 

As it turns out now, Sidney Cohen, 
of the City Electric Co., Syracuse, N. 
Y., won the Trumbull-Vanderpoel 
prize and is again to be congratulated, 
as this put two under his belt for 
the July half of the contest. 
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Frug 


Considerable thought was given to the word 
“Frugal” before our decision to adopt it. There is 
no word in the English language which expresses 
more clearly or more forcibly economy in the use 
or expenditure of resources. “Frugal” applies par- 
ticularly to the housewife and it is, after all, the 
housewife who is concerned with an economical 
range. 











DISTRIBUTORS 
WANTED 


Distributors are now being appointed on the 
Frugal line of Ranges. A strict jobber policy will 
be adhered to which will guarantee you co-opera- 
tion of the fullest extent in handling the Frugal 


line. 


Our arrangements are completed and are await- 


ing your inquiry. Drop us a line today and put 
whe : Ad cl r r MODEL E-J—No. 96 
your salesmen in a position to secure some of this Semi-Enamel 
: é : : ; Dimensions 22x40x39 
desirable business which other jobbers are getting. Aluminum Oven Full Size 
Cooking Surface 20x21 
5-1000 Watt Convenience Outlet 


The Frugal Line is complete. There is a Range The Model EJ is a popular priced, low- 


to fit any size of pocketbook or space. When you operating cost, small-family-capacity stove 
— 1 Li =" which has met with instantaneous favor. 
carry the lrugal Line you are carrying Inanges to You will find it the fastest selling on the 


answer every purpose for which there is a call. market. 


The Frugal Electric Mfg.Co. 


2249-51-53 Beechmont Ave., Cincinnati, Ohio 
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Editor’s Page 


The Consumer’s Dollar 


trade and commercial literature and into 

the utterances of the speech makers at 
conventions and into ten thousand little feet- 
on-the-table private confabs, a great cry about 
the “battle of the industries.” Steel has got 
wood down and is choking it to death. Mean- 
while concrete slips in and gashes a great chunk 
off steel’s rump. And down behind the barn 
Duco paint is mauling poor little automobile 
soap until the latter is practically helpless as an 
industry. 

All of these great battles are over the con- 
sumer’s dollar. 

And every man says, for his own industry, 
“We've got to change and change quick.” And 
invariably his next words are: “Now take the 
automobile industry, for instance.” And then 
he goes on to relate how the automobile indus- 
try started in to organize and advertise until 
it got the jump on all the other industries in 
the race for the consumer’s dollar. 

But it seems to us that this sudden awakening 
to a situation that has really been growing for 
the past decade, may lead to extravagances in 
many directions if all start bucking the tiger 
at once. For one manufacturer or for 50 manu- 
facturers of electrical appliances or electrical 
products that enter into the construction of a 
home or apartment or public building, to shoot 
52 pages each in the world’s greatest weekly, or 
all the magazines in the land, is not going to 
change the situation radically in a short time. 

It must be remembered that the big “I am” 
who handles the consumer’s dollar is going to 
spend it for the things that he wants at the 
time, and which fit in with the spirit of the 
times. Today it is speed, show, and an intense 
feverishness for some new sensation that seems 
to be the governing spirit. Tomorrow it may 
he something saner—comfort, leisure, travel, 
we know not what. But anyway, the overflow 
dollar will go largely where this spirit of the 
times dictates. 

But always through it all will run that great 
undercurrent of desire for the necessary and 
substantial things that go into the art of living. 
Somehow, we look upon electrical things as in 

's category—something that will endure and 

“ow in a substantial way, long after the ruling 

‘sion for speed, the pursuit of beauty through 

“osmeties and lifted ear flaps, and the accumu- 


LMOST over night there has come into 








lation of senseless knick-knacks has given way 
to something else. 

Understand, we are bullish on the future of 
electrical business, for the long pull. Only we 
don’t believe that an electrical washing machine, 
or a home with a hundred outlets, or six shaded 
lights to a room can be made a general ruling 
passion, and if we go to the opposite extreme 
now and try to make them such by the same 
methods that induce a family of moderate or no 
means at all to make a down payment on a 
flashy roadster that will eat up the road at 70 
miles per, there is going to be a lot of wasted 


effort. 
x * * 


Booze or No Booze at Conferences 


HERE was a sales conference held recent- 

ly which is deserving of editorial comment, 

for it proved to be a concrete example of 
the growing recognition among sales managers 
that the “flowing bowl” and satisfactory meet- 
ings do not go hand in hand. 

Each day the men assembled clear-eyed and 
ready for the work at hand. Each night amuse- 
ments were arranged which held their interest 
but at the same time brought them to their 
rooms at a reasonable hour. 


It was, however, at the last session—a dinner 
and informal talks constituting the program— 
that this feature was brought most forcibly to 
mind. Here was the time when, the men hav- 
ing finished their week’s work, a natural “‘let- 
down” was to be expected. Here was the time 
when many sales managers would have intro- 
duced the libation and let good-will flow across 
the dinner table. 


This sales manager, however, had other ideas. 
A splendid dinner was served, after which each 
salesman was called upon for a short talk. The 
evening ended with moving pictures of the 
members of the organization at play and at 
work. 


This is no discussion on prohibition. We 
merely take the occasion to cite the sales con- 
ference arranged by Charles Pierson of the 
Standard Stove as an instance of the growing 
tendency to recognize the expense in time and 
money necessitated by a sales conference and 
the fact that liquor, irrespective of when and 
where used, has little or no place at a confer- 
ence when every tick of the clock is costing the 
company real money. 
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Ducks. 


AYBE you can shoot ducks this way, per- 
haps you can, but orders aren't ducks. 


You have to go out and get them! 


The salesman who sits in securely and just 
takes pot shots at the tape order is not going to 
bag very many of them during the year. It’s the 


; ‘i We make a tape for every 
fellow who goes right out and solicits the tape ‘science’ "iat tales Wack 


order every time he takes one for wire who really “Manson” tape, “Dundee A” 
friction tape and “Dundee B 


gets the tape business. Think it over. (eiciieies' seas 


THE OKONITE COMPANY 
THE OKONITE-CALLENDER CABLE COMPANY, Inc. 
Factories: PASSAIC, N. J. PATERSON, N. J. 


SALES OFFICES: NEW YORK CHICAGO PITTSBURGH ST. LOUIS 
ATLANTA BIRMINGHAM SAN FRANCISCO LOS ANGELES SEATTLE 
F. D. Lawrence Electric Co., Cincinnati, O. 

Novelty Electric Co., Phila., Pa. Pettingell-Andrews Co., Boston, Mass. 

Canadian Representatives: Engineering Materials Limited, Montreal 
Cuban Representatives: Victor G. Mendoza Co., Havana 
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Shaking Dollars Out of 
Shaded Light 


Start of the Great Refixturing Cam- 
paign. A Job for the Whole Industry 
By W. E. UNDERWOOD 


HERE is a tremendous_ profit opportunity in 

| shaded light; in the replacing of obsolete lighting 

fixtures in American homes with modern equip- 

ment. And that opportunity is hot on the fire right now. 

Beginning October first, it will become a nation-wide 

activity sponsored by the National Electric Light Assoc‘a- 

tion and many central stations will be active in carrying 
it through in their respective localities. 

Now wait—don’t start cussing the electric light com- 
panies for horning in on your business of selling fixtures 
ind other lighting equipment. They really have but one 
nterest in this move- 
ment and that is to 


They see very plainly that a public educated to a better 
knowledge of lighting, a public employing shaded light 
will be a public using more and larger wattage lamps 
and thereby making the old meter in the basement click 
off a few more kilowatt hours. Mostly these central sta- 
tion men don’t care a hoot about selling fixtures or light- 
ing supplies and they will do it only as a means to in- 
crease lighting load. 

A job for the Whole Electrical Industry. These cen- 
tral station fellows are certainly starting something and a 
mighty good thing. It’s quite logical and right that they 

should start it be 


cause they have the 


















] 


sell more lighting 
load which is far 
and away their most 

ititable source of 


There are 







About This: 
Living Room 
Dining Room 
Bed Room 
Bed Room 
Kitchen 


Portables 


Eight M_llion 
Homes with Obsolete Fix- 
tures Wherein the Require- 
ments Would Average 


ars 7.50 
Other Fixtures and 


ped $107.50 


lion’s share of the 


hard work to do 













w hich consists of 
actually making 
....$ 25.00 
25.00 
12.50 
12.50 


25.00 
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house-to-house calls on their residence customers in the 
endeavor to sell this shaded light idea. 

But the jobber, the contractor-dealer and the manu- 
facturer of lighting equipment each have a very definite 
A lot of new fixtures, a lot of new 
shades and a lot of new lamps are certainly going to be 
sold. 


place in the picture. 


Somebody has to make these supplies and you can 
lay a safe bet that these manufacturers are interested and 
will back the activity with dollars. And a large share 
of this material will naturally be handled by jobbers, to 
be resold by both dealers and central stations. 

The contractor-dealer may play about as important a 
If he desires to par- 
ticipate, co-operate, really go to bat and work, he can aid 
in the education of the public and can fill much of the 
But if he will 


not get on the band wagon, if he insists on selling styles 


part in this activity as he wishes. 


newly created demand for shaded light. 


of fixtures which do not fit into this program, the central 
station will simply do its own job of supplying the com- 
munity with new fixtures and shades. 

There are some cities, not many, where the central sta- 
tion is frankly in the electrical supply business and it is 
doubtful if either the jobber or dealer will get much 
However, 
that is a minority case and in the vast majority of towns 


of a whack at this new demand in those cities. 


the central station is going to be very anxious to have the 
support of the whole local electrical fraternity. 

The Big Idea.—In this country there are now nearly 
16,000,000 wired homes. Between 70% and 80% of all 
homes other than farm homes are already wired. But in 
something like eight millions of these wired homes the 
lighting fixtures are obsolete—a fine bunch of junk that 


— 


IN THE INDUS1 


ought to be ripped out and replaced with new fixt, 

Walk into almost any home that has been standing |); 
more than seven years and you'll see fixtures which 0 
to be in an historical museum. You'll see plenty of 
combination gas and electric fixtures which are as ba 
out-dated as a 1904 Ford. You'll find curly brass r, 
with bare bulbs sticking out at odd angles—hot stuff ba 
in the gay nineties but without any more right to rema 
in the present enlightened era than tin bath tubs or mou: 
tache cups. And you'll find a swell assortment of sen 
indirect bowls which marked that by-gone era known 
the pre-Volstead period. I wonder, does anybody sti 
make these old soup tureens or how do folks repla 
them when Junior crashes ‘em in childish play? And then 
there's all this candlestick candelabra stuff which must 
either be yanked or shaded because it is a simple faci 
that for home lighting there is no good light except shaded 
light. 

Now let’s see, eight million homes with obsolete fixtures, 
that’s a whale of a potential market. To supply them 
with modern fixtures at conservative figures stacks up as 
shown in the table on the first page. 

That would amount in 8,000,000 homes to $860,000. 
000. just for fixtures, not to mention small trifles like 
wiring, additional outlets, ete. But let’s get down to 
earth, let’s take a city of 100,000 people. In such a town 
there will be approximately 20,000 wired homes of which 
10,000 are in need of new fixtures. But, however badly 
they may need refixturing, we know perfectly well that 
only a part of these homes will buy, and experience indi- 
cates that just about 5,000 are real prospects. But even 
among these 5000 prospects no- (Turn to Page 60 








— 























A Searchlight to Be Seen 600 Miles 


Monticello, old home of Thomas Jefferson, recently was illu- 
minated by the most powerful searchlight in the world located 
on the roof of an hotel in Charlottesville, Va., three miles away. 

The special function for which the light was installed was a 
spectacle in honor of the Institute of Public Affairs held at the 
University of Virginia. The searchlight will remain at Char- 
lottesville and be at the service of Virginia physicists and of 
night flyers between Boston and New Orleans. 

Differing from bright predecessors only in size, the monster 
Monticello searchlight is the latest creation of Elmer Ambrose 
Sperry, inventor of gyroscopes, gyro-compasses, stabilizers, 
searchlights. At Scott Field, Ill, there is a Sperry light which 
airmen have seen 150 miles away, through 40 miles of rain. The 


new light in Virginia is five times as large and bright as this 
biggest and brightest light in Illinois. 

When 17,200 watts of current are turned on, the crater of the 
new light’s arc becomes the hottest spot on earth—38,000 
Fahrenheit. Quartz prisms in the 62-inch globe absorb so much 
of this heat that the light, passing off with an intensity of 
1,385,000,000 candlepower, will not blister the skin of persons 
keeping more than 1,000 feet distant. Engineers predicted that 
on clear nights the Monticello beam, if aimed vertically, would 
be visible to the naked eye 600 miles away. U. S. astronomers 
were advised not to suppose that the increased luminosity of 
their horizon heralded the arrival of a new star or comet.— 
Photogram Photos. 
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Getting Down 


to Brass Tacks 


These Suggestions are Directed Particularly to the Boys Just Starting 
Out On the Road. They Are Prescribed As a Corrective for That 
“Dizzy Feeling” and It Is Hoped May Bring Relief 


By E. T. ROWLAND 


Local Sales Manager 
Southern New England Electric Co. 
Hartford, Conn. 


III—MAKING THE MINUTES COUNT. 
P ERHAPS you noticed the recent magazine adver- 





tisement of a paper manufacturer which showed 
five or six salesmen waiting in a purchasing 
agent’s outer office, their faces all showing unmistakable 
signs of impatience. It 
certainly was true to life, 


consider separately each of its more important causes. 
Some are entirely within the salesman’s control while by 
constantly guarding against others they can be reduced to 
a minimum. 

Time spent in transit is one of the major causes of un- 
productive time. The fol- 
lowing incident is related 





a scene very familiar to the 


to show how this is to a 





jobber’s salesman. We all 
chafe at the time we spend 
in transporting ourselves 
from one customer to the 
next, perhaps only to find 
that he is out, or in waiting 
our turn in his store or 
office and finally reaching 
our man only to be fre- 
quently interrupted by his 
customers, employees, 
friends or telephone. 
Those of us who have 
been trained as engineers 
or who have had actual ex- 
perience in factory produc- 
tion have been taught the 
tremendous cost of unpro- 
ductive time. We realize 








large extent within the 
salesman’s control. As a 
city salesman was starting 
out one morning his sales 
manager asked him who he 
was going to call on. 

“I’m going to stop in on 
Brown Electric and then 
drop around to The Ace 
Radio,” he said. 

“Where next?’’ asked the 
sales manager. 

“Oh, I haven't got that 
far yet,” replied the sales- 
man. 

His sales manager said 
nothing more just then but 
that evening when the 
salesman came in his boss 
was waiting for him. He 








that it is one of the sales- 
man’s greatest problems 
and that we cannot attain 
real efficiency in distribu- 
tion until it is reduce? to 
aminimum. This prei-lem 
of unproductive time seems 
to be peculiar to the out- 
side salesman. The pro- 
fessional man, factory 


Mr. Rowland, 





E. T. ROWLAND ‘ had the salesman write 
“THE GOAL of the jobber,” says 
“is to obtain a fair 
share of the business available in his terri- 
tory on each of the commodities distrib- 
uted by his house, selling his merchan- 
dise at a fair profit to customers who pay 
their accounts satisfactorily.” 


down the customers he had 
called on during the day 
in the order in which he 
made the calls. The sales 
manager then spread out 
a map of the city and 
spotted each call with a 
tack. He next ran a string 








worker, building tradesman 
and even the retail store 
salesman are busy every minute actually accomplishing 
something and when evening comes can feel that they 
h ve done a full day’s work. On the other hand we 
jobbers’ salesmen are usually on the job at least 10 hours 
a day and often even fourteen or sixteen hours but we sel- 
u feel when we finally quit for the day that we have 
ily accomplished a full day’s work and just because a 
siderable portion of the day has not been directly pro- 
tive, 
‘erhaps the best way of attacking the problem is to 





from one tack to another 
in the order of the sales- 
man’s calls. The result was a maze of crossed strings. 
Then they measured the string and found it was just 
six times as long as if the calls had been made systemati- 
cally. Here was a case of lost time and wasted energy 
for which no one was to blame but the salesman himself. 
To-day this salesman sits down and maps out his day’s 
calls in advance. Five minutes of planning the first thing 
In the morning will often result in saving better than an 
hour’s time during the day. 

Going some distance to call on a customer only to find 











8 THE JOBBER'SfJ|SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUS 





1.—What is the amount in dollars and cents required to 
re-fixture the average home? (P. 5) 


2.—Name a merger of large radio manufacturers. (P. 132) 
Name the two classifications of manufacturers. (P. 11) 


What should a jobber’s salesman do to make good? 
(P. 42) 


What was the gift of the British radio fans to Amer- 
ica? (P. 116) 


How are crop acreages counted electrically? (P. 18) 


Who is Martin J. Wolf? (P. 25) 
Where can you get the Bureau of Standard’s “Safety 
Rules for Installation”? (P. 74) 


What is the hottest spot on earth? (P. 6) 
What campaign is the Electric Association of Chicago 
putting over? (P. 39) 

11—Was business in the electrical jobbing field relatively 


better in August this year than August last year? 
(P. 16) 





“Quizzically” Speaking 


12.—How many billion K. W. H. were produced by th: 
public utility plants in 1926? (P. 76) 


13.—How many winners were there in the August Summer 
Sales Prize contest? (P. 26) 


14.—What jobber produced a two-time winning dealer in 
a well-known contest? (P. 18) 
“crooked bust” 


15.—What does the successful 


(P. 66) 


require? 
16 —How is an old bunco game worked with a 1000 dollar 
bill? (P. 14) 


17.—What is the largest electrical fountain in the world? 
(Ps: 1%) 


18.—What very prevalent cause of unproductive time can 
be obviated by salesmen? (P. 8) 


19.—Was the credit condition improving or not in August 
this vear? (P. 59) 


20.—What noted industrial magnate practiced law 25 years 
before going into the commercial field? (P. 16) 








that he is out is a frequent cause of lost time which 
cannot be entirely eliminated. However, such cases can 
be reduced by timing the call. There are very few cus- 
tomers who cannot be found at some definite hour during 
the day, either the first thing in the morning, at noon, 
The salesman’s problem 
here is to learn his customers’ habits and time himself 


late afternoon or early evening. 
accordingly. Then again, a telephone call to find out 
if the customer is in will often save the salesman’s time. 
Waiting in the customer’s store or office until he is at 
liberty is undoubtedly one of the most exasperating ex- 
periences of the jobber’s salesman. His problem here is 
how to utilize this time to advantage. One successful 
salesman has a very definite plan. If he is in a store he 
looks about carefully, notices the window display and 
store arrangement and, if it is worthy of a compliment, he 
tells the customer so. Naturally it pleases the customer 
to have his efforts noticed and puts hini in a cordial frame 
of mind. Then the salesman can offer some suggestion 
for the display of some of his own goods. Whether wait- 
ing in a store or office this salesman does some hard think- 
ing and decides just what items he will attempt to sell the 
customer when he finally gets to him and just why the 
customer should buy these particular items. In this way 
he is able to make most effective use of the minutes he 
actually has with his customer. And if he is still waiting 
after his interview is planned he pulls out a manufactur- 
ers catalogue and uses the time to brush up on that line. 
He tells me that in this way he is able to go through 
all his catalogues several times a year and, although he 
has been on the road over 10 years, he learns something 
new from each reading. Many salesmen lose their punch 
after waiting just so long but this particular salesman 
has learned from experience how to use these waiting 
periods to build up a stronger punch. 
Perhaps nothing is more discouraging to a salesman 
than to spend considerable time working up a customer 
only to find that he is an unsatisfactory credit risk or that 


his requirements are so small that the account does not 
justify the time spent. Usually a new salesman has to 
have a few experiences of this sort before he realizes 
that it saves time in the long run to have a prospectiv: 
customer’s credit checked and to learn something of the 
extent of his business before he spends very much tin 
soliciting the account. 

One very prevalent cause of unproductive time among 
city salesmen is entirely within their control. It is ver) 
easy for the salesman to spend considerable time, usual!) 
the first thing in the morning, taking up matters of serv- 
ice with the office force and straightening out various 
little things which he has picked up on his rounds the day 
before. If he would write the facts briefly in the form 
of a long hand memorandum at the time the customer 
takes the matter up with him, then he would only hav 
to hand this memorandum to his service manager the next 
morning and go on his way about his trade. 

A certain amount of visiting is often necessary wit!) 
some customers but time so spent is not directly produ 
tive and should be limited as much as possible. There is 
always the danger that the customer will not realize until! 
after the salesman leaves how much time he has give! 
him and that he will begrudge this time and consequent!) 
try to limit the salesman on his next call to the latter s 
disadvantage. 

The aimless calls of the salesman who “just drops in to 
see if everything is all right’ should also be included «s 
unproductive time. The salesman has accomplished no'! 
ing and the customer feels that his own time has been 
imposed upon. On the other hand if the salesman 
tempts to sell definite items and gives his customer in 
esting information concerning them, the customer will {°«! 
that the call has been worth while and will be glad ‘° 
see the salesman on his next trip. 

It may seem unnecessary to comment on the importa! 
of utilizing the first hours of the morning but it is» 
(Turn to Page 
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prising how easily a salesman can 
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Get Away from No- Profit 
Competition 


Hidden Away in Your Catalog Are 
Dozens, Even Hundreds of Items That 
Can Be Sold on Some Basis Besides Price 


By FRANK B. RAE, JR. 
Advertising Manager, Wakefield Brass Co. 





HE maintenance man’s life is not a merry one. 
He comes in dragging a long ladder. He mounts 
the ladder, testing its bronco-like shimmies for the 
first several steps. He finally reaches the top, stretches 
up his arms and fumbles 
with the thumb screws, 
which seem always and 
unaccountably jimmed. 
4 ni He succeeds after three 
or four minutes in re- 
leasing the globe, which 
he carries down to floor- 
level as gracefully as a 
slack-wire clown. The 
globe he washes in dirty 
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The Maintenance Man’s Life Is Not a Merry One 


‘ler and gets it pretty clean, considering. Then he 
uts the ladder again, examines the bulb, decides it'll 
for a few hours more burning, and gives it a swipe 

the soiled damp rag. After this he rests until the 

d flows back into his half-paralyzed arms. 

‘ut duty calls. He raises his arms again, gives the 

le of the holder a lick and a promise, and descends to 

. cotta, and after considerable acidly punctuated effort 

eeds in replacing it in the holder. He then drags 

bangs his ladder along the floor to the next lighting 






0, Celestine, the maintenance man’s life is not a merry 





one, nor is that of the slide-rule manipulator in whose 
vicinity he works for seeming hours and hours. 

The S.R.M. wishes the M.M. were trimming Brush arcs 
in Gehenna, and the M.M. would take the job if it were 
offered him—it couldn’t be worse, he thinks, than the one 
he’s got. 

But all is now changed. One Diple—pronounced like 
diaper, only with an L—invented what is termed a con- 
nector-socket. This device is so simple that a child or an 
electrical worker can manipulate it. 

Thusly— 

If you are a maintenance man—which heaven forbid— 
you shin up a ladder, lift the globe of a lighting unit, un- 
hook the holder from the chain suspension, and then a 
yank. Whereupon and whereat the whole lower works of 
the fixture consisting of holder, socket, bulb and globe, 

comes away in your 


— hands. 
s This soiled holder 
INO | unit you deposit in a 
fur-lined basket or 
ee . —— other safe spot while 
i | G in its place you hang 
we a clean, freshly 
ve | lamped holder unit 
M's 


















































Wasted Wages in Every Tick 


onto the fixture suspension and press down the connector 
body. You then lug the detached and dirty unit out to 
your workbench where you clean it when you get around 
to it, always provided you can’t get anyone else to do 


the job. 
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Thus the maintenance man’s life becomes one of 
joyousness. He does his dirty work outside. The office 
executives, stenographers, visiting salesmen and other 
help around the place no longer cuss him out for interrupt- 
ing them, nor do they use him as an excuse for soldiering. 


(IDI 




















sks For 


He does not spatter dirty water nor drop lighting glass- 
ware onto the conks of querulous customers. 

“What,” sez you, “What has all this to do with a 
jobber’s salesman?” 

Plenty. 

The time is passing—if indeed it’s not already passed 
and gone clean around the corner—when the jobbers’ 
salesmen can make more than a thin living selling what 
the buyer asks for. They were good old days when a 
man with fairly fast handwriting could glean his quota of 
sales by copying contractor’s want lists onto the old order 
form, but them days are gone forever. In the present 
year of grace, what with falling prices, a man’s got to 
know more than the index to his catalog, and he needs 
some more intriguing line than “Anything today?” 

I hate to disturb any of you slumbering bambinos by 
making raucous remarks about so sordid a thing as work, 
but the dour and brutal fact remains that the jobber’s 
salesman of today has got to use his head and larynx as 
well as his feet and fingers to get business that will net 
the house a profit. 

Look at it this way: 

Ike Kicielinski is putting up for himself a loft building, 
two floors of which are already rented to the well-known 
mail order house, Factory-to-Figger Suit & Cloak Com- 
pany, Inc., Ltd. Ike is a close buyer, and the half-dozen 
competing contractors have skinned the job down to where 
the bid bleeds red ink. The lighting units are priced on 


the low bid at $2.13 each, netting a 12-cent loss, w) 
Messrs. Knobb & Tube, contractors, expect to make up 
slipping a couple of fast ones past the inspectors. | 
however, is still yelling bloody murder, declaring that 
can buy just as good fixtures for $2.1214 and a box 
stogies thrown in with the job. 

It’s a pie-eyed cinch that nobody can skin that pri 
any lower without stealing the fixtures or going bankru, 
What to do? 

Well, the wise jobber’s salesman at this point will 
cide that since he can’t go lower he might as well ¢ 
But how? 

By selling something the buyer really wants—some ne 
contrivance, for example. 


higher. . 


He goes to the office manager of the Factory-to-Figger 
Suit & Cloak Company, and he says, “Lookee, bo, this Ike 
Kicielinski is trying to play you for a come-on. You've 
rented two lofts in this new building of his. In those two 
lofts you'll have two hundred office help. They'll be 
working about five hundred hours a year by artificial light, 
which makes exactly one hundred thousand payroll-hours 
that’s rung up on your time clocks. Now, this here Ike 
Kicielinski figures to put a lot of bum lights in those lofts. 
The lights themselves may be all right—I don’t say they 
ain’t—but they gotta be washed regular like the windows, 
and that’s where the trick comes in. It’ll take your janitor 
15 minutes to drag in a ladder, wash one globe and lamp, 


Some Other Appeal Besides Price 


and put the globe back on again. That part’s all right, 
for his time don’t mean so much—but while he’s doing it, 
about 10 of your high-priced office help will be sitting 
around watching him or waiting for him to get finished 
and out of their way. You know how it is—whenever 
any outside workman comes in he upsets the whole place. 
The old time clock keeps right on ticking, and you pay 4 
fat price in wages for every tick, but while the janitor is 
on the job you ain’t getting any work done. Why, Mr. 
Ficklebaum, them cheap lights will cost you more in wages 
every year then they cost Kicielinski in the first place. 
“Now, Mr. Ficklebaum, here’s what you want. You 
want these here quick-cleaning lights. ’Sall right for 
Kicielinski to buy the cheapest (Turn to Page 7!) 
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That Fat, Consumer’s Dollar 


Manufacturers, Jobbers,and Dealers All in the Merry 
Game of Making It Fatter. What’s the Answer? 


By HARMON J. COOK 


President, Trumbull-Vanderpoel Electric Mfg. Co. 


UR prosperity is a fact. Big business is getting 
O bigger. Chain stores are adding links. Two 
cars nest in the family garage where one was 
once short of gas till pay day. Volume production is 
the root, lower selling prices the plant, and a fat, con- 
sumer’s dollar the flower of prosperity. 
A business curve arriving at a peak never goes back to 
where it started. There is always a permanent impres- 
Today’s peak has developed too great production 


sion. 
and too few consumers. This 
makes the consumer’s dollar 


there are two classifications: (one) those manufacturers 
who attempt to maintain a sales policy in regard to prices 
and (two) those manufacturers who have a sales policy 
mainly based on expediency. Possibly, if all manufacturers 
were of the first class, there would be a wider margin 
between cost and selling price, but not if they are follow- 
ing their present advisors and scrambling for volume. 
These manufacturers, being volume mad, no matter how 
much affection they have for their sales policy, every so 
often get the idea that they 
have the of a 


exclusive use 





fatter and gives him real pros- 
perity. Big business keeps 


“fast their sleeve. 


This “fast one” may be a new 


one” up 





prosperous because the volume 
it has still permits a profit. 
Little business, in the struggle 
for volume it has not, reduces 
its prices to the elimination of 
earnings. 

The permanent 
left after the present business 
peak will be bigger big business 
and the elimination of quanti- 
ties of little business. 

Manufacturers are not alone 
in the present situation. Some 


impression 








kind of jobber-agency proposi- 
tion with some unique conces- 
sion as its basis. It has prob- 
ably been all worked out by 
mathematics that this conces- 
sion will save at least twice the 
money in selling ex pense. 
Other manufacturers may think 
that there is a new scheme to 
work a consigned stock with 
some devious method proving 
its worth. 

With his hook all baited with 








wholesalers do not seem to be 
so. prosperous. Apparently, 
they are also contributing to 
make the consumer’s dollar 
more valuable. Advice is never 
lacking on how to meet any 
situation and the wise men are 
offering it freely. If you are 
a manufacturer, you should get 
a tremendous volume. In other 
words, you might better be a 
General Motors. If you are a 
retailer, you should get a tre- 
mendous volume. You would 





AYS Mr. Cook, to the job- 

bers—‘Just whom you should 
be like we are not prepared to 
say, but, after attempting to di- 
gest all the wisdom of the ad- 
visors, we believe that you should 
take the advice given to the man- 
ufacturer, plus the advice given 
to the retailer and divide it by 
two to get the answer.” 


this new “fast one,” he starts 
casting for the other fellow’s 
customer. The other fellow 
brings his “fast one” into play 
and the customer finally falls 
for the most tempting. Of 
course, if the customer is going 
to scramble for volume in his 
own field, it won't be right for 
him to turn this concession into 
profits so, by passing it along, 
the consumer's dollar 
“cuts a melon.” 
Naturally, the second class of 


again 








surely be more successful if 
you were a second Macy. If 
vou are a wholesaler, you should get a tremendous volume. 
Just whom you should be like, we are not prepared to 
say, but, after attempting to digest all of the wisdom of 
‘ie advisors, we believe that you should take the advice 
“ven to the manufacturer, plus the advice given the re- 

ler and divide it by two to get the answer. 

We believe that our advisors are painting the picture 

h too broad a brush and an attempt to get a few de- 

s into the background would be sensible. Bear in mind 

t we aren’t talking about big business, but about the 
renk and file like most of us. 

Manufacturers, like individuals, never conform to any 
ndard pattern. Still, speaking broadly, we can say 





manufacturer never did have a 
sales policy, but plenty of ‘ex- 
perience in quoting a hair under the market, so he in turn 
contributes a little more. Now and then, this second class 
of manufacturer is smart enough to build up a few profits 
and sticks up his head high enough to worry the first class. 
Then there are groans, for certainly nobody is ever going 
to become a General Motors while that one is prosperous. 

After considerable fuming and secret conferring, the 
first class of manufacturers decides that prices are too 
high anyway, so let’s have a general reduction. Sure, 
they are right because if they are ever going to be pros- 
perous, they have certainly got to have volume. 


The old bird that coined the phrase “Virtue is its own 
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reward” ought to be alive and watching things during the 
next few years because, since the rank and file of manu- 
facturers, wholesalers and retailers are all combining to 
do the greatest amount of good for the greatest number of 
people, they are surely virtuous, and why aren't they 
doing just that if they are making the consumer’s dollar 
worth more money? Why worry if some day the con- 
sumer wakes up to find his three old friends in the poor- 
house, himself working for a new boss and the price of 
his dollar so near the cost of living that there won't be 
any need for savings banks? 

We skirted around the wholesaler’s problem a while 
back and did not give him any very good advice other 
than in some way he ought to get a lot more volume 
and be like something which is prosperous. We have in- 
timated, though, that he was allied with the manufacturers 
and retailers in his struggles. As a matter of fact, he is 
helping out in exactly the same way and by exactly the 
same methods. When the manufacturer gave him a conces- 
sion, he showed true charity by not putting it into profits. 
He handed it on to the benefit of the consumer’s dollar, 
just as he should have, for that’s the way to get volume; 
and volume, all wise men agree, is just the proper caper. 

In fact, he was so pleased with the concession that 
he got that he asked all other manufacturers supplying 
him for the same kind of treatment and when he got 
through, he really should have had a high reputation for 
charity. Now, no one wholesaler should be allowed to be 
charitable all by himself, so when the mad scramble of 
all wholesalers to get volume, and a profit thereby, 
reached its peak, the consumer’s dollar was able to de- 
clare a stock dividend. 

The manufacturer knew the answer; he wanted volume 
and he was willing to sacrifice to get it. The jobber knew 
the answer; he wanted volume, so he asked the manu- 
facturer to give. Don’t misjudge the poor man. He was 
not close. He also wanted volume and stood quite ready 
to prove that he really could be charitable himself. 


The consumer’s 


But when the manufacturer baits his hook with a co 
sion that eats up his profit and then the wholesaler 

him to bait it next with a piece of his hide, somebod 
riding for a fall. 

If the wholesaler baits his hook with a coil of arm« 
cable for $28.50 when it cost him $27.50 a thousand | 
and he knows that his cost of doing business is be} 
than 15%, he is headed for trouble. He may have }) 
all right when he decided to give away the first item 
get more customers and thereby increase his volume }) 
as time went on, every time he sold a contractor 20 jt« 
of electrical material and sold 18 of them at co 
or cost plus 5%, he arrived at the point where the oth); 
two items not only would not show him a profit on 
total but would not even pay his rent. 

We, in the electrical industry, are not supposed to |) 
expert economists but we should know that given a certain 
cost, we must set a selling price that will show us a protit 
if we are going to stay in business. Of course, i{ 
we do that, we are not going to get volume. We probal)|; 
never will be comparative to General Motors in our own 
line, but simply because we don’t get such enormous 
volume is no reason we are going out of business. We ar 
probably going to lose a lot of business by such tactics, 
but the manufacturer who gets it is not going to get imucli 
if he is taking it at a loss. 

The electrical jobber is in exactly the same boat. He, 
of course, needs a certain amount of volume but when 
he is told that his entire future is dependent upon build- 
ing up a tremendous volume, that the reason he has joi 
done so is because he is a rotten merchandiser and some 
expert merchandiser is held up in front of him as a shin- 
ing example to prove it, then he is receiving unsound 
advice. 

Going back to the beginning of things, the electrical 
jobber did not probably start in business as a merchan- 
diser. He fulfilled a need in the industry. This need 
was some one to take the manufactured product of ihe 

industry and sell 





dollar is now 
bursting its 
seams. We spoke 
about baiting a 
hook a while 
back. This was 
not so good be- 
cause a fisherman 
never expects to 
charge back his 
bait against the 
cost of the fish 
he gets. 

On the other 
hand, business is 
a sporting propo- 
sition by _ itself 
and if we play 
it that way and 
get all of our fun 
out of the game 
and not what we 
take home at the 
end of the day, 
the present 
scheme is perfect. 





just about to greet him. 








From the set up of this picture you will no doubt get a wrong impression of P. G. 
Weber and C. H. Albee of the C. S, Mersick & Co., New Haven, Conn. Really they 
are not trying to keep Fred Ross away from their new store in Hartford, but are 


it. To do this, 
he had to be an 
expert in th 
electrical prob 
lems of the times. 
He was a techni 
cal salesman. Hi 
picked out on: 
manufacturer 0! 
each commodit) 
he handled, thor 
oughly under 
stood his line. 
urged that manu 
facturer to de- 
velop new and 
more efficient 
products so tliat 
he could carry 
them to his trade 
and make a protit. 

The minute lie 
decided to /e- 


come a mercliin- 


(Turn to Pav 
130) 
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Adventures of Hard Luck Sam 


The Ugly Duckling 


my pitiful image in your mind. Then, if you catch 
up to me, take the other side of the street so you'll 
duck the falling cornice or the red-hot cigar-butt that is 
waiting for me a block ahead.- And when you're telling 
vour children what will happen if they hitch on trucks or 
play with guns, don’t hesitate to use me as a horrible 


I OOK me over, audience—don’t miss any details. File 


example. 

oa I get a whale of a kick out of hearing a fond 
mother yell at her kid: “Don’t you dare walk under that 
ladder, Aloysius! Do you want to be like Hard Luck 
Sam?” That's like soothing-syrup to my tortured soul 
(if any)—to see the Phoenix of a lesson to the young 
poking its smutty head out of the ash-pit of my despair. 

Now go on with the story. 

You see, I had been in Iowa two years without anyone 
getting wise, and I was beginning to think the past was 
buried forever. But finally the Des Moines authorities 
discovered what was causing all the bank failures, tire 
trouble, hoof-and-mouth disease, night fires and low prices 
on corn. Then the ax fell. 

One midnight they sent me a delegation. They must 
of been on their way to go hunting as they had two big 
dogs and all carried shotguns. Anyhow they told me 
what a swell climate Minnesota had, how there was 
10,000 lakes lousy with fish, and that living expenses was 
Also they said Minneapolis was a big city and if 
| would go there and be quiet I might get by several years 
without no trouble. 

| decided that, on account of the kind of stuff New 


cheap. 


York was shipping into Iowa, it was a good time to move 
nearer the Canadian border before I went blind. So I 
thanked the Mayor and the Sheriff and said I was ready 
to start. They was so nice they insisted on escorting me 
as far as Ames. They left me there at 4 A. M. and at 
7 o'clock I was going through Mason City wide open. 
Laugh that off! 

Four miles from there I went in the ditch at 45 per, 
without no warning and not even enough time to holler 
who owed me money. I’ve said a lot of hard things about 
snow, but if that ditch hadn’t been full of it you would 
be hearing how I was a good little guy with a bright 
future behind me and wasn’t it a shame I didn’t have my 
chains on. 

I was hung up with both arms through the wheel and 
my nose bleeding all over the windshield. There wasn’t 
a bird in sight, but I could hear ’em twittering just the 
same. Alice’s mother was over in the cornfield, hollering 
for me to put on my brakes. Alice was in the back with 
both feet through the top, two broken ribs and all the 
baggage on top of her, including my typewriter. The 
first thing she said was: “You d——d fool! Why didn’t 
you go in low?” Ha! Ha! We was 20 ft. down, how 
could I go in any lower? The dog was missing till we 
seen his tail sticking out of the snow, and when a farmer 
pulled him out he had a rabbit in his teeth. 

By this time that vacation in Winnipeg had lost its 
kick, but we couldn’t turn back, so finally landed in Twin 
Cities. I don’t need to tell you anything about them 
except that I found out after all these years why Minne- 
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“He Digs Into a Dirty Wallet and Hands me a $1000 Bill” 
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apolis and St. Paul don’t consolidate under the name of 
St. Minnie. It’s on account of they both have teams in 
the American Association. All is peace and harmony till 
you mention baseball. If you want some idea of how hard 
the Millers and the Saints try to beat each other, just 
imagine the feeling there would be if Chicago went out 
some Saturday night and had four more murders than 
Cicero. 

Well, I didn’t get downtown for three days. When I 
did it was Tuesday and who should I bump into on the 
street but Harry Flora. He started to laugh as soon as he 
seen me. “You got here Sunday, didn’t you?” he asks. 
“Yes,” I says, “How did you guess it?” “I didn’t guess 
it,” he moans, “I had two punctures and a collision coming 
in from the Country 
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walloper international law, still he insisted on waitin: 
customers. He was strong for Mr. Simmons dope that 5, 
should recollect the quality and forget the price. 
trade soon found out they could get lead-covered from 

at the price of bell-wire and I would sure like to k 
how much those crooks made off his pitching. 

The blow-off was like this. One P. M. about 4 b 
the door busted open and let in a ghost from Buti.'y 
Bill’s Wild West, a big, two-fisted, barrel-chested, |}, 
shot hombre, with the meanest face I ever seen on 4 
hyena. He hadn’t had a hair-cut since the Kaiser fled ‘o 
Holland and the ends of his moustache rested on his ches; 
He had a fog-horn voice and when he spoke all the he! 
went under the counter and all the other customers rusli d 
out to see if they was 





Club.” A fine reputa- 


overparked. 
When I seen it wasn’t 





tion I got! 

Harry give me the 
dope on the trade and I 
hooked up _ as_ store 
manager with the Bor- 
der State Electric Co. 
Everything was milk 
and honey. In spite of 
the dull season I jazzed 
things up and made a 
nice increase the first 
month. Then the spring 
rush opened and I 
needed more help at the 
counter. Right there, 
as the doctors say, the 
poison entered the sys- 
tem. When I told the 
Old Man I needed a 
recruit, he says fine, he 








a stick-up I coaxed the 
gophers out of their 
holes and made ’em put 
away their pieces of 
pipe and_hacksaws. 
Then we learned this 
guy was a partner in a 
tent-carnival. A storm 
had ruined the outfit 
and he had come on 
ahead to buy material 
for repairs. His part- 
ner would arrive that 
night with the wreck 
and this bird had his 
truck outside to haul the 
stuff to the location. It 
must of been some storm 
because the list called 








had a nephew’ who 
wanted to learn the 
business since he gave 


for everything from 


OU MIGHT gather the idea from his writings that Hard Luck lamps to stage-cable, 
Sam is pessimistic. But he is far from that as our western friends 
know. He is out there among them now. He certainly can draw ,the 


soup to nuts and then 


up the idea of playing laughs as the camera clicks—witness this product of his skill—the some. 


the saxophone with 
Paul Whiteman. 


Capital Electric Co., Salt Lake City. 
Jack Frost; Ross Ramsey; F. R. Allen; Jack Campbell; J. T. Bray, of 
Radio Corp., and E. E. Brazier, sales manager. Above are: Elmer 


Left to right in the front row are: It was the juiciest 


cash order that store 


The minute I seen Johnson; R. S. Belknap; J. L. Schricker; W. W. Stoffle; L. B. Johnson, had ever seen and we 


this kid I knew it G- E. Mdse. Dept., and G. W. Sorensen. 


wouldn't be long now 


hustled like beavers to 
get it assembled. We 





till I would be trying 

out the ditches on my way up to North Dakota or maybe 
Wisconsin. It was the Old Jinx walking up to the pan, 
swinging three bats and grinning like Babe Ruth with 
two on and a weak pitcher. I was sunk. All I could do 
was nail the flag to the mast and utter some dramatic 
words so I wouldn’t be entirely forgotten. 

This bozo was only 17 of age, but his weight would 
read like Spark Plug’s time for the Derby—two, two, 
eight or thereabouts. Right away the hounds named him 
“Jumbo.” He moved like a church on rollers and when 
he shook hands it was like he made you a present of a 
dead catfish. He could sleep standing up and the only 
place he would run was down hill—too lazy to hold back. 

If there was a dumber guy on earth he had died and 
left this kid the honor. He was the kind of a sap that 
if you would introduce him to Reed Smoot, Jumbo would 
ask the Senator how many wives has he. Teaching him 
to sell was like Charles Evans Hughes feeding a dock- 





got the last batch down 
at 5:15 and then come the delicate part—collecting the 
cash. I was afraid Capt. Kidd would offer me a check. 
Instead, he digs into a dirty wallet and hands me a $1000 
bill! I didn’t let on, but I was all seasick inside. Here 
it was closing time, the credit man gone home and none of 
us pikers had seen anything bigger than a fifty in years. 
I dashed upstairs and sprung the bad news on the gir! 
cashier. She nearly passed out. The goods come to $608, 
which called for nearly $400 change. She had it all right, 
but she didn’t know if the bill was good and she would 
die before she put out a dime in return for it. Just as | 
was about to cut my throat Art Warner says he had seen 
Jack Williams working overtime in the bank across the 
way, and as Jack knows more about money than Andy 
Mellon, Art takes the bill and slips out the side door and 
over to the bank. Jumbo elects himself to go along as 
escort. 


Back in the store I goes to keep (Turn to Page 5¢ 
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In the Beginning 


No Work That Is Done Is Lost Effort, Even 
if It Seems to Lead Nowhere at the Time 


By DR. FRANK CRANE 


Calvin Coolidge was once asked by a reporter 
what he would do as to a career if he were a 
young man again just starting out in life. He 
replied that he had discovered no better rule 
than the old adage: ‘Do the task that lies 
nearest you.” No work 
that, is well done is lost 


itants. He was surprised when he shook a 

cocoon to hear something rattle inside of it. But 

his years of experimenting on other tracks 
helped him in solving the new problema 

Likewise two of the men who did much to 

conquer malaria began 

with so little under- 





effort. It may seem to 
lead nowhere at the 
time, but it comes in 
valuable later on. A 
man learns Chinese 
more easily if he has 
learned some other lan- 
guage before. 

Judge Gary, the 
head of the steel corpo- 
ration, practiced gener- 
al law for 25 years, 
half an average active 
lifetime before he be- 
came connected with 
the steel industry. 
Those years were not 
lost because they were 
not spent doing the big 
thing connected with 
his life. They helped 
him when he arrived 
there. Sembrich, the 
opera singer, spent 
years preparing for a 
career as a _ concert 








standing of mosquitoes 
that they thought a 
mosquito could suck 
blood only once in its 
lifetime. But their past 
researches in other 
fields helped them in 
the new. 

When Sardou, the 
French dramatist, was 
a young man he 
planned a three eve- 
ning drama on the Ref- 
ormation. He _ spent 
vears reading hundreds 
of books on the subject. 
His play proved a com- 
plete failure and _ his 
labor seemed _ lost. 
Later, however, he was 
desperately in need of 
money and got a place 
writing articles for a 
biographical dictionary 
because of his profound 
knowledge of the pe- 








pianist before she 
thought of cultivating 
her voice. Her work on the piano was not lost 
It aided her in the work she became 
lumous in doing. Pasteur knew nothing about 
silk-worms when he was called to southern 
I'rance to discover the mysterious disease that 
ravaged the industry and was ruining the inhab- 


tne, 


riod of the Reforma- 
tion. Work is a com- 
plete blind alley. It may seem to lead you 
nowhere at the time, but if you do it well, the 
power and the experience will come to your aid 
later on. 

In the beginning, little better advice can be 
given than to do the thing at hand well. 


Copyright, 1927, by Dr. Frank Crane 











An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to -THE JOBBER’S SALESMAN, | 
Jobbers, on Market and Price Conditions for 22 Key Products 








EASTERN STATES* CENTRAL STATES* || WESTERN STATES 
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Conduit and fittings 











PROS «000000000 0ns bba0s0000nenweenee 4 








4 6 

















16| 6) | 








16 | 10 4 





Commercial lighting units 1 7 


— 





Residential lighting units 1 9 





Street lighting equipment 





Heating appliances | 13 





1 





4 








| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


3| 21] 








Flashlights and batteries 5) a7 | 








| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
= 
| 4| 
eet 
| 4| 
ya 
18 | 10 3 

4 
| 6| 
wea 
| 10 | 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 


| 
5 | | é 
| 


Telephone equipment ae | By : 
| 


Storage batteries 9| 7 | y | é 2 


0 | 





| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 





3| 1| 





i ES 
ALL 22 LINES COMBINED EASTERN STATES CENTRAL STATES WESTERN STAT 








“Good | Fair | Poor Good | Fair | Poor Good | Fair | Poor 
x | | | | 
Aug. 15—Sept. 15, 1927 OS ee ee | 20% | | ¢@ 21% | 48% | 31% 27% | 51% | 99 
| | | | | 
July 15—Aug. 15, 1 | __ 20% 3 18% | 47% | 35% 82% | 48% | 20% 


| | | | | 
Aup. 15--Sént. 35, 0020 3 3.2.3 F-) voc oh 0 | 25% 399 é 22% | 50% | 28% 30% | 50% | 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Ala!ama: 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, 8. Dakota, Nebraska, Kins. 
Oklahoma and Texas; Central States all between. 
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Pictorial Review of Electrical Developments 





a ide interest has been aroused in the Clarence Buckingham 
; emorial Fountain in Grant Park, downtown on Chicago’s lake 
tont, which was dedicated August 29. It is only a few blocks 
— from the “loop” district—one of the noisiest, most 
crowded and heavily burdened business districts in the world. 


Underwood & Underwood 


This is said to be the largest fountain ever built and is one of 
the most beautiful in operation as the day and night views 
show. The insert picture shows the control board. The oper- 
ator, by means of buttons and small levers, can produce hun- 
dreds of combinations of water jets and color displays. 
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Pretty Louise Lorraine is 
faced with a problem. Some 
one of her friends heard 
that the Metro-Goldwyn- 
Mayer star was soon to be 
married and sent her this 
electric iron as a wedding 
gift. It is the largest oper- 
able electric iron in the 
world. If she can not iron 
out all of her troubles she 
can at least flatten them 
out.—P. & A. Photos. 


“Cropmeters,” machines designed to help the De- 
partment of Agriculture crop reporting service to 
make prompt and accurate estimates of the acreage 
devoted to different crops, are now being used by 
the Department in various sections of the country. 
The “cropmeters” are installed in automobiles in the 
same manner as a speedometer. In passing wheat, 
for instance, the operator presses the “wheat” but- 
tons and the machine clicks off the size of the field. 
This photograph shows how the “cropmeter” is oper- 
ated from the driver’s seat~—Underwood & Under- 
wood. 


In an effort to do away with much of the noise 
and discomfort of riding in street cars, Baltimore 
is now testing a new wheel invented by S. C. Hat- 
field. Instead of having a layer of rubber on the 
outside of the wheel, the new wheel has a pneumatic 
“tire” around the hub. This photograph shows the 
inventor pointing out the wheel’s merits on one of 
the test cars.—Underwood & Underwood. 


A motor so small its rotor could be 
wrapped in a postage stamp is used by 
the Westinghouse Electric & Mfg. Co. for 
timing the OB watthour meter demand 
register. It is the smallest synchronous 
motor ever manufactured for practical 
use. Four million of these complete 
motors, together with their reduction gears, 
would be required to balance a large 8,000 This picture is reproduced because it shows the heads, right and left, of the Com- 
H. P. motor recently built in the Westing- mercial Electric Supply Co., Toledo, O., the only jobber to produce a two-time 
house shops. The diameters of their winner in the Annual Lamp Merchandising Contest for dealers, conducted by the 
shafts are in the ratio of 512 to 1. The National Lamp Works. Budd A. Goodwin, center, is the dealer. He won third prize 
rotors are still smaller in proportion as in the “New Line Drive” in 1926 and fifth prize in the “April Climb Contest” of 
37 million are required to equal the weight this year. The book shown is the one N. H. Boynton of the National Lamp W orks 
of the large one. used in delivering his talk to the winners. 
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Y Note the simple 
design of Union 
Renewable Fuses. 
The fusible link 
has slotted ends, 
allowing it toslip 
quickly out and 
in place with 
studs only slight- 
ly loosened. All 
users appreciate 
Union speed of 
renewals, 
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the Big Market for 
LINION Renewable Fuses? 


Many jobbers’ salesmen are selling the big market for Union Renewable Fuses 
direct—office buildings, modern hotels and factories. Are you taking your share of 
profitable business? Try this method—many successful jobber’s salesmen use it. 

They demonstrate how “Unions” are speedily renewed — how easily the fusible 
element is taken out and replaced when the studs are 
but slightly loosened. 


They explain that because fusing occurs midway of the link 
terminals—because scientifically designed vents quickly relieve 
the pressure of “blowout”—cap and stud threads are doubly 
protected from molten metal. 


They let customers take one apart and point out that replace- 
ment links cost only a few cents—saving the price of a new fuse. 


Your customers too, will be quick to appreciate the money 
and time saving features of Union Renewable Fuses. 


CHICAGO FUSE MFG. Co. 
Fittings 


INCORP( FATED 1689 
a 
1519 West 1Sth Street, Chicago 


N FUSES 


are worth more they really cost less 





The Union Fuse Selection Chart, 
telling the proper size for every 
purpose, will be valuable to you. 
Write your house or us for your 
copy of the chart and also catalog 
No. 32, describing the complete 
line of Union and Gem Products. 


Materials and Conduit 
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The Why" of 


KONODU THREADLESS FITTINGS 


NO THREADING. 


NO THREADING MACHINES, DIE STOCKS 
OR DIES. 


LESS TOOLS REQUIRED TO INSTALL 
THE CONDUIT. 


NO OIL NEEDED. 


WALL OF CONDUIT NOT WEAKENED 
BY CUTTING OF THREADS. 


NO EXPOSED THREADS ON THE CON- 
DUIT. 


SPOTTING TIME AND TROUBLE CONSID- 
ERABLY REDUCED. 


EASILY INSTALLED IN CRAMPED QUAR- 
TERS. 


NO SCREWING OF CONDUIT INTO FIT- 
TINGS. 


NO LOSS OF TIME IN STARTING DAM- 
AGED THREADS. 


NO ROTATING OF CONDUIT. 


BENT CONDUIT FITTED AS EASILY AS 
STRAIGHT. 


ALL SHORT PIECES OF CONDUIT CAN 
BE USED. 


IMPOSSIBLE INSTALLATIONS WITH 
THREADED FITTINGS MADE POSSIBLE 
WITH KONDU. 


CONDUIT CAN BE PERMANENTLY FAST- 
ENED BEFORE INSTALLING FITTINGS. 


EVERY KONDU BOX A UNION ITSELF. 


MAXIMUM ACCESSIBILITY TO INTERIOR 
OF BOX. 


UNBREAKABLE—MADE OF CERTIFIED 
MALLEABLE IRON. 


BIG SALVAGE VALUE. FITTINGS CAN 
BE RETURNED TO STOCK WHEN TAKEN 
OUT OF LINE. 


HIGH RUST AND CORROSION RESISTING 
QUALITIES. 


MONEY SAVING. 


LABOR SAVING. 


GREAT STRENGTH AND RIGIDITY. 


CONTINUOUS GROUNDING WITHOUT 
SCRAPING THE ENAMEL FROM CON. 
DUIT. 


VIBRATION PROOF. 


INSIDE BEAD ON BUSHING PREVENTS 
TEARING OF INSULATION. 


NEAT—COMPACT. 

SPACE SAVERS. 

NO EXCESSIVE FITTINGS NECESSARY. 
EASILY ALIGNED. 

SIMPLE IN DESIGN. 

CAN BE EXACTLY SPACED. 

CAN BE SPACED EXCEEDINGLY CLOSE. 


TIGHTENING LOCKNUT ADJUSTS BOX 
TO ANY ANGLE AND STAYS PUT WHEN 
SO PLACED. 


CAN’T BE BEAT FOR TEMPORARY 
WORK. 


KONDU BOXES GIVE A NEAT APPEAR- 
ANCE TO THE FINISHED JOB. 


COVER SCREWS CANNOT FALL OUT. 


SCREW HOLES IN BOX SO PLACED AS 
La —— CONTACT WITH INSULA- 


FIBRE CUSHION UNDER SCREW HEAD 
PREVENTS BREAKING OF PORCELAIN. 


BEST QUALITY FINISHES OF GALVAN- 
IZE AND BLACK ENAMEL ON FITTINGS. 


A TYPE FOR EVERY NEED. SPECIAL 
THREADLESS TYPES FOR KNOCKOUT 
BOXES, 90° BENDS, FIBRE TO IRON CON- 
NECTIONS, COUPLINGS, ETC. 


MADE WATERPROOF WITH EASE. 


SIMPLICITY OF THE ENTIRE LINE. NO 
REDUCING BOXES NECESSARY — USE 
THE KONDU REDUCER. 


TIME SAVING. 





ERIE MALLEABLE IRON CO. 


KONDU DIV. 


OFFICES IN PRINCIPAL CITIES 


ERIE, PENNA. 
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The Standard 
Electric 
Water Heater 














offers added sales opportunities. 
Thoroughly tested and proven 
efficient and practical Write 
for circular. 


















Keeping Pace With the Demand 


for an electric range of additional capacity at a moderate price 










It is the policy with Standard to cover the venience outlet. Built to the Standard high 
entire electric cooking field with ranges to quality specifications throughout, and attract- 
meet every requirement. The growing de-_ ively priced. 

mand for a range of liberal capacity, real ea 


ae — a aids ‘ nd retail Write for the whole Standard story, including the 

price, 1s answered in this NEW Standard catalogue. It will give you a new idea of 
Standard (No. 954). Handsomely finished what an electric range line can be—a new idea of 
in white porcelain with nickel trim. Equipped the selling possibilities in this fast-growing field. 
with three eight-inch hot-plates (open or en- 


closed), roomy oven (aluminum and super- The STANDARD ELECTRIC STOVE Company 
metal lined), broiler compartment and con- TOLEDO - OHIO +: U:S:A 


Standard 


ELECTRIC RANGES 


*‘Standard quality is never questioned” 
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A radio-controlled “ghost car” or “phantom 
auto” was given a try-out in Los Angeles re- 
cently, where it was exhibited at the radio show. 
R. L. Mack of New York city, formerly a naval 
radio operator, is the inventor. He states that 
the mechanism, which controls the car is adapt- 
able to any make of car. The view immediately 
below gives an idea of the complicated mechan- 
ism required on the ghost car, including the an- 
tenna which receives the impulses. The other 


view shows the inventor in the control car which 
follows some distance behind the ghost car. By 
means of a series of buttons he controls the radio 
impulses, which, by remote control, actuate the 
mechanism on the ghost car so as to cause it to 
stop, start and turn—P. & A. Photos. 


At the left is a 400-ton generator built by the 

Swedish General Electric Co. for the Finnish 

State Power Works at Imatra Falls. This is a 

masterpiece of engineering and manufacturing 

work and is large enough to form within the 

leach , stator a fair-sized amphitheatre——Underwood and 
fo is 38 . Ae cee uhad C - Underwood 
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Los Angeles—“Good morning, how's your metab- 
olism today? Are your electrons feeling frisky 
this morning?” These, in every day language, are 
important health questions that now can be an- 
swered with scientific accuracy, by “electric physi- 
cians” recently on display at the Fifty-sixth An- 
nual Session of the California Medical Association 
when it opened its meetings in Los Angeles. 
Marvels of accuracy and ingenuity, instruments 
exhibited told the story in medical practice pro- 
gress, while in an adjoining room several thou- 
sands of California’s leading doctors and 
distinguished physicians from all over the country 
were discussing the problems of their profession. 
One of the most delicate and sensitive machines on 
exhibition hides its marvels under the name of 
Electrocardiograph. It is an instrument for the 
study of heart action and is shown in the photo- 
graph at the right.—International Newsreel. 
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Martin J. Wolf 


Vice-President & General Manager, Electric Appliance Co., Chicago 
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HEN a man builds up his personal value in a 
Wii company to a high level (being rewarded 
with an income well into five figures) and then 
gives it up to take over the work of rebuilding a company 
just emerging from a receivership, it is interesting, to say 
the least. 
Martin J. Wolf is the man who has done just that. 
On May 1 of this year, Mar- 
tin J. Wolf was sales manager 
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MEN YOU SHOULD KNOW 


Martin J. Wolf 


Vice-President & General Manager 
Electric Appliance Co., Chicago 


St. Louis for over 13 years. 
Matthews & Brother, Inc. 

vice-president. 
company felt his influence. 


In 1914 he joined W. N. 
In two years he was made 
Then in 1921 he joined Bussmann. Each 
He left both of his own 
accord. The owners of these companies are among his 
finest friends. He has a remarkable personal acquaint- 
At conventions he knows nearly all the jobbers 
and manufacturers by their first 
names. And that is the way 


ance. 





of the Bussman Manufacturing 
Co., St. Louis. He had been 
there for nearly six years. On 
June 8, he signed the papers 
that culminated in his taking 
charge of Electric Appliance 
Co., Chicago. The third month 
of operation resulted in “black” 
figures. who gave up 

Well might one say “What 
do you make of it Watson?”— 
and many have wondered. 
Back of these somewhat pecu- 
liar circumstances there must 
be a story about a man of un- 
usual characteristics. As Martin 
J. Wolf is well known from the 
Rockies to the Atlantic Coast, 
what is written here will prob- 
ably interest a great many in 
the jobbing business, many of 
no doubt have 
wondered. 

When the Electric Appliance 
Co., after years of uneconomi- 


some income, to 
bing business 
emerging from 


months after he 


whom also 


interesting story. 





He Likes to Tackle 
Hard Problems 


HIS is the story of a man 
wherein he was making a hand- 
that 


Many have wondered why Mar- 
tin Wolf did this and here are 
the facts. This was written three 


marked changes are apparent. 
The major problems involved 
and how he is going about solv- 
ing them makes an unusually 


they know him—as “Martin.” 

Upon arriving at the Electric 
Appliance Co’s. office there is 
evidence of marked changes. 
The time-worn high partitions 
are gone. In their place is one 
of low rail-type. You see the 
entire office from the head of 
the entrance stairs. The men 
whom you would normally see 


a fine position 


are now convenient to the point 
of entrance. Alertness and 
courtesy are so obvious that one 
immediately feels at home. 
Truly the change is startling. 

As Martin talks about the 
change he made and the reason- 
ing that prompted it, the whole 
seemed so reasonable and natu- 
ral that the unusualness seemed 
“usual.” His habit of “chart- 
ing” a subject into its natural 
divisions manifested itself. His 
personal views grouped into 


rebuild a job- 
was just 
a receivership. 


took hold and 


these divisions: 








cal operation, was faced with 
an indebtedness that could no 
longer be stalled off, a receiver was appointed. Atter a 
strenuous house cleaning, it was still apparent that, un- 
less the right man could be found to manage its affairs 
and build it up again from the foundation, it would have 
to be closed up. So the creditors’ advisory committee set 
out to find such a man. They decided upon and offered 
the work to Martin J. Wolf. The proposition that was 
put up to him was virtually this: 
in which to re-establish the company and pay off the 
ent ereditors. Having done this, the control passes 
im. While he goes into this at a great reduction in 
me over the position he previously held, neverthe- 

the enthusiasm and confidence of the man, and the 
rd of able merchandising that he has behind him, 


He is to have five years 
In 
pre 
to 
in 
les 


re, 


Lr 


ks auspiciously for the achievement of his ambition 


vn a jobbing business and “‘sell a lot of things for a 


f people.” 
| the way to the Electric Appliance Co.’s office, the 
Here is a man 


ialness of his step was pondered. 


- 
= 


for years has held excellent positions with electrical 


He, a Chicagoan born and bred, lived in 


ifacturers. 





1. Family needed him home 
more than duties permitted. 

2. Honestly taking “inventory” of himself he came to 
the conclusion that he was more of a “distributor” than 
he was a specialized manufacturer's marketing executive. 
He felt that the same plans used to market “Buss’’ prod- 
ucts would apply to a wider variety of electrical and 
kindred merchandise. That pointed directly to being on 
the distributing side. 

So when Electric Appliance Co. creditors’ advisory 
committee asked him to take on the burdens of a company 
just emerging from the throes of a composition settlement, 
there was no time lost in settling in his own mind the 
direction the newer work would take. In his mind that 
was already settled. The change could be made if certain 
That was readily agreed to. The 
The lure of the large, certain 


conditions were met. 
deal was quickly made. 
income didn’t cause any hesitancy. 
judgment directed. That action spoke volumes in under- 
Wolf. 


Martin acted as his 


standing between him, and his help-meet, Mrs. 
Both agree to a thing and follow through. 

The Electric Appliance Co. of Chicago contained much 
(Turn to Page 54) 


that was good. But it needed many 
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Prize Winners in August Contest 


Twenty-five Dollar Prizes Will Be Given by THE JOBBER’S 


SALESMAN to the Me 





n Listed Below—The Result of the August 


“Summer Sales Prize Contest.” 


PRODUCTS OF WINNER. COMPANY 

Aladdin Mfg. Co. __Kenneth Shambaugh--------- P. & A. Elec. Supply Co., Mansfield, O. 
Appleton Elec, Co._________.__ a Morris Blumberg Elec. Co., Detroit. 
Beaver Machine & Tool Co.____.__...._.__-H. M. Sutherland____--_-_--_.. North State Elec. Supply Co., Raleigh, N. ¢ 
Belden Mfg. Co._ aera alc a OI ARE ottaiconenn nage Central States G. E. Supply Co., Chicago 
Benjamin Elec. Mfg. Co._.---.-.-.----.--..-E. G. Neuhardt__._______ W. T. McCullough Elec. Co., Pittsburgh. 
Bryant Elec. Co. eS ee eee Listenwalter & Gough, Inc., Los Angeles. 
Buffalo Forge Co. oa A 2h Bebe id Inland Elec. Co., Chicago. 

Bull Dog Elec. Products Co._______.-----.Osear F. Luttringer__----_- Colonial Elec. Co., Inc., Philadelphia. 
Bussmann Mfg. Co.__-------------. _V. L. McElmourry_________- Commercial Elec. Supply Co., Detroit. 
Clannn- Gm G0. onsen ee Hartman-Spreng Co., Mansfield, O. 
Chicago Fuse Mfg. Co. .....Dewey W. Peterson_______. Illinois Elec. Co., Los Angeles. 

Chicago Solder Co.___----. prcstonescaisinentaalins. lr < nant ceed Capital Elec. Co., Salt Lake City. 
Coliper Gan: Wire Geocities ee ee Tidewater Elec. Co., New York. 

Colt’s Patent Fire Arms Mfg. Co.___-----__-. fis CB i eek Middle States Elec. Co., Chicago. 
Cutler-Hammer Mfg. Co._______________.__P. M.’ Cribari-_ Electric Appliance Co., Chicago. 

Day-Fan Electric Co. _____________ W. W. Metzenthin______________ American Elec. Co., St. Joseph, Mo. 
Eastern Tube & Tool Co.........._....._Jack Joselsen_.____ A. Shemel & Co., New York. 

Economy Fuse & Mfg. Co.___..-.--.-----.....C. Hax McCullough. W. T. McCullough Elec. Co., Pittsburgh. 
Erie Malleable Iron Co.________-__-----__-__--- Edwin H. Weigle.________ Iron City Elec. Co., Pittsburgh. 

Fansteel Products Co.___.-_-.---. een oe SRR mone 2e00G el Hyland Elec’l Supply Co., Chicago. 

PE GO on.cosscsnntiennccmabiisdiesdcaageeineme wen. Hi; Sivetta Crown Elec’l Supply Co., St. Louis. 
| et ee ep eeeea a Ee Eas iccnncbigamenoatd Julius Andrae & Sons Co., Milwaukee. 
Grigsby-Grunow-Hinds Co. ______--_---__---_-- r. 2B. Sees... Brown & Hall Supply Co., St. Louis. 
Hamilton-Beach Mfg. Co.__.___.____..____._..Jas. F. Baese Iron City Elec. Co., Pittsburgh. 
Siemingray Glass Co. ae er eens Varney Elec’l Sup. Co., Indianapolis. 
8 ft NRE SiN Eran: UF = Bs NE cece eldiiciatedinlaiaged Iron City Elec. Co., Pittsburgh. 

Indiana Rubber & Ins. Wire Co.____________Jack E. Bisset___-___-_-_-_____- Listenwalter & Gough, Inc., Los Angeles. 
Metal ‘Gpecialties Co... a Se ee Manhattan Elec’l Supply Co., St. Louis. 
eS emer: FE | Manhattan Elec’l] Supply Co., New York. 
GING Finca ccna snncipiiinipkipscnienbigianlcbadiial N. W. Michelson_________---- Electric Appliance Co., Chicago. 

Ee Et) ne CE ea ane EN Samuel R. Reed ______-____._-_- West Phila. Elec. Supply Co., Philadelphia 
Reflector & Illuminating Co.___________________- ee ee ee I Te Sacks Elec’l Supply Co., Akron, O. 
Reynolds Spsing Co... ee Dewey W. Peterson _______-- Illinois Elec. Co., Los Angeles. 

Geo: Richunie @ 656 j.20.0 nce Prewitt Creeey Manhattan Elec’l Supply Co., St. Louis. 
Sears, Heary D._$_$$_______......_... 2 eee West Phila. Elec. Supply Co., Philadelphia 
Square D Co. spn nnn ec ci a Manhattan Elec’! Supply Co., St. Louis. 
Standard Elec. Stove Co._______-_---._--_______- RD POR cri ccenanneten Interstate Elec. Co., New Orleans. 
Triangle Condalt Co._._.__._.._.__..._... Le West Phila. Elec. Supply Co., Philadelphia. 
Trumbull Elec. Mfg. Co._.-..--..-.----..-.-_-John A. Caldwell-____.__-. Lake States G. E. Supply Co., Detroit. 
Trumbull-Vanderpoel Elec. Mfg. Co._____.Oscar F. Luttringer___-___- Colonial Elec. Co., Inc., Philadelphia. 
Tubular Woven Fabric Co.____________________-J. F. Vetter, Jr.___________._.Crown Elec’l Supply Co., St. Louis. 


Wiremold Co. 


7 ee ces Sacks Elec’l Supply Co., Akron, O. 
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Timely 
October 
Suggestions 





T no time of the year is there greater opportunity 

@ to sell Buffalo Breezo Ventilating Fans than during 
the Fall months. Winter is coming on, natural 
ventilation must be curtailed and in the interest of both 
health and comfort artificial ventilation must be re- 


sorted to. 





While the entire field is wide open in October, jobbers” 
salesmen should pay particular attention to the following 
prospects: 





Lodge Halls: Wéith the summer gone, various fraternal 
and social organizations will renew their activities. It is 
difficult for any club to insure good gatherings unless the 
hall is properly ventilated. Point out this fact to the 
owner. df the lodge hall and have him prepare now for 
the meetings he expects to handle. 





Dance Halls: Here is a field especially vulnerable to 
sales attack at this time. Proper ventilation is a necessity 
in a dance hall and you should have no trouble in securing 
business now from this source. 




















Go after this Buffalo Breezo business available to you 
during the month of October. 








Jobbers’ Salesmen 
should watch for this 


GE win fe Buffalo Forge Company 


instructions as to the : 
field to cover for the 201 Mortimer St. Buffalo, N. Y. 


following 30 days. In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 


‘BUSBBRALO -BREEZO”’ 
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MILLS; RHINE S, BEULMAA GM 
TOLEDO 
MICHAELS & CO. + ELECTR 





Jobbers’ salesmen can offer 
no greater sales argument 
than the convincing state 
ment that leading architects 
and contractors are turning 
to Reynolite Devices. 


| io oa | ‘a FT | ee 


’ 
4 






st 






To secure confidence of 
this flattering nature, it is 
necessary to offer products 
of unquestioned merit. 






= | 






ray Pee: | 












The fact that you are 
handling products of this 
caliber should instill in you 
the greatest enthusiasm for 
Reynolite Devices and for 
securing all the available 
business on this line in your 
territories. 













Molded Unit Single Molded Unit Duplex 
Flush Receptacle No. Flush Receptacle No. 
4001. 4002. 










IMPORTANT ANNOUNCEMENT 
1-2-3-4 Gang 


In the November issue an announcement of importance —o 
will be made concerning new lines. Watch for it. 


REYNOLDS! 


Jacksoml 













] 






tober, 1927 THE JOBBER’SfA)SALESMAN 29 
(4 








OUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


ow the 
ommodore Perry __ 













TRADE MARK REG. 


O the ever-increasing list of representative hotels in the 

country equipped with Reynolite Devices may now be 
added the name of the magnificent Commodore Perry Hotel 
in Toledo, Ohio. 


Reynolite Switch and Receptacle Plates are installed 
throughout this great structure. Their use in this modern 
hotel is proof again of the confidence which architects and 
contractors place in Reynolite Products when uniformity, 
beauty of finish and permanency of colors are important 
factors. 





Angle Two Way Straight Two-Way Angle 3-Way 
venience Tap Convenience Tap Convenience Tap 
No. 240 No. 220 No. 340 





~PPRING CO. 


i:-higan 
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Prize Winners in the July Half of the Summer 
Sales Prize Contest. Twenty Out of the 31 
' Reported and Sent Pictures 


E. E. HULBURT, Southern 
New England Elec. Co., New 
Haven, Conn. Left Aetna Life 
Insurance Co. 1908 and went 
with Hartford Elec. Light Co., 
until 1911. Then with the Elec- 
tric Supply and Equipment Co., 
Hartford, to 1913. From there 
to James T. Hessel Co. as sec- 
retary. After that was merged 
with the Southern New Eng- 
land Elec. Co., he remained 
with the latter. Won in July 
on Grigsby-Grunow-Hinds Co. 
products. 


WILLIAM H. GREEN, 
Crown Electrical Supply Co., 
St. Louis. Age 36, married and 
has a boy of eleven and a girl 
of three. Has been connected 
with the Crown company for 
four and one-half years. Hav- 
ing two children he needed two 
prizes so won in July on M. 
Propp Co. and .Frink Co. prod- 
ucts. 


D. P. KUNINGER, Hart- 
man-Spreng Co., Mansfield, O. 
With the company eight years. 
Previous to going on the road 
for them was a furniture sales- 
man. He says: “You can see 
by the photo that fresh air and 
hard work have given me more 
to carry than grips. I don’t 
take my hat off to the ‘skinny’ 
boys at all.” Without the over- 
coat he won in July on Chicago 
Solder Co. products. 


W. B. CRONEY, Collins 
Electric Co., Des Moines, Ia. 
He is 31, is 6 ft. 1 in. up and 
down and weighs 184 lbs. That 
is what corn feeding will do 
for you. Has been with Collins 
three years. Previously handled 
a boiler room and engine room 
specialties line in the Des 
Moines territory. Won in July 
on Economy Fuse & Mfg. Co. 
products. 


W. M. KLINE, Iron City 
Electric Co., Pittsburgh. He 
completed 15 years of service 
with this company on Septem- 
ber 15, 1927, the first two years 
as shipping clerk, receiving 
clerk, order editor, etc., the last 
13 years traveling. Won in 
July on Hemingray Glass Co. 
products. 


F. R. NEWBERRY, Brown 
& Hall Supply Co., St. Louis. 
An old timer in the electrical 
game. Five years treas. and 
mgr., Electric Light & Ice Co., 
Fredericktown, Mo.; one year 
stock, one year city counter, 
three years city salesman, Ew- 
ing Merkle Elec. Co.; seven 
years salesman and asst. sales 
mgr., Wesco Supply Co.; ten 
years with Brown & Hall. Won 
in July on Bulldog Electric Co. 
products, 





LARRY J. DOIG, Central 
States G. E. Supply Co., Chi- 
cago. Ten years with the com- 
pany, first handling country 
quotations and cost dept. and 
selling since May, 1923. Won 
in July on Appleton Electric 
Co. products. 


SAM SUDAK, Frankelite 
Co., Cleveland. Three years as 
order clerk, one year as sales 
clerk and one year as city sales 
man is his history. Won in 
July on Buffalo Forge Co. 
products. 


Cc. HAX McCULLOUGH, 
W. T. McCullough Electric Co., 
Pittsburgh, and Junior, his new 
boss for the past 17 months. He 
started to work in the ware- 
house in June, 1917, and began 
selling October, 1919. Won in 
July on Benjamin Elec. Mfg. 
Co. products. 


HAROLD E. KARLSRUHE, 
Manhattan Electrical Supply 
Co., New York. He is well 
known to the talking machine 
trade, having spent at least 12 
years with the larger manufac- 
turers in that line. Add two 
years with Federal Telephone 
and Telegraph Co. and you 
bring him up to September, 
1924, when he went with Man- 
hattan, where he is now selling 
radio and electrical supplies. 
Won in July on Aladdin Mfg. 
Co. and National Carbon Co. 
products. 


JACK E. BISSET, Listen- 
walter & Gough, Los Angeles, 
is just starting on his fifth year 
with the company. He is now 
calling on the trade in Holly- 
wood, Pasadena, Glendale and 
part of Metropolitan Los An- 
geles. For many years before 
coming to California he was 
connected with the Sun Elec- 
trical Co., Regina, Saskatche- 
wan in the construction depart- 
ment. Won in July on Indiana 
Rubber and Insulated Wire Co. 
products. 


JACK F. VETTER, JR.,, 
Crown Electrical Supply Co., 
St. Louis, has been in his pres- 
ent position five years, and has 
charge of country sales. He is 
a four-time winner; On-to-Nela 
campaign, and two-time winner 
in Jobber’s Salesman Contest. 
Won in July on George Rich- 
ards & Co. products. 
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What shall we call this new 
ORRID 


Toaster 
~with its. amazing new | 


| 


convenience feature? 






RANA 
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1—This is a free contest — costs 
nothing to enter—is open to every- 
body except our own organization 
and except the organization of our 
advertising agents. 


2—Your suggestion, in order to 
compete, must be mailed before 
midnight of October 22, 1927, to 
the Frank E. Wolcott Mfg. Com- 
pany, Hartford, Conn., attention 
Contest Manager. 











3—The name must be one we can 
use with the name Torrid (for in- 
stance: Torrid Auto-turn Toaster 
or Torrid Toast-swing). It should 
be short and easy to remember in 
relation to this new product. 


4—You may enter any number of 
HE Torrid Toaster with this abso- suggestions you wish, and all will 


3 receive equal consideration. Write 
lutely new and exclusive service each suggestion on a separate piece 
f ° t d 
feature has captured everybody who Sidi 
a has seen it. A quick push of the but- 5—The names received will be 
* 1 ° judged by our advertising agents, 
Retails at ton turns the toast automatically! This Edwards, Ewing and Jones, Inc., 


and the winning name will be 


new roduct is going to be 
Wolcott P ct is goms - chosen not later than November 
sales sensation. 10, 1927. 
. 6—Our check will then be mailed 
To help your customers remember it, immediately to the winner, and 
his name will be published in our 





we want a name, and offer you this op. a ieaniiiissins tidide-cmenemiente 
portunity to win $100 by suggesting the December or January. 
° 7—In case two or more people 
This strong fulle namethat fits best. Read the rules,think ruggest the winning name, 3 pric 


. 
bage advertise- hard, and send us your suggestions. 
ment, appearing 


in the Octo The FRANK E. WOLCOTT MEG. Company 


Ist Saturday 
Evening Post, HARTFORD, CONN. 
0} “ns a power- 
ful campaign 


which will run 

recularlyin that 

grcat national 
publication. 











Cal 
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Prize Winners in the July Half of the 


Summer Sales Prize Contest 
(Continued) 


SAMUEL R. REED, West W. W. METZENTHIN, 


Philadelphia Electric Supply | American Electric 


Co., Philadelphia. Sam does | Joseph, Mo. Has been with the 


Ca, (BE 


not write anything about him- 
self, but he is a quadruple win- 
ner in July, which speaks elo- 
quently. Won on Eastern Tube 
& Tool Co., Metropolitan De- 
vice Corp., Reflector & Illumi- 
nating Co. and Triangle Con- 
duit Co. products. 


SIDNEY COHEN, City Elec- 
tric Co., Syracuse, N. Y. Cohen 
is a salesman who started on 
the service counter of his com- 
pany three years ago. Won in 
July on Chase-Shawmut Co. 
products. 


W. J. CLARK, Hartman- 
Spreng Co., Mansfield, O. He 
has been with this company 
eight years and for 20 years 
previous to that was in the 
hardware business. Altogether, 
he has held only three positions 
in his life. Won in July on 
Fullman Mfg. Co. products. 


LOUIS WOODS, Interstate 
Electric Co., New Orleans. In- 
terstate has had Woods’ serv- 
ices for over nine years and 
more than half of this time has 
been spent on the road covering 
various sections of the territory. 
Won in July on Standard Elec- 
tric Stove Co. products. 





American Electric for the past 
year traveling southwest Kansas 
with headquarters at Wichita. 
Before going with the Ameri- 
can he was with Calumet Bak- 
ing Powder Co., Eline’s, Inc., 
and the Gebhardt Chili Powder 
Co. From 1914 to 1917 en- 
gaged in automotive and tire 
business in Austin, Tex. At- 
tended University of Texas 
1918-19. Won in July on Day- 
Fan Electric Co. products. 


BEN S. GAMBILL, Braid 
Electric Co., Nashville, Tenn. 
He has been with Braid nearly 
five years and works the city 
of Nashville. Won in July on 
Hykon Mfg. Co. products. 


E. F. DAILY, W. T. Mc- 
Cullough Elec. Co., Pittsburgh. 
Started in the electrical busi- 
ness in 1911—with Eastern 
Elec. Co. (contractor) 1911-12, 
Doubleday-Hill Elec. Co., 1913- 
17, Western Electric Co., 1918- 
19, McCullough company, 1919 
to present. Won in July on 
Trumbull Elec. Mfg. Co. prod- 
ucts. 


KENNETH SHAMBAUGH, 
P. & A. Electric Supply Co., 
Mansfield, O. He has been 
with this company five years 
and for two years was with the 
Service Electric Co., working 
under F. C. Poling in both com- 
panies. Won in July on Cut- 
ler-Hammer Mfg. Co. products. 





Pierce Has Important Plans 

The Pierce Electric Co. of Tampa, 
Fla., distributed its new general cata- 
log No. 1 during the month of Sep- 
tember. This catalog, one of the 
most complete catalogs off the press in 
recent years, coming out at this par- 
ticular time embodies all the latest 
changes in the various manufactured 
products. A large space is given over 
to educational data for daily use by 
many consumers who may need such 
ready reference. 

B. E. Pearce, vice-president, says 
that this is only a forerunner of one 
of the many new plans recently in- 
augurated but not yet released, of im- 
portance to the electrical men of Flor- 
ida, and from time to time new ad- 


ditions to the valuable assistance given 
the trade in the past, will bear fruit. 
. =e 


Where Is Garnet E. Perry? 


J. E. Bisset of Listenwalter and 
Gough, 325 Fifth St., San Francisco, 
writes that for some years before go- 
ing to California he was associated 
with Garnet E. Perry in the organi- 
zation of the Sun Electrical Co., 
Regina, Saskatchewan. He has lost 
connection with Perry, and would ap- 
preciate very much having any of the 
readers of Tue Jopper’s SALESMAN 
who know of Perry’s whereabouts 
put him in touch with his old friend. 
The last he heard of Perry he was 
with some jobber in Florida. 


Long Reports Carolina 
Prospects Good 

Henry T. Long, president of the 
Carolina Electric Supply Co., Spar- 
tanburg, S. C., has an interesting com- 
ment to make on business conditions 
in that section. 

“For the past three years,” says 
Mr. Long, “this particular section of 
the cotton growing belt has been hit 
hard with small crops and poor prices. 
This year we have a good crop and 
prices are good. This means circula- 
tion of money from October until 
Spring. 

“The present price of cotton has 
added millions of dollars to the value 
of this year’s crop over that of ‘ast 
year.” 
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F VITAL importance to all distributors 

is the announcement of a new star on 
the Radio horizon—the Uwnirep Srates 
ELECTRIC CORPORATION. 


This radio merger of nationally known 
manufacturers embraces a line of dependable 
merchandise at a price range covering “every- 
thing from a Chevrolet to a Cadillac” and an 
equally comprehensive patent coverage. 

A notable feature is the establishment of a 
central engineering laboratory, including 
some of America’s foremost radio engineers. 


The strategical location of the divisional 
factories makes available to the Unirep States 
ELectric CorRPORATION economic sources of 
material, production and distribution second 
to none in the radio industry. 

The products of the various divisions are 
described on the following pages of this issue. 
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APEX Presents—, Ae OnlyNEW 
Radio Circuit 


in? Years 








TECHNIDYNI 


The Apex Technidyne is a new departure— 
the most outstanding advance in radio engin- 

eering in recent years. 
TP eeiiieitine” The Technidyne Circuit makes use of an 
Console are ia epochal discovery, the “feed forward.” This 
ma E v is a new type of neutralization far surpassing 
Internal Loop , So former methods. It is inherent in the de- 
$325 Bn |. prema Tora io ee sign and circuit contacts; not dependent 

ccd mo on adjustments. 


~Surpassingly beautiful in design; 
Amazing in performance 


Nee 
Licensed Under 
Patents of 


The Apex Technidyne Circuit gives extreme sensitivity of radio frequency amplification 
over the whole broadcast band. It provides a higher degree of true selectivity than ever 
before attained—over the whole broadcast band. The exquisitely designed and finished 
cabinets by the Plymouth Radio & Phonograph 
house Company, Gen- Company of Plymouth, Wisconsin, complete an 
eral Electric Company, ensemble of beauty and radio efficiency unexcelled 


American Telephone at Apex prices—$90 to $325. 
& Telegraph Com- 


Radio Corporation of 
America, Westing- 


pany (Super-heter- 


~it’s a mighty fme thing 
to be known as the Apex sag ipeied 
Dealer, and profitable, Coo “Lyric” 6-Tube Neutrodyne $90 


odyne excepted), La- 
tour Corporation, 
Hazeltine Corporaticn 


and Technidyne Cor- 














poration 


—, nn. 


AX APEX DIVISION £24 

UNITED STATES ELECTRIC CORPORATION 
1410 West 59th Street, Chicago 

Formerly APEX ELECTRIC MANUFACTURING COMPANY, Chicago 


ee 
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Sentinel DRY-A and DRY-A:B-C 


AU 






To EES 


“ORY-asc” 
& = 


+, 


Sentinel Dry “A” units are the first to carry sucha 
guarantee. Their goodness makes it possible. anne 
Months of the most exhaustive research and rigid DRY-ABC for every 
tests prove their dependability. There are no Power Need of Radio 
acids—no liquids of any kind used in the Sentinel $8850 
Dry A or the Sentinel Dry ABC. 


They’re ‘‘Bone-Dry’’ Units 


Sentinel “Dry-A”™ delivers a constant 6 volts 
up to 2/4 amperes. It is absolutely instan- 
taneous in action. In combination with Sen- 
tinel BC, the radio set owner has a perfect 
power supply for every radio need. The 
Sentinel BC is the finest power unit of its kind 




























There is a 


Sentinel Power Unit 
for every Radio need 


ever developed, delivering plate voltage for 


aye 


ANY set regardless of size—with ample — : . “~ 
reserve power—80 milliamperes of current at Licensed Under 
180 volts. Patents of 
Sentinel Dry A and Sentinel Dry ABC are é Radio Corporation fy 
the latest additions to the already famous of Aaecics. 
Sentinel line of Radio Power Units. You Westinghouse * 
should know every Sentinel product. Pushing : Company, Gen- |. 
Sentinel pays big dividends. a eral Electric Com- || 
pany, the Ameri i 
Every Sentinel Unit can Telephone & 
~ Telegraph Com- 
carries a Guarantee ce. 
' 














VW hich clinches sales —_ 





Sentinel DIVISION 
490° UNITED STATES ELECTRIC CORPORATION 
9705 Cottage Grove Ave., Chicago 
Formerly SENTINEL MANUFACTURING COMPANY, Chicago 











Combines the marvelous 
. £ Bn Ba Technidyne —~AC 
equipped — with Electric Phonograph 


in the new 
















This marvelous instrument is a splendid contribution to 
the music loving world. It supplies reproduction at its 
best in either broadcast or record. 






“Gloritone” provides every possible 
enjoyment that sound affords 


Without a single program on the air, “Gloritone” superb electric 
phonograph is always ready to dispense any type of music, jazz or 
















Case “Gloritone’’ Model 92D 







No Batteries—Light Socket Operated classical. When one desires broadcast reception—*‘Gloritone” reaches 

out and selects the one program which pleases the operator’s fancy. 

Nine tubes—loop operated—true single control—equipped with Rane prog , ‘7 € ope soygite y 
AC tubes also “B” € “\C” power units, ready to attach to light Its tonal quality is superb—its selectivity is almost knife-like—its 
socket. Contains high grade electric phonograph—Beautifully volume may be regulated from a whisper oo 2 teenie aed: 





cased in antique walnut with highly figured veneered $7 75 


walnut panels. Price complete ..........e0eeee0s 














““Gloritone” sells because it excels. 


ant? _— ~and here is another 


The Case Case Radio Triumph 
an AC-6 Tube Table Model,62B 


PRICE RANGE 


€ # from 
. * $65 105775 


makes it easy for the 
Dealer to satisfy any No Batteries—Light Socket Operated 
Customer’s exacting A highly selective set with splendid tonal quality and satisfying 


° P volume. Fully equipped with 6 AC Tubes, also “B’ and “C™ 
Price Requ irements power units, ready to attach to light socket. Price $200. 


























CASE DIVISION 
UNITED STATES ELECTRIC CORPORATION 


Marion, Indiana 
Formerly INDIANA MFG. & ELECTRIC COMPANY, Marion 
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ty lat) | 8, nee 
Quality Mmecelvers 
In every sense of the word 


Long before the public dreamed of radio as a means of 
entertainment, the makers of today’s Slagle Receivers 
were building radio equipment. The Slagle policy has 
always been highly selective—only the finest materials 
and craftsmanship are used. 


Slagle engineers are never handicapped by the possi- 
bility of certain operations or materials costing too much. 
Slagle Radio, from designing room to testing table, is a 
quality product i in every detail—in engineering, materials, 
assembly, cabinet 
work and perfor- 
mance. The Slagle 
line consists of 


9 and 10 Tube : Slagle Radio 
TECHNIDYNE _ “om! Model “c” 


: The Slagle 10-tube Technidyne has no superior in any 

Rece Ivers quality demanded of a radio receiver. Operates on dry 

: socket power, without aerial or ground. Employs push- 
either batter y pull amplification. Unsurpassed in tonal quality, sen- 


sitivity, selectivity, clarity and volume. Equipped with 







or “dry-power” built-in-loop and Newcomb-Hawley speaker. Cabinet 
of beautiful burl-walnut, handsomely high lighted and 
operated — durably made. Price complete (except tubes), $56 
The Technidyne is, without question, 


the most remarkable radio receiver in 
the field today. Its tonal quality, selec- 
tivity and distance getting ability are 
phenomenal. The beauty of Slagle cabi- 
nets and consoles are an added reason 
for Slagle popularity and salability. 





Slage Radio 
Console Model “B” 
This model is available equipped with either the ow 


Slagle 6-tube circuit or with the famous 9-tube 
Technidyne circuit equipped with built-in-New- 


bomb-Hawley speaker. When you sell Slagle 


The Slagle 6-tube All-Electric Receiver operates on outside 
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YEO y) 

















iB antenna and uses dry socket power throughout. Without > 
tubes or antenna, otherwise complete, $300.00. Radio you sell more 
Same model, g-tube Technidyne circuit, built-in-loop, . ° 
battery operated, $360.00, without tubes or batteries. ~™™VOu sell satisfaction a ee 


Slagle DIVISION 

UNITED STATES ELECTRIC CORPORATION 
Fort Wayne, Indiana 

Formerly SLAGLE RADIO CO., Fort Wayne 
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of Successful 
Radio Building— 


The name Work Rite has been identified with quality 
radio almost from the beginning of general broadcasting. 
When you handle the product of a concern with such a 
splendid record you find sales easier to make—Work Rite’s 
reputation will help you to establish yours as the Jeading 
radio store in your community. Work Rite Radio Receivers, 
perfected through 6 years of radio manufacturing are 
properly constructed. Servicing is reduced to a minimum. 
You make a good profit on every WORK RITE and you 
keep it after it is earned. 





oe 
Licensed Under 
Patents of 
Radio Corporation 
of America, 
Westinghouse 
C pany, Gen 
el Electric C 
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WORK RITE 
RADIO 


* Offers Extraordinary 
# Quality at Moderate 
Prices 


$95 to $205 


Write for Discounts 








Work Rite Division 


UNITED STATES ELECTRIC CORPORATION 


1812 E. 


30th St., Cleveland, Ohio 


Formerly THE WORK RITE MFG. COMPANY, Cleveland 


RITE 
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WorkRite Consolette 
Table 


The table shown with the WorkRite 37, 
an 8 Tube Neutrodyne, fully shielded, was 
designed and built especially for use with 
this model. It is of walnut finish—pleasing 
in appearance, substantial in construction, : 
and useful for holding batteries, power 
units and loud speaker. Magazine racks t 
optional. Price of Model 37 with table, t 
i 
t 


a ee 


$205.00. 











WorkRite Table Miewiel 
No. 17 


This 6-Tube Neutrodyne meets the demand 
for a high-class reliable radio priced under 
$100. Has all metal chassis and fully 
shielded radio frequency coils. 2 controls. 
Cabinet of walnut, beautifully paneled. 
Price $95.00. 


Sales Department 


THE ZINKE COMPANY 


1323 So. Michigan Avenue 
Chicago, U.S.A. 














October, 1927 


THE JOBBER’SIJSALESMAN 


39 





Re-fixturing Campaign on 
Systematic Basis 

The Electric Association, Chicago, 
has been working on the re-fixturing 
campaign for several months, in a 
highly systematic way. In fact, its 
methods are being followed in other 
parts of the country. One of the im- 
portant steps in the Chicago campaign 
has been the preparation of the 
“Franklin Specifications” which pro- 
vide an almost automatic method of 
determining outlet spacings, lamp 
sizes, mounting heights, and types of 
equipment for the majority of in- 
teriors; in other words, here is a solu- 
tion of the essential factors of lighting. 

The Electric Association has light- 


ing engineers whose services are 
available. They will check plans of 


any projected lighting system. If ex- 
amination of any such plan shows that 
the minimum requirements of the 
Franklin Specification will be com- 
plied with, a Franklin Design certifi- 
cate will be issued to the job. 

If the architect, contractor, owner 
or any other person involved in the 
wiring of a building locates the light- 
ing outlets, provides these outlets with 
the type of luminaires, equips these 
luminaires with the sizes of lamps, 
and suspends the luminaires, as pro- 
vided in these specifications, then the 
Franklin Poster will be put on display 
on the premises in which the installa- 
tion is being made. When the installa- 
tion has been completed it will be 
inspected by a freld representative of 
the Electric Association as an assur- 
ance that the lighting is in accordance 
with the Franklin Specification. This 
inspection should in no way be con- 
fused with the regular municipal or 
nderwriters’ inspection, which is a 
prerequisite. Having satisfactorily 
passed this inspection, a Franklin Seal 

ill be affixed to the cutout box or 

cctrie service entrance of the build- 

£ or part lighted by this equipment, 

! a Franklin Certificate, properly 

nbered and registered will be issued 

the building or part which is lighted 
agreement with this specification. 
hese specifications have been pre- 
ed by the Industrial Lighting Com- 
tee of the Electric Association, a 
profit industry organization. The 
sonnel of this committee embraces 

“esentatives of lamp manufactur- 

lighting equipment manufacturers, 
ting engineers from light and 
er companies, officers and members 
he Illuminating Engineering So- 
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ciety, and executives of firms jobbing 
lighting equipment. 

The specifications take up _ the 
greater portion of a booklet of 12 
pages and it is not possible to give 
them here in their entirety. But much 
in the way of highly valuable sugges- 
tion may be derived from the series 
of plates on page 40, showing Frank- 
lin approved luminaires. 

And here is another interesting 
thing about the Chicago campaign. 
Samples of all fixtures offered in this 
campaign are to be submitted to the 
technical subcommittee for approval 
and upon acceptance will be entitled 
to carry the authorized refixturing 
campaign seal which will be featured 
in all advertising. In cases where 
submitted samples of fixtures fail to 
meet with approval of the committee, 
suggestions will be offered as to 
changes which can be made to warrant 
approval. 

The rating of the committee as to 
the suitability of fixtures will be de- 
termined on a point basis. To gain 
approval the fixture must obtain a 
minimum of 50 points under each of 
the three major headings listed below: 
1. ILLUMINATING QUALITIES 

(a) Freedom from Glare 
Brightness ) 


( Low 





a i ps 


| 


* 


| 


wf 


“A 





This is the first official photograph of 
Clarence Wheeler, president of the Wheel- 
er-Green Electric Co., Rochester, N. Y., 
and his son, L. C. Wheeler, who is now 
an outside salesman for the company. 
His job is to go out into the highways 
and byways of Rochester and dig up 
business in places that the company had 
passed up before. Carl Meier, his sales 


manager, told him the first 100 years in 
the jobbing business are the hardest so he 
feels better now. 








Each fixture must carry reflecting 
or diffusing equipment. The equip- 
ment must be of such design that the 
surface of the lamp within shall be 
concealed from all ordinary angles of 
observation. The brightness of the 
lighted fixture shall be comfortable 
and pleasingly uniform and should not 
exceed an average brightness of %4 
candle power per sq. in. when used 
with the maximum size of lamp which 
the fixture will accommodate, and the 
maximum brightness shall not exceed 
that produced by a 40-watt lamp 
within a 6-inch C. R. I. ball. Maxi- 
mum points 40 
(b) Illuminating Power (New) 
The total light output of the fixture 
when new must be not less than 40 
per cent of the total lumen output of 
the lamps used and preferably much 
higher; for example, there are a num- 
ber of residence fixtures on the market 
with a light output as high as 70 per 
cent. Maximum points ......... 25 
Fixture must be of such design as 
to minimizegdust accumulation or de- 
terioration of reflecting and diffusing 
elements and must permit of easy 
cleaning. Maximum points ...... 10 
(ec) Correct Light Distribution 
Fixture must be of such design as 
to provide a desirable distribution of 
light throughout the areas in which it 
is to be used. Its design must further 
be such that there are no objectionable 
streaks or shadows on the walls, ceil- 


ing or floor. Any fixture which gives 
reasonably satisfactory light distribu- 
tion will be accorded all or nearly all 
of the 20 points. In other words, 
only those which show a definitely 
undesirable distribution will be penal- 
ized therefor. Maximum points.. 20 

(d) Night Lamp or Twilight Switch 
Feature 

It is believed by the committee that 
there is a definite demand for a night 
lamp or its equivalent on the average 
ceiling fixture, and that if such is pro- 
vided, an additional selling point of 
considerable value will be gained 
thereby. Additional recognition, maxi- 
mum points 
2. Srructurat Aspects 

(a) Mechanical Construction 

Fixture shall attain reasonable ex- 
cellence in mechanical construction to 
assure permanently good appearance, 
safety and continuity of service. Ref- 
erence is made to Section 1401 of the 
National Electric Code, which covers 
safety, material, workmanship, operat- 


(Diagram on P. 40. 


Continued on P. 42) 
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STrap Type of canap 





Glassware - Three pieces 
Ivory qlass entirely coated 
On ovTside with amber 
Spray. Transfer Type of 
decoration- Size! of 4 lass 
ware 74 dia.x4 "deep 


must be fairly po 


Lamps - 3 -é0walt A-z: 
inside frosted. 


Overall length of fixTure 36’ 


Bppliance receptacle and 


\eng «ss tre Lype of canopy 


Glassware ~ One piece of 


\vory glass enTirely coated (- 
on ovTside with amber 
Sproy. Transfer Type of 
decoraTion-Jize of qlass- 
ware 7° dia.x 4° deeb 

x2q* heel. 


must be fairly deeb 


Lamp:- i-¢0watt — 
A-ZI (inside frost ) 


Overall lengthof fixTure 3¢ 


Abbliance receptaci¢e and 
% body switch included 


12%° heel Dedy-switch included. 


FRANKLIC APPROVED LUMINAIRE) 


ELECTRIC EL SQUATION 


Re fixtoring Committce 
Spqqsstion Nosi¥2 — 
Approved Type of Luminairs 

Date -2-7-27 





—Soossiae Switch. Chandelier Switch -o 


etl ; 
A 


Apptiance Peeeptecte 














FRANKUM APemoYeD 
LUMINAIRE. 
auqqestions® S&S 
seale ~ Pate 1:'%->1 








ELECTRIC ASSOCIATION 
CHicaco. 
ed 








Twilight Suntech ~ Appliance Keceptasie 


—_——™_s 


a 











\ psi ce tro lamp A 
22 ea 
- | 


Scale — 


Rate 2% 27 


E.ceTaic ASsociMTion 
cCHicaco ~ 





7 : hy FRAAKLIN Areroveh 
° i id Winortr 
ak Sits cows \ \ Suqueshogs * 34 —* 
we 
ap) 


Buse sTion *1 ] Ivory une 
| mals / z WITH APPRIED 
Th 24° HEEL. AMBER COLORING 
-— OveR ENTIAG 
ExTcRior 
4 











#2 i - 
——E |; FRANKLIN APFROvED 
LUMINAIRE, 
Svagestion ee taal 


FRANKLIN APFROVED fam Gate 28) Twihght Dwiteh = Apphonee Receptaci- 
Lumina & 
ELectric ASSOCIATION 
CHIcCAcO. 


Glassware Suqqestions 
Re-fixturing Suggestions—See Page 39 


Hitrtro SEE 
___ ARove.. 








STp. 24° HEEL. 


* Note - this dimension 1s Such 
that the standard trace artict 


of Secker husk or Cup Cannot 
he vsed 





CLECTRIC ASSOCIATION 
CF CHIeRGO, 
Seale Full Size Date 7 +¢ 27 





























RADIO LAMP 
No. 152 


For use in illuminating radio dials and a great 
many other uses. Has a swivel joint which per- 
mits unlimited adjustment of position. 


Extra Fine Statuary Bronze Finish. 











WIRING SPECIALTIES 





FIXTURE CROSS-BARS 


PATENTED 


SEND FOR OUR 
COMPLETE CATALOGUE 
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ing temperature, etc. Safety is an 
essential consideration—no equipment 
which is in any way unsafe will be 
approved. Maximum points .... 55 

(b) Electrical Construction 

Fixtures shall attain to reasonable 
excellence in particulars. of electrical 
construction essential to safety and 
continuity of service. Reference for 
guidance is made to Section 1402-4 of 
the National Electric Code. Equip- 
ment will be judged from the point 
of view of safety, wire, wiring de- 
vices and workmanship. 

All lamps shall preferably be on a 
chandelier switch incorporated in the 
body of the fixture. The desirability 
of these features will be strongly 
stressed in all campaign publicity and 
educational matter. All fixtures must 
be of such design as to satisfactorily 
accommodate the accepted standard 
types of lamps. Maximum points 

(c) Convenience Receptacle 

In view of the situation which pre- 
vails in old residences in this 
namely, one baseboard outlet per four 
homes, as disclosed by the survey of 


area, 


1927, it is considered preferable that 
all ceiling fixtures and wall brackets 
shall carry a convenience outlet which 


Additional rec- 


ognition, maximum points 


will always be alive. 


3. APPEARANCE OF FIXTURE 

Fixture must be of necessity pleas- 
ing in appearance, both when lighted 
and unlighted. Any fixture which 
presents a reasonably satisfactory ap- 


pearance shall be accorded all or near- 
ly all of the 100 points. In other 
words, only a fixture which shows a 
definitely undesirable appearance shall 
be penalized therefor. Maximum 


points 


What A Jobber’s Salesman 
Should Do. 

“Old friend Maschauer,”’ who hits 
the road for Doubleday-Hill of Wash- 
ington D. C. was asked by a friend 
how a jobber’s salesman should con- 
duct himself to make good. This is 
what Maschauer dictated: “Long 
hours from 6:30 A. M. until 12 P. M.; 
work hard, never give up, do all your 
correspondence at night (not in the 
middle of the day), each trip call 
on all prospects, whether they have 
bought recently or not, carry samples, 
know your line, back up your house, 
guarantee what you sell, push the 
highest grade of supplies, do not let 
the house customer run your 
prices down, work with your dealer, 
co-operate with him and back him up, 
without him you cannot survive, work 
all day and Saturdays too, if possible, 
help your dealer on his bids, have 
business talks with him, sell him on 
your personality, make him have ex- 
plicit faith in you, what he tells you, 
let it be strictly confidential. The road 
job is wholly and solely a 100 per 
cent man’s size job and one with hard 


cash 


knocks as well as hard times.” 
We should like to meet this bird 


Maschauer. 


Stalking Range Orde: 


Business for the alert jobbe) \{tey 
comes at the end of long and pa. ntly 
traveled trails. It was nearly \¢a; 
ago when the Revere Electric ( _, of 
Chicago, had its opening at t! 
place on W. Jackson Blvd. ( of 
the visitors there was W. T. Em. sop, 
a hotel owner. Emerson was 
impressed with the exhibit of “s 
ard” ranges and got to thinking «out 
kitchenette apartments and el: ctric 
cooking. Later he hit upon a p!.n iy 
connection with his Chicago hote|, ihe 
Windemere. And now, unit by unit, 
he is throwing the hotel rooms together 
into kitchenette apartments and _put- 
ting in electric ranges. Of course, 
Van Marker, president of Revere, was 
not asleep all this time, and has got 
his Standard ranges in—some 20 jn 
the units so far completed, and mor 
to come. 

Van will as patiently stalk a range 
order as he will a bull moose. In 
fact it is more difficult, for a bull 
moose, when he feels “Moosy,” will 


uch 
ind- 


come running when you call through a 
piece of bark, but not so with a rang 
order, which apparently has no rut- 


ting season. 
* %* * 


Jobbers Active in Associations 


H. H. Morenovss, general manager 
of the McGraw Electric Appliance 
Co., St. Louis, was recently elected 
vice-president of the St. Louis Elec- 
Board of Trade Bowling 


League. 


trical 








o By 2: “<i “. 
Soba 
go ty te fe See 





Final touches before the big fight. 


The above photograph, 
besides giving a view of the arena in which Dempsey and 
Tunney fought September 22, shows workmen putting up the 


lights, each having a power of 1,000 watts, 
ring as bright as day the night of the fight—P. & A Photo 


s@ 


electric lamps that illuminated the battle. There are 41 of thes 


and they made the 
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Single or double 


FLEXSTEEL ARMORED 
CABLE 

1, 2,3 r 

sizes 14 t N 

Solid & Strand 

Single or Double 

Strip 

Armored Lamy 

Lead Cove 
OVALFLEX FLAT ARM 
CABLE 

Two Wire 

Three Wire 


METAL MOLDING S 
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LOOMWIRE NON METAI 

LIC SHEATHED CABLE 
Twoand three Conductors 
Sizes 14.to N 4 


FLEXIBLE STEEI TUBING 7 
reel, Bron “LOOMWIRE”— Non-Metallic sheathed 


G WIRING SYSTEMS a“ FITTINGS 
jor EVERY CONCEIVABLE REQUIREMENT 


fe [ational Metal Molding Company 
Electrical Products> 
PITTSBURGH PENNSYLVANIA 


NATIONAL 
CONDUITS 
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CWS of the 








Death of F. T. Andrae 
F. T. (Terry) Andrae, one of the 
original incorporators of the Julius 
Andrae & Sons Co., of Milwaukee, 
Wis. and widely known in the electri- 





cal industry in the middle and north- 
west states died suddenly at his home 
on Friday August 12, of a heart at- 
tack. His death was a great shock to 
all those who knew him, inasmuch as 
he had been enjoying robust health. 


Mr. Andrae was a son of the late 
Julius Andrae, founder of the Andrae 
company, and was born in Milwaukee 
in 1869. During the late eighties and 
early nineties he gained national fame 
as a bicycle rider winning on several 
occasions the state and 
northwest championships. 

When the Julius Andrae & Sons 
Co. was incorporated in 1895 he was 
elected secretary, which position he 
filled until 1926 when he formed the 
Andrae Auto Supply Co., jobbers of 
automobile accessories, of which he 


Wisconsin 


was president and general manager. 

Besides his widow he is survived by 
a son Edward, his brothers Henry P., 
president of Julius Andrae & Sons 
Co., Herman, of the Herman Andrae 
Elec. Co., electrical contractors, and 
five sisters. 





“Hooray!” says D. A. Wells, (left) 
salesman for Mountain Electric Co., Den- 
ver, Colo., “I’m off for Los Angeles to- 
night!” “Stay away from Hollywood,” 
says President J. J. Cooper (center). 
“Bring me an autographed picture of Con- 
stance Talmadge,” says D. H. Lloyd, on 
the right. 





IN THE INDUST! 














Graybar of Rochester to Erect 
New Building 

The Graybar Electric Co., will 
open a distributing house at No. 186 
North Water St., Rochester, N. Y., 
early in October. 

The company will construct a new 
building consisting of one story and 
a basement, a total of 14,000 sq. ft. of 
floor space. The building will be 55 
by 130 feet, of concrete construction. 
The plant will have an_ elevator 
capable of carrying four thousand 
pounds, a sprinkler system, and spe- 
cial floor trusses, carrying weights up 





This is Alex Krahn, one of the so-called 
“four horsemen” of the Englewood Elec- 
trical Supply Co., Chicago, counter. Don’t 
you notice just a trace of a worried look 
on “Al’s” face? We did, and being of an 
inquisitive nature, we immediately dashed 
inside and made inquiries. And then they 
told us, brokenly, that “Al,” in spite of 
their wild pleadings and contrary to their 
well-meant advice, was going to go and 
get married that very month. And that, 
dear folks, took place way back in June, 
so that by this time “AI” is all nicely 
settled down and getting along beautifully. 


to approximately 750 pounds per sq. : 
Enos M. Barton, one of the founde: 
of the Graybar Company, was 
student at the University of Rocli 
ter in the class of 1864. He attend: 
college here during the year 1860-6 | 
* * * 


Alter to Educate Baby’s 
Rescuer 

Leo Alter of Harry Alter & Co. 
Chicago, is giving praise to the hero 
ism of a thirteen year old boy whi 
saved his 14 months’ old baby Marilyn 
from drowning. While the nurse had 
the child at a Chicago beach, a lad 
on a bicycle ran into the baby carriag: 
and it rolled into the lake. The boy, 
Robert Styber, dived in but could not 
free the baby in two attempts. Acting 
perfectly cool he again rose to thx 
surface, secured a handy rope, dived 
again and was pulled to the surface 
with the baby and carriage. The child 
which had been under water about 
five minutes was revived and is none 
the worse for her experience. In tlic 
meantime the nurse had jumped in, but 
she lost consciousness and was also 
rescued by the boy. 

Mr. Alter, in gratitude, has ar 
ranged to sponsor Robert’s education 
through high school and college. 





This is Leo P. O’Brien, head of O’Bricn 
Lighting Products, Inc., a popular me! 
ber of the lighting fixture trade around 
New York. Our photographer had a tvr 
rible time trying to get Leo’s photogra)’!. 
because he was always out on the hand)». 
courts keeping in shape to maintain 
standing at the head of his competitors 0” 
the courts, as well as on his contrac's 
Rumor has it that he is quite a success 3! 
both. 
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-Jobbers and Jobbers’ Salesmen--Attention! 


Here’s a combination that means profit to you: 


4 A popular priced product backed by 17 years of successful manufacturing 
and selling. 
A big advertising campaign with extensive dealer helps. 
A definite and positive jobber policy. 

































These are the outstanding features of the CLEMENTS Jewel 
advertising campaign that started with a page of magazine 
rotogravure in the Chicago Tribune, Sunday, September 18th, 
and will continue intensively in that publication until every 
prospect for a vacuum cleaner in Zone 7 will have been 
reached. Hundreds of dealers have already lined up with the 
proposition and more are coming in every day. Jobbers every- 
where are taking to the CLEMENTS-Jewel plan which pro- 


tects them on a popular and profitable item of merchandise. 









JEWEL 
meng .) 4475 


{Includes 8-piece 
set of attachments) 











As rapidly as possi- 
ble the consumer 
and dealer advertis- 
ing will be extended 
to adjacent territory. 
Now is the time for 
jobbers to signify 
their interest so they 
may get the CLE- 
MENTS-Jewel into 
their catalogs and be 
| prepared for the 
: business that we are 
| lining up. 











| Write us today 


“ies 


-LEMENTS MFG. CO. 625 Fulton St., Chicago, I11. 














i 
u 
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Strikes and Spares 
By JOE SINES 

At A Recent election of officers of 
the Illinois Electric Co., Los Angeles, 
the following were elected or appoint- 
ed: F. N. Averill, president ; B.S. Man- 
uel, vice-president and general manag- 
er; R. J. Holtermann, vice-president ; 
C. B. Hall, treasurer; S. W. Murray, 
assistant secretary; D. C. Pence, as- 
sistant treasurer and general sales 
manager; J. R. Keller, auditor; A. H. 
Rees, storekeeper and _ purchasing 
agent. 


C. E. Hersacn, who is well known 
to the Los Angeles electrical trade, 
has recently joined the sales force of 
the Myers Electric Supply Co., as 
have H. J. Spitler and Park C. Stone. 


Jim Deppg, manager of the Phenix, 
Ariz., branch of the Pacific States 
Electric Co., spent a week in Los 
Angeles, returning to his post on 
Sept. 10. 


J. H. Duckwitu, formerly with the 
Prestolite Co., has recently joined the 
sales force of Pacific States Electric 
Co., Los Angeles, in the radio depart- 
ment. 


Gro. E. Le Gassicx, who was for 


several years connected with Myers 
Electric Supply Co., severing this con- 
nection when he moved away from Los 
Angeles, has returned to his old love 
and is again gathering in the orders 
for Myers. 


R. S. Rosemonp, assistant to the 
sales manager of the Pacific States 
Electric Co., Los Angeles, has recently 
set sail upon the sea of matrimony 
with Miss Velma Mills, of Atwood, 
Kan. Mr. Rosemond has a wide circle 
of friends in Southern California who 
are extending congratulations. 


Tue Western Light & Fixture Co., 
Los Angeles, has just completed rear- 
rangement of its store and offices to 
provide more room and better facili- 
ties for giving the trade “Service.” 
Not the least of these changes is the 
new location of the office of J. L. 
“Daddy” Kline, principal owner and 
manager, who is now located right 
near the front door, where he can look 
them over as they come in. 


Tep Rantzow has recently been 
appointed city salesman of the West- 
ern Light & Fixture Co., Los Angeles. 


Ted has been identifted with the elec-: 


trical business in Los Angeles for sev- 
eral years. Fred B. Bonde, who hails 


from North Dakota, has recently } 
appointed manager of the lamp 
partment. 


THe Evectric Corporation « 
brated its tenth anniversary on S. 
tember 10, 1927. The present own 
of this business bought out the f. 
mer owners and since then have mo 
into their present Los Angeles lo 
tion and have acquired branch hous: s 
in San Francisco, Oakland, Portlaid 
and Seattle. 


Ep Reltty, secretary-treasurer of 
the Electric Corporation of Los Ange|- 
es is back on the job again after a 
month’s vacation trip in which he and 
Mrs. Reilly toured the northwest, 
Montana and North Dakota, returning 
through Yellowstone National Park. 


Tue Reman Wholesale Electric Co. 
of Los Angeles recently added to its 
personnel C. H. Talmage as sales 
manager. Mr, Talmage has had 20 
years’ experience in the electrical job- 
bing business in Kansas City and Salt 
Lake City and for the past two years 
has been connected with Brown & 
Pengilly, Los Angeles, switchboard 
manufacturers. His many friends 
‘wish him success in his new connec- 
tion. 








Listenwalter & Gough, Inc., of Los Angeles and San Fran- 
cisco, held their annual sales convention on July 29, 30 and 31 
in Los Angeles. The palatial home of Phil Gough in Lamanda 
Park, Pasadena, Calif., was the scene of most of the program. 
All salesmen and department managers of both houses, in ad- 
dition to Charley Listenwalter and Phil Gough were in at- 
tendance as well as a few manufacturers’ representatives. The 
above group picture which was taken at the home of Phil 
Gough shows those who were in attendance: 

Standing left to right: W. E. Listenwalter; Ed. Read, with 
the Yale Electric Corp.; H. T. Burkey; Frank Nelson; Lloyd 
Holton, with the Rola Co.; Howard Mills, with the P. A. Geier 
Co.; Charley Walter; A. Hipshman, with the Yale Electric 
Corp.; Joe Chovan; Ernest Karsten; E. J. Leydecker; Jimmy 
Addis; Phil Doyle; C. S. Davidson; Walter Wilhelm; Hugh 


Latimer; Roland Stewart; Hans Bauer; E. C. Austin, with the 
Sonatron Tube Co.; Jack Biscol; Jim Barrett; Max Eckerman: 
Carl Gaffney; W. J. Barron; H. B. Harris; Jim Littlefield; Bert 
Kramer; Jack Hightower; Chas. Listenwalter. 

Below left to right: E. R. Kuhn, with the Mohawk Corp. of 
Ill.; Harry Lippert, with A. J. Linderman & Hoverson (0.; 
Johnny Bennett; Lew Gruner; Orson Thorpe; Roland Starrett: 
W. H. Kaemper; L. R. Canning, with the Federal Radio Corp.: 
Jack Rundle, with the Federal Radio Corp.; Homer Wissman: 
J. W. Prendergast; Jack Bisset; Phil Gough; Frank Byron; Pat 
Korte; Bob Johnson; Ernest Cross, with the Robeson Roches- 
ter Corp.; Wally Brown; Glenn Barr; Jack Gariepy; W. W: 
Maynes; Fred Wood. 

The arrow at the right indicates C. E. ¢Charley) Listenwa'te’, 
and the one at the left, Phil Gough. 
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7 COMPLETE UNITS \ 
NO LOST PARTS 


The covers and wiring devices are 
complete units; therefore, no parts 
can be lost during installation. 
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New Obround 
NDULET 


The Latest and Greatest Condulet Development 


For other Distinctive and Novel features and listings of the New Obround Condulets, 
see Catalog No. 2100. 


CROUSE-HINDS COMPANY 


ESTABLISHED 16897 
SYRACUSE, N.Y., U.S.A. 


Sales Offices 


NEW YORK BOSTON CHICAGO 
PHILADELPHIA DETROIT CLEVELAND ST. Louls MINNEAPOLIS. 
PITTSBURGH CINCINNAT! ATLANTA SAN FRANCISCO MILWAUKEE 
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~ Glass Switch Plates in Colors 
—the plate with the cushioned back 


Quality and special features 
at a sale-producing price. 


Every plate has a proc: 
essed satin finish to elim- 
inate finger marking and 
to add to its attractive- 
ness. 

A cushioned back of cor- 
rugated asbestos is on 
every plate to permit 
tightening up close to the 
wall without danger of 
breakage. 

Stays flush against wall 
and will not buckle. 

25 cent list price includes 
nickel finish attaching 


screws. 


PAT. PENDING 









SHOCKPROOF 


SWITCH PLATES 
IN COLORS. 


ete LIST PRICE 


SOLD STRICTLY THROUGH JOBBERS 
Colors are: White - Ivory - Pink - Blue - Green 


We help you sell. Direct mail cam- 
paign to all your dealers. 


. All leads referred to you. 
Easel-backed display boards too— 


Sanitary. Easily cleaned. 





no charge. 
Additional sales helps now in prep- 
District Representatives aration. 


Pittsburgh—Charles R. Norrish Co. 
522 Park Building. 

Chicago—Sage €& Hearl, Inc. 
701-711 W. Lake Street. 

Dallas—Royal Smith 


2807 Commerce Street. 

nut Sits THE LIBERTY WORKS 
609 Washington Sq. Bldg. 

Boston— Hastings Electric Sales Co. 


42 Binford Street. EGG HARBOR CITY — NEW JERSEY 


New York—Ingham Gillingham Corp. 
51 Barclay Street. 


Send for samples and further particulars 





The product of a quarter century’s experience in making very fine glass. 
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ive News | 
bout Live Ones ,| 








(ur Roseperry-Henry E vecrric 

Co. have been appointed distributors 
for western Michigan representing the 
H. & H. line of wiring devices manu- 
factured by the Hart & Hegeman 
Co. of Hartford, Conn. 
S. C. WarFrELp has been employed 
as specialty man on Westinghouse 
material by the Superior Supply Co., 
Bluefield, W. Va. 


Tue Carotina Exvectric Suppiy 
Co., Spartanburg, S. C., has taken on 
J. C. Walter, an experienced traveler, 
to cover western South Carolina and 
western North Carolina. Besides be- 
ing an aggressive and congenial gentle- 
man, Mr. Walter is a man with a 
“Big Personality,” all of which are 
should be of 
great assistance to him in “bringing 
home the bacon.” 


characteristics which 


\Ml. Beck, who was foreman of the 
Tulsa braneh of the Peabody Electric 


Co., has been transferred to the main 
house at Oklahoma City, Okla. Wm. 


Braitelier, formerly counter man at 
the main house, succeeds Mr. Beck 
as warehouse foreman at Tulsa. 


NATHAN FRIEDMAN is a new counter 
man with the West Philadelphia Elec- 
tric Supply Co., Philadelphia. 


W. W. Marruews has been trans- 
ferred from the counter of the Wesco 
Supply Co., New Orleans, to the 
Shreveport branch, where he will work 
in the same capacity. 


S. C. MacNee is a new salesman 
with the Independent Electric Co., 
Muskegon, Mich. 


Leonarp Hammer is a new counter 
man employed ‘by the Silk City Elec- 
tric Supply Co., Newburgh, N. Y. 


Tue Union Electric Supply Co., 
Providence, R. I., has added three to 
their staff. Mrs. Helen Sullivan will 
demonstrate on small appliances in 
dealers’ stores. Sturges Carpenter is 


a salesman on Phileco automobile bat- 








W. Stoffe insists on rendering the Listerine Song from Halitosis. 
eparing the applause in the form of a left swing and Fred Maron will ease 


orpse to the ground. 
S Lake City. 





There will be no encore. 





Jack Frost 


All with Capital Electric Co., 

















Old Man “Kitz” of the “Ilco,” New 
Orleans, marines sojourning at Galveston, 
Tex., with little Miss Gretchen “Kitz.” 





teries and Otto Koerner is a salesman 


calling on R C A dealers. 


Setu Young has been added to the 
staff of the Huber Electric Supply 
Co., Rochester, N. Y., as city sales- 
man. 


H. L. Wa po is a new counter man 
with the Continental Electric Co. of 
Kansas City. ‘ 


Dan C. ArGALL was transferred re- 
cently from the fixture department of 
the Commercial Electric Supply Co., 
Detroit, to the Theo. H. 
MeWirk, formerly of Graybar Elec- 


counter. 


tric Co., has been added to the sales 
department of this company. 

A. DeBerry, the 
Missouri Gas & Electric Service Co., 


formerly with 
is now covering western Missouri for 
the Central States Electric Co., Kan- 
sas City. Glen Keys, who has for the 
past year been visiting relatives in 
France, is again looking out upon the 
world from behind the counter of this 
company. 


Mr. Ty.er, better known as “Tip- 
has been employed by the 
Electric Co., Inc., Philadel- 
phia, as fixture and Packard Mazda 


pecanoe,” 
Colonial 
lamp specialist. He is an old timer 
in Philadelphia electrical circles. This 
company states that it has taken on 


no new counter men but had one go 
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tric Ventilator 
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I LGAI GAI K : 4a GA ag ‘3 | 
Ventilators are | SPS 
individual cartons \ __= ait | 


OOD idea — isn’t it? The complete Built-In Ilgair Electric Ventilator is 
securely packed in a single, heavy duty carton — sealed tight — attractively 
labeled — easy to handle, stock, and ship. 








Now Ilgair Electric Ventilators can be carried in stock as package merchandise, 
occupying very little space — always bright and clean — handy for display over 
the counter — safe for shipment anywhere. 


CTell your trade about this new $lg merchandising idea 


) ILG ELECTRIC VENTILATING CO., 2854 N. Crawford Ave., Chicago 


For Offices, Stores, 
Factories, Public Buildings, 
Theatres, Restaurants, Homes, etc. 
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wrong—Geo. Redles got himself mar- 
ried September 10. ‘She is a nice 
girl and we wish her luck—she’ll need 
it,” says George's friends. 

F. C. Dierricu, who formerly cov- 
ered northern Missouri and southern 
Iowa for the Commercial Electrical 
Supply Co., St. Louis, is now travel- 
ing the southern Illinois territory for 


the MeGraw Electric Appliance Co. 


of the same city. McGraw has also 
taken on H. A. Jacoby, formerly with 
the U. S. Marines, as counter man. 


EpGar Bropie has been appointed 
representative in the Akron territory 
of the Erner Electric Co., Cleveland. 
Brodie will make his headquarters in 
Akron and replaces Herb L. Lemon 
who has been promoted to the position 
of manager of the Reiser fixture de- 
partment, with headquarters in the 
Cleveland office. 

% % 
A “Rejuvenation” in 
Grandoldtexas 

R. R. Roberts, formerly manager of 
the Houston office of the Southwest 
General Electric Co., has rejuvenated 
the Empire Electric Supply Co., of 
Houston, Tex., under the name of 
Roberts-Empire Electric Supply Co., 
1510 Preston Ave. 

Roy Roberts has had a very color- 
ful career in electrical circles in grand- 
oldtexas. Starting in the jobbing 
business with the Hobson Elec. Co., 
in 1907, he battled the highways and 
byways (and there sure were plenty 
of byways and few highways in those 
days)in northeast Texas. As Roy 
puts it, “I went with them as a trav- 
eling salesman, or drummer, as we 
were then called, and was so green 
when I started out, that it is a wonder 
the cows hadn’t eaten me.” He trav- 
elled on the road for five years and 
was promoted to manager of the sup- 
ply department of the Southwest Gen- 
eral Electric Co., successors to Hobson 
Elec. Co. He came to Houston in 
1917 as Houston 
branch in which position he continued 


manager of the 


until his present connection. 

If in 20 years Roy hasn’t learned 
enough about the jobbing business to 
put over the Roberts-Empire, “there 
just ain't no justice!” Roy is as big- 
hearted as he is big in size and is very 
popular in Houston and all of Texas. 
tough competitor but a 
“square guy” and all his many friends 
wish him great success. 


He is a 

















Jobbers Sales Activities 
Union Exvectrric Suppiy Co., Prov- 
idence, R. I. 


being run on 


Special campaigns are 


Lionel trains, Propp 
Xmas outfits, and Belmont tree light- 


ers. 


McGraw Evecrric APPLIANCE Co., 
St. Louis.—A special campaign is be- 
ing run on Westinghouse Mazda 
Lamps. It is called the “Fall Style 
Lamp Campaign” with a new suit and 
overcoat as prizes. 

Terry-Durin Co., Cedar Rapids, 
Ia.—A Kolster campaign is under way 
at this house. 

Wm. Davis Hawk, Kingston, N. Y. 
—A campaign has been started on 
Sparton radios. The dealers are sign- 
ing on the dotted line and prospects 
for excellent business are very good. 


NortH State Evectric Suppiy 
Co., Raleigh, N. C.—H. M. Suther- 
land was awarded a $50 cash prize for 
the most new lamp contracts during 
the months of June, July and August. 
This company also had a contest on 


Roberts 


Radiant heaters, resulting in E. \\ 
Ellis displaying a brand new [all 
Stetson which was his award for tli 
most contracts on this line. 


CentrRaL States GENERAL Eve: 
tric Suppty Co., Chicago.— Centra! 
is running a campaign on G. E. 850 
protective paint. This paint effectiv: 
ly seals oil leaks and prevents water 
leaks. It can be used for many pur 
poses now requiring red lead or whii: 


lead. 


Tampa Harpware Co., Tampa, Fla 
—A campaign on Crosley radios 


being held. 


* * * 


Stout Comments on Colonia! 
Family 
D. E. Stout of the Colonial Elect: 
Co., Philadelphia, Pa., announces t! 
Martin T. Nice, vice-president, w%> 
made an honorary member of the 5. 
C. A., as a mark of appreciation |\' 
the fine way he has the stockroom «‘ 
taken care of. He adds that Oscir 
Luttringer bought a Buick, but has * 
Chevvie Coupe now for some rea>:! 
Stout neglected to give. 
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A new line of sturdy industrial 
































i 1 1 7 PENDANT AND IN CAST IRON 
lighting fixtures which combine PENDANT AND IN CAST IRON 
durability with economy. HOODS STEEL 

Where ordinary lighting equip- ereenene 
. ° RLM BOWL OLL Oo 
ment would speedily deteriorate, SHALLOW BOWL SCREW THREAD 
“Sturdox” fixtures will survive phihapesancneti 








over long periods of extra severe 
service. 


Hoods and reflectors are easily 
separable for cleaning or inter- 
change of reflector. 


Two types of hoods and four 


styles of reflectors give 16 combi- Stamped Steel Pendant Hood with RLM 
nations of equipment to meet most Standard Dome Reflector 


industrial lighting requirements. 





Exclusive Features 


Sockets are easy to wire and convertible 
from medium to mogul base without dis- 


turbing wiring. Stamped Steel Out- Cast Iron Outlet Cast Iron Pendant 
let Box Type Hood Box Type Hood Type Hood 





Lamp Grip keeps lamp from working loose. 
Avoids arcing and prevents lamps from falling 





d vibration. 4 M 
—— Embodying Convenience, 
Available if Specified Economy and Long Life 
Shock Absorbing Socket protects lamp filament 
from shocks and jars—reduces lamp replacement Send for Descriptive Bulletin giving full 


costs. 


Self-Locking Socket prevents theft or unauthor- 
ized removal of lamps. 


Pull Chain Socket gives individual control to Benjamin Electric Mfg. Co. 


each lamp. This is the only pull socket with the 120-128 S. Sangamon Street 


chain coming down inside of reflector. , 
New York: Chicago San Francisco: 
247 W. 17th St. 448 Bryant St. 


information and prices 
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Semi-Annual Meeting 
Electrical Supply Jobbers Association 


Book-Cadillac Hotel, Detroit 


Week of November 14, 1927 








Martin J. Wolf 


(Continued from Page 25) 


Martin 
These 


changes. Characteristically 
“charted” its major problems. 
were: 

FINANCE. 

1. To do the enlarged business 
needed to pay off deferred obligations, 
bank credit was essential. 

2. Improve its credit with sup- 
pliers. 

SaLtes—ELeEctric. 

1. Instill a militant spirit. 

2. Change territorial plan. 

3. Adjust compensation rates. 

t. Relieve sales manager of detail. 

5. Inaugurate sales promotional 
work. 

SaLes—Rapio. 

1. Secure licensed receiving set 
distributorship. 

2. Join hands with R. C. A. on 
“Radiotrons.”’ 

3. Attract other lines that graded 
up to these two. 

4. Get out radio bulletin. 

SERVICE. 

1. Infuse spirit that service de- 
partment existed to make good sales 
department promises. 

2. Re-locate stock so that giving 
good service was both easy and inex- 
pensive. 

3. Closely supervise each desk or 
“station” so that congestion was 
quickly noticed and corrected. 

4. Make of “Eaco” service a serv- 
ice of which the organization would 
speak with pride. 

The interesting thing about all this, 
is that in 90 days all these things were 
realities. And the Electric Appliance 
Co. organization from W. W. Low 
down to the janitor is taking keen 
pride in the company’s “re-birth.” 
Martin J. 
breaking up or “charting” his job, and 


Wolf's tangible way of 


his dynamic way of getting men to go 
along with him toward a definite ac- 
complishment got results. 

And the man himself? He is six 
feet two, and weighs 235 pounds. He 


was born and raised in Chicago. He 
didn’t finish high school. At 17% 
years of age he became a “drummer” 
selling mechanical rubber goods as 
well as bicycle and buggy tires. A 
venture into the brokerage business ; 
getting married; Mrs. Wolf’s health 
impairment brought Martin to 1910. 
Mrs. Wolf’s health suggested removal 
to Colorado or Texas. Texas was se- 
lected. In 1910, Martin joined Hobson 
Electric Co., now Southwest General 
Electric Supply, Dallas. Hotpoint 
Appliances were distributed then, as 
now, by Hobson. The Hotpoint Elec- 
tric Heating Co. experienced a sharp 
increase in their business after Martin 
took charge of MHobson’s specialty 
sales department. Hotpoint asked that 
an outline for taking over their Chi- 
cago office be made. That offer was 
acceptable. The Wolfs moved back 
to Chicago. Hotpoint sales increased 
sharply. That attracted attention in 
St. Louis. W.N. Matthews needed a 
Ell C. Bennett knew 
Both were build- 
Ell and 


Martin were therefore well known to 


sales manager. 
Martin’s capacity. 
ing up “The Jovian Order.” 


each other and were then, as now, fast 


friends. Martin’s taking over of 


Matthew’s sales work took place in 
1914. W.N. and Claude L. Matthew, 
not only took him into partnershi), 
but their friendship is as warm to-day 
as then. After the Armistice tle 
Matthews brothers sold their interest 
in a company that had formerly en- 
gaged part of their time. That 
brought about an interesting situation 
Suddenly the W. N. Matthews Cor). 
found itself with three executives do 
ing work that formerly occupied tli 
sum-total of two executives’ time and 
attention. Martin promptly recog 
nized the situation. He “fired him- 
self” so-to-speak. He took a leave of 
absence. For two years he continued 
as a director. To-day he owns but a 
small interest in that company. 

In 1921, Martin joined Bussmann 
Manufacturing Co. His work there 
drew the favorable attention of the 
industry. He took a company thiat 
had a good product but indifferent 
anemic distribution. After these six 
years Bussmann ranks high in their 
brarch of the industry. Their organi- 
zation is acknowledged to be an excel- 
lent one. Martin J. Wolf brought a 
needed ‘“‘something’’ to Bussmann 
which with what they had, suddenly 





EES SOLO al En 
The entire personnel of the Krich Light & Electric Co. branch at Asbury Park, 
N. J. The insert picture shows Jack Role, manager at Asbury Park, since moving 





into the new location at 711 Main St. 
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A Handsome Sample Board 


Displaying 
Arrow Interchangeable Porcelain Fittings 








a INTERCH NGEABLE 

! | | -_ PORCELAIN ARE 
; 

1 














: We are offering a dealer display board which will be 
q “A Sales Producer.” 


Make sure that your contracting dealer customers 
know about this. 








It will help you sell “Arrow Interchangeable 
Porcelain Fittings.” 


THE ARROW ELECTRIC COMPANY 


HARTFORD, CONNECTICUT 
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raised the company to an almost com- 
manding position in its branch of the 
industry. 

The nearest things to hobbies that 
he has are hard work, tackling hard 
problems, motoring and cards. He 
doesn’t play golf. His early morning 
working is a life-long habit. Even in 
New York City on business trips he 
carried it out. Everybody knows how 
difficult it is to make and have kept, 
early morning appointments in New 
York City. Yet Martin induced cus- 
tomers to join him at early breakfast 
in order to clean up matters needing 
attention. 

At conventions he seems to be the 
last one to go to bed, and the earliest 
to rise. There you can find Martin 
with Kranzer, Woolrich, Bateman, 
Phillips, Schwartz, Wetmore, Vaughan, 
Osborne, Semmence, Barrington, 
Tritle, Morrow, Sisskind, Olson, Buss- 
mann and other kindred spirits. 

At week ends, it is usual to find 
Martin, Mrs. Wolf and their kiddies 
loading the family into their car and 
going off for a trip. 

Many a jobber’s sales meeting has 
listened to and profited by, a talk by 
Martin J. Wolf. Year after year he 
has urged better selling. In his new 
work he is applying what he formerly 
urged others to do. 

Such is the man who suddenly gave 
up his comfortable, profitable, secure 
position with a strong company to 
take over the Electric Appliance Co. 
of Chicago. 

Martin J. Wolf has the best wishes 
of employees, competitors and manu- 
facturing suppliers. 





The group shown here is part of the organization of the Lindgren Electric Supp|) 


Co., at 9 So. Clinton St., Chicago. 


On the left is Ted (Mike) Krupa, a hustling 


counter-man. The tall and handsome blond fellow next to him is Ray E. Lindgren, 
son of the owner, O. E. Lindgren. Al D. Stillman, the book-keeper, is next. Then 
comes R. A. Hanke, described by his boss as one of the best jobber’s salesmen in 
the Middle West. W. B. Naylor, next, is the sales manager, And on extreme right, 


with a cigar stuck in his mouth, is J. H. 


Dutton, another high-powered salesman 





Hard Luck Sam 


(Continued from Page 14) 

Jesse James pacified till the jury re- 
turned a verdict. It wasn’t long till 
they came out from the shipping- 
room. Art hands me the bill and says 
the change will be down in a minute. 
But this darn fool Jumbo pipes up: 
“Yep, that bill is good all right, the 
bank fellow said so.” At that the 
Wild Man from Tombstone lets out a 
rebel yell, snatches the $1000 out of 
my hand, tells us what to do with our 
goods and walks out on us! 

Well, the girl come down with the 
change just in time to repeat what 
Pocahontas said to her old man to 








All with the Erner Electric Co., Cleveland. 


Bottom row—left to right: Harvey 


Salzer; Art Bergner; Ernie Kuhn; Ben Boynton; Steve Brode; Billy Adams. Second 
row: Roy Dickson; Urban Hoeftler; Billy Tench; Jim Bateman; Johnny Burchfield; 


Tom Murray; Earl Brunswick. 


Top row: 
Pagel; Herb Lemon; Bill Scharenberg. 


Lester Hesson; Ben Cotharin; Clarence 


keep John Smith’s brains in his head, 
so Jumbo’s funeral was_ postponed. 
It was too late to put the junk back 
in stock, so we called it a day and 
went home to take it out on our wives 
and kids, if any. 

I guess nobody slept much as al! 
the gang was on deck early, sore as 
boils and snarling at each other lik: 
a cageful of leopards with one pork 
chop between ’em. Just as I was try 
ing to remember how to turn in a rio! 
call, the door opens and in walks tli 
Black Pirate, all smiles, and waving 
his $1000 bill! He says he had 
realized he was hasty and ill-tempered 
last night and he wanted the goods 
after all. 

Oh boy! 
loaded in a jiffy, the girl comes dow: 
with the change, then locks the $1000 
bill in the safe. About this tim: 
Jumbo arrives, takes in the scene and 


Them hounds had him 


slides up to me with a glitter in is 
eyes. “There’s dirty work aboard. 
Sam,” he whispers, “Z'hat bill 


y 


phony!” I edged him back to the sid 
door, pretending to listen, then |! 
broke my big right toe kicking !\is 
pants into the alley, telling him if | 
came back before the guy was gon: ! 
would take him apart and see w!i:! 
made him so dumb. 

Right after the guy left, the (id 
Man arrived and I showed him |! 
order. Just as he was about to 2) 
me a raise, here comes the credit m.". 


white as a sheet, waving that sam« 
$1,000 bill, and telling the cock- 


ee eee 
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lean as a 
whistle -- 


the New RoMEX 


LEAN outside. The characteristic blue mica 

cast in the outside braid is there, but the sur- 
face is glazed. It’s smooth, even slippery, and the 
mica does not flake. 


Clean inside. Under that thick outer braid is a 
paper liner that keeps the inside as clean as the 
outside. Look at the tapes, too—each one clean, 
smooth, easy to strip. 


Clean color for each conductor. You can’t mis- 
take those braids—and each one has the green and 
yellow Rome marker. 





We’ve illustrated three-conductor RomeX only 
to show all the colors. Of course, the new two- 
conductor RomeX is made exactly the same way. 


Read the details on the next page. Rome Wire 
Company, Rome, N.Y. 


ROME WIRE 


This illustration made S\N ee So 
|) INA Ld \ f 
A 


directly from a sample y aC Als dh \ ve 
of 3-conductor RomeX X of MEYALL J 
without retouching. } ———— 


FROM WIRE BAR TO FINISHED COPPER WIRE 























‘You'll like:thi 


new ROME X tvs pear e wo 


with this new RomeEX— 

a pleasure from the mo- 
ment you first take hold of it. The outside is as 
smooth as a newly waxed floor. You know it will 
fish easily the minute you touch it. The disting- 
uishing blue cast of RomeX is in the finish—and 
the mica does not flake. 


Open the outer braid with the rip cord and real 
wire beauty jumps out at you. First, there’s the 
thickness of the outer braid. It’s a really heavy, 
tough, protective covering. 


Then, there’s the smoothness and cleanness of 
the inside of this braid. In reality it is not the 
braid itself that gives this clean, smooth surface, 
but a paper liner which has become so nearly a part 
of the outer braid that it is hard to see or feel. It’s 
harder yet to get your fingers dirty. 


The inside tapes come out as clean as the out- 
side braid, because of this protection. There is noth- 
ing sticky there to touch them. And when it comes 
to stripping, you'll find that these paper tapes 
unwind themselves with the slightest pull. 


Last of all, there is a real colored braid under 
each tape. You’ll never make a mistake with 
these conductors. The colors are too clear, too 
well defined. 


Your jobber has this new RomeX in stock now. 
Get a sample and examine it carefully—or better 
yet, use it on your next non-metallic job. Rome 


Wire Company, Rome, N.Y. 


ao ee 





_ sMEAToEt CA 








——) 








FROM WIRE BAR TO FINISHED COPPER WIRE 


























October, 1927 THE JOBBER'Sf)sa LESMAN 59 
— 
FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 






















the “boys” at Monarch Electric Supply Co., in Newark, N. J., complained that 
they once had a picture taken but it appeared so small they all looked alike, so we 


decided to stretch this one by having all grin together. 


Left to right as they grin: 


Harry ‘Toppman, shipping department; Fritz Rosen, store manager; Sam Friedman, 
service manager; and Geo, Bueiman, receiving department. 





world that it was counterfeit! I says 
le was crazy, and while they was 
parting us, the door opened again and 
let in a crowd that made the Big Pa- 
rade look like a Picnic for Two. First 
there was Jumbo, grinning like an 
ipe, then came our Wild West cus- 
tomer, entirely surrounded by cops, 
licks, bystanders and cab-drivers 
When I came to, Art Warner was 
telling the Old Man that it wasn’t the 
ime bill, then I got the low-down. It 
seems Jumbo had told his folks what 
ad happened at the store, and his 
id man, who knew his onions, had 
told him the guy would probably come 
wk in the A. M. with a phony bill, 
nd it was an old gag. If Jumbo 
idn’t been late he could of got my 
tention before the guy got there and 
‘ved a lot of trouble. 
But he was late and when he tried 
» tell me I kicked him out the door. 
» all he could do was follow the 
ick, grab a couple of cops on the 
and bring the’ big crook back to 
So Jumbo got his picture 
the front page, collected the re- 
ird, and the Old Man promoted him 
th a healthy raise. Little Sammy 
lds the bag as usual, being deco- 
ted with the Order of the Rotten 
omato, not to mention ruined nerves 
da broken toe. On top of all, Alice 
ard all about it and from now on 
n a Second Lieutenant in my own 


store. 


me and I don’t mean maybe. 
Yours for certified checks, 
Sam. 





City Electric’s Handsome 
Sales Book 


Seldom does a _ jobber go so 
thoroughly into the job of compiling 
a special catalog, or spend the time 
and money on it that the City Electric 
Co. of Syracuse has upon its new 


“Sales Book B,”’ which is devoted en- 


COMPARATIVE STATEMENT OF 


PAST DUE 








tirely to lighting fixtures and portable 
lamps. This book, 914 by 121, inches, 
is bound in leather with heavily em- 


bossed, gold letters. It contains 80 


pages, with uniform blue border 
throughout, and in some pages as high 
as six colors used in the printing. 


Printed on heavy, white enamel stock, 
it is a highly artistic job throughout, 
every number in the line being illus- 
trated. 

On just what basis the City Electric 
Co. sends out this elaborate and ex- 
pensive book is a matter upon which 
we have not been informed—whether 
to all dealer customers and prospects 
or only to a selected list. At any rate, 
whoever gets it will be impressed not 
only with the appearance of the work 
but its usefulness as an aid to selling 


the line. Pe. a 


Electrical Credit Barometer 


The accompanying tabulation shows 
the number of delinquent accounts, the 
total amounts and the average amounts 
as reported to the National Credit 
Association by member manufacturers 
and jobbers through its various divi- 
sions, for August, 1927, as compared 
the the 

Also these figures are shown 


with same month previous 
year. 
for the first 8 months’ period of 1926 


and 1927. 


ACCOUNTS REPORTED 


“THE ELECTRICAL, CREDIT BAROMETER” 
AUGUST 31, 1927 
NUMBER OF ACCOUNTS REPORTED 








%o v/, 











o 
Increase Increase 

Division August or 8 Months or 
1926 1927 Decrease 1926 1927 Decrease 
OO BON. ous pwockseene ds 280 295 + 535% 3019 2631 — 12.8 % 
Middle & Southern Atlantic. 202 146 — 27.7 % 1567 13440 — 145 % 
bo ge” ee 91 1447 + 61.5 % 721 1249 + 73.2 % 
py ee ae 15 22 + 46.6 % 198 139 — 29.8 % 
Ce ak east a sib ae ate-e 4a 798 975 + 222 %G% 7178 7505 — 4.56% 
EA, . . ren en ces 1386 1585 + 144 % 12683 12864 + 143% 

TOTAL AMOUNTS REPORTED 

% % 
Increase Increase 

August or 8 Months or 
1926 1927 Decrease 1926 1927 Decrease 
at. a $ 39,624 $ 43,216 + 9.07% §$ 441,399 $ 420,371 4.76% 

Middle & Southern 

a a ee 24,361 15,984 — 34.4 % 172,845 162,039 6.25% 
New England ...... 8,684 22,424 +1584 % 69,246 143,889 +107.8 % 
Pacific Coast ...... 2,858 1472 — 48.5 % 34,302 17,766 - 48.2 % 
Centr@h. 6s. scikcas.. 83,238 83,587 + A2% 777,162 843,702 + 8.56% 
TOTAL .... $158,765 $166,683 + 4.98% $1,494,954 $1,587,767 6.21% 


AVERAGE 


1926 
i cea eT a RCE we $141 
Middle & Southern Atlantic ........ 120 
OE Ee ee eee 95 
ERI nn wo ws che eancsésas 190 
NE aan, aka Shao ate mele 104 


AMOUNTS 


August 8 Months 
1927 1926 1927 
$146 $1163 $1289 

109 873 967 
152 781 923 
67 1293 1307 
86 867 804 


Note: The sharp increase in accounts reported by the New England division is due 
more to increased association activity in this section than to adverse economic condi- 


tions. 











| 
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Never knew it was such serious business 
J. C. Hassett, manager of the Elliott-Lewis 
Pa., on the left, holding a brief conference 
of Chicago Fuse stands in the background, a 


to get an order for fuses. Here we see 
Electric Co. branch house in Harrisburg, 
with one of his men, while Ed. Wright 
waiting the verdict. 





Shaded Light 


(Continued from Page 6) 
body is going to sell the whole pro- 
gram frgm soup to nuts. The Jones 
family will put in a new kitchen unit 
Next 
year you can sell ‘em new living room 
The Smiths already have 


now but that’s all this year. 


equipment. 
good kitchen, lighting and they'll take 
new dining and living room lighting. 
Over here is a fan who says, “Go the 
limit, relight the whole shebang”, 
while across the way is a Scotch 
family which, after mortal combat, 
agrees to relight one room. 

Allowing for all this the mathe- 
matical experts have doped it out 
very carefully that a town of 100,000 
souls represents an immediate market 
for $268,000 worth of modern lighting 
fixtures and that, thank you, is quite 
enough of a market to keep us all 
busy and profitable for quite a spell. 

Can the Idea Be Sold?—How will 
folks re-act to this refixturing idea? 
We all want to know that, we want 
to know that the old hoss can run be- 
fore we put our money on his nose. 
Rest easy he can run and how! A 
few of the lads have already clocked 
him in trial heats. By that I mean 
that quietly during the past year this 
refixturing idea has been tried out by 
central stations in representative 
towns to see just how it would work 
out and it is a proved fact that wher- 
ever the activity is properly put on 
and carried through, people will buy 
new fixtures and shaded light. Wher- 


ever a salesman can go into a home 
with a demonstration shower type fix- 
ture of modest price, good looks and 
with good efficient shades, plug it in 
and hold it up beside the obsolete 
living or dining room fixture now in 
use, the chance of a sale is very good. 
The house wife instantly recognizes 
the better lighting effect and appreci- 
ates the very real comfort and cheer- 
fulness it will bring. It represents 
the sort of thing that appeals to her 
from every angle of common sense. 


The Program.—Beginning Octo} 
first, a great many central stati: 
will stage this big activity in tl: 
communities and a carefully plann 
program has been mapped out. T 
first thing is a lighting show or ex! 
bition of modern home lighting to po 
tray the truly dramatic story of t! 
rapid progress of lighting and the d 
velopment of home lighting equipmen 
This is intended to be a communit 
affair in which the entire local electr 
cal fraternity may take part. 

The second move is to set up in 
some central location a permanent ex 
hibit and demonstration of home ligh| 
ing equipment. In the larger town, 
this may be at the Electric League or 
Electric Club headquarters but in an\ 
event it is intended as a representatiy: 
display of standard, appropriate equi) 
ment to which everyone who is selling 
better lighting may bring his cus 
tomers and prospects. 

The third step is educational adver 
tising through local newspapers and 
by every other possible means to in 
form people of the value of shaded 
light, right fixtures and the advantages 
in comfort, health, beauty, ete. of 
right lighting versus glare and gloom 

These are the main features. In 
the larger towns it may be well to 
make a preliminary lighting survey to 
determine accurately the extent of tli 
market and who are prospective buy 
ers. Also it may be a fine thing to set 
up some basis whereby the equipment 
may be sold on a time payment plan 








The above picture shows the entire organization of the Reno Sales Co., Brooklyn. 
N. Y., jobbers. On the left is the shipping department and on the right of Herman 
and Oscar Josephs, secretary and president, respectively, is shown the office sta‘. 
The Reno Sales Co. was founded about nine years ago—for a time being located 
in a small store on lower Broadway and later moving into and occupying the entire 


building shown in the picture. 


At present there are 11 men on the road for this 


company, covering New York state, New Jersey and parts of Conn. and Mass. 
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—it matters not what the need may be 
ys fi ity tl £ ACORN Clree 
—~ you can find atin the ACUKN Sree. 








AEERN SCREWLESS BAKELITE PLATES 
sts A Great Plate’ — Ask Anyone 


CONVERSION FEATURE 
A Flexible Method Combining 
Conveniens nd Economy. 
HLIBI 





















een Gor Permanency Ana Beauty — Use 
| ACORN SCREWLESS PLATES 
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Adequate provision for the electri 
cal demands of the modern home 
means PLENTY of wiring—plent 
of receptacles—plenty of conven- 
iently located switches—plenty o} 
drop-lights with the most conven 
ient type of sockets. 

The C-H Brass Shell Socket pi 


tured above is also furnished in th: 
key, keyless and push-button types 











ne 





Raising standards in home wiring 


OMES—going up today—everywhere. Some in your 
neighborhood. You're going to wire them, and you 
want to make a good profit on every job. 


Let’s remember—homes today have plenty of uses for 
electricity—tomorrow they'll have more. Plan the wiring 
for the years to come, just as the rest of the house is 
planned. Electrical demands are multiplying rapidly. Mul- 
tiple plugs and endless cord extensions prove that home 
wiring isn’t keeping pace. 

Progress—better standards—in home wiring are urgently 
needed. You will profit. Can we count on your co-operation? 


CUTLER 









































Modern Wiring 
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SELL COMPLETE CONVENIENCE ~~ BUILD GOOD WILL 


Typical Examples from a Complete Line 


7 Approved by the Underwriters 
There are two ways to do it: 1—More com- 
plete specifications—specifications that pro- 
vide for every electrical demand that is apt to 
develop as time goes on, that furnish the max- 
imum of electrical convenience from cellar to 
garret. 2— Wiring devices of higher quality, 
approved by the Underwriters. 











Complete specifications 


You’re the man that comes into intimate ng oe matey oer mpl ree sare 

. . t sareojan unusualiiy attractive desi n 

touch with the builder; frequently you havean with rueeed construction and a poste 
opportunity to make suggestions. You're the of satisfactory service. “Approved by the 


man who knows wiring devices and where they 
belong. He'll accept and appreciate your advice. 


More toggle switches—automatic door 
switches for the closets—three-way switches 
for the stairs—Duplex receptacles wherever a 
receptacle is indicated—urge these upon the Ck 
architect and builder. You both can doa better a 
job, and more complete specifications will tie fe 
mean added profit for you. it Bans vlc yptetncetock yet prewrs 


tive in their action. Built shallow with 





large binding screws for ease of installa- 
tion. Made in the single-pole, double-pole 


; Devices of high quality and eins (> ll gaa by the 


| The C-H Wiring Device Line has the two essentials— 
completeness and quality. C-H quality is so well known 
that it doesn’t require selling. C-H Devices will give per- 
manent satisfaction and convenience. You can safely rec- 
ommend them to the architect—the architect to his client. 
The C-H reputation stands behind you. C-H Wiring De- 


vices are approved by the Underwriters. 





Moreover, every C-H Wiring Device is designed for a eee 


ease in wiring and installation. usualiy convenient for controlling the 
lighting of closets and the like. The light 
is automatically turned on when the door 
is opened. Designed for installation 
in any type of box. Approved 
by the Underwriters. 














And your jobber is ready at all times to supply you. 
The CUTLER-HAMMER Mfg. Co. 


Pioneer Manufacturers of Electrical Apparatus 


1213 St. Paul Avenue 
MILWAUKEE, WIS. 













CNVecesstzttzes 








iT 
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Part.— 

“This 
is gravy for the central station but the 
local dealer hasn’t a look in.” But 


The Contractor-Dealer’s 
At first glance you may say: 


in most cases that isn’t so. It is quite 
true that the main action must be car- 
ried on by the central station and this 
will include the organizing and start- 
ing of the plan, the setting up of the 
lighting show and the permanent ex- 
hibition, the advertising and a large 
part of the house-to-house selling. 

But this general interest will stimu- 
late the 
equipment also and if he will sell 


dealer’s sales of lighting 
equipment which fits into the program 
the central station is going to welcome 
such sales and aid him in getting thei. 
Moreover, if the dealer wishes to take 
on a slice of the house-to-house can- 
vass, again the central station will 
aid him. In short, the contractor- 
dealer can pretty nearly write his own 
ticket. 
and see the train pull out or he can 


He can stand on the platform 


get aboard. And if he wants on he can 
be the engineer, fireman, conductor or 
whatever he pleases. One thing is 
sure, however, the train is going to go 
with him or without him and if he is 
a wise little contractor-dealer he'll be 
aboard. 

Now then what can you, the job- 
ber’s salesman do to start the wheels 
a-moving? Very likely a lot of your 
dealers do not know a thing as yet 
about this activity. It hasn't been 
widely advertised and the chances are 
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Above is the staff of the Beers Electric Co., in Bloomsburg, Pa. 
shipping department, Dorothy Giger, bookkeeper, Clarissa Cox, stenographer and Edna 
Ohl, billing clerk. 


Kenneth Knorr, 





you ll be the bearer of news. Then 
get him to talk it over with the local 
central station fellows. If the idea 
isn’t progressing in his town it’s his 
chance to boost it along. If it is 
under way it’s just the right time for 
him to line up with it. 

Your own advantage in putting your 
shoulder to the wheel is as obvious as 
If the dealer 
has a chance to sell more lighting 
should you be for it? 


a stop and go sign. 


equipment 
Dun’t esk. 





x 
* : 





| 





This was one of the days that Sam Goforth, manager of the H. C. Roberts branch 


house in Reading, Pa., was out of town. 
wanted to test out his new car. 


Lou De Binder of the shipping department 
The bunch gladly helped him: Left to right: Anthony 


Bender, stock clerk; D, E. Richards, assistant manager; Miss Beyerle, stenographer; 
Miss Simons, inventory clerk, and H. E. Coller, radio man. 


Splitdorf Purchases Perfection 
Appliance Co. 


A transaction of intense interest to 
the electrical appliance trade was an- 
nounced September 1 by Walter Rau- 
tenstrauch, president of the Splitdorf- 
Bethlehem Electrical Co., Newark, N. 
J. This transaction was the purchase 
of the Perfection Appliance Co., of 
Detroit, manufacturer of the “Per- 
fection” electric ironer, by the Split- 
dorf-Bethlehem organization. 

This move is in line with the Split- 
dorf company’s expansion program 
and places the wide facilities of this 
organization behind the manufacture 
and sale of the ironer. Thomas J. 
Arbon, former president of the Per- 
fection Appliance Co., joins the Split- 
dorf organization as executive manager 
of the subsidiary appliance company. 


* * * 


Service Electric Supply Reports 
Favorable Conditions 

H. S. Bainforth, president of the 
Service Electric Supply Co., New 
Britain, Conn., announces that tli 
company has just been made distrib- 
utor for the V. V. Fittings Co., of 
Philadelphia. Fred Tresselt, with 38 
years of electrical training behind 
him has been showing the contractors 
and factory electricians all about the 
line. The company also reports in- 
creased sales and smaller accounts re- 
ceivable in July and August as con 
pared with the same months in 1925. 
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Royal's new Rug-to-Floor 
Nozzle 









= ani ” The FREE Waxing and 
Polishing Attachment 











A SUPER-INNOVATION 


IN ELECTRICAL CLEANER DESIGN 


OMbor only better but different. Animal hairs—most exasperating and 


Royal’s New Rug-to-Floor Nozzle often impossible to take up by other 
gives practically double utility to the | cleaners—disappear as by magic into 
vacuum cleaner. this new wonder-nozzle. 








You clean the rug, then run off onto the With 62 aimed 
bare floor and thoroughly clean that— : -5% more va 


. previous Royals (which is more than 
without any adjustment whatever. 


any cleaner on the market) this nozzle 















Does the floor need polishing?—with _ gets all the embedded dirt from rugs, ha 
asimple FREE attachment on thisnew all the dust in cracks and corners, it ais 
nozzle, a perfect wax film isspread;the noses close around heavy furniture, f ik 
wax is dried quickly by air, and then under radiators—cleaningandpolish- ..” co. 





eo 540 East 


brought to a beautiful high glossbythe ing fast and easily — all with oF (f05th Strece 
same method asa fine pianois polished. no adjustment whatever! Ps eland, Ohio 


4 
_ 








2 


rc Uf ys Please send us details 
The Royal Cleaner that does all this, is the cleaner 7 Plese end us. ~o 


2 


JOBBERS CAN SELL“ 


Write for our Jobber Proposition on ° 


Royal Cleaner Line—Priced at Retail $34.50 to $62.50 ’ meme 
THE | A. GEIER COMPANY f sae riieaitieipegsamaiatmniiiees 


540-560 East 105th St. - Cleveland, Ohio > a 
Manufactured in Canada by Continental Electric Co, Ltd., Toronto, Ontario 
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Above are Jack and George Vicary of Vicary Bros., Reading, Pa., who are jobbers 
to the fullest extent of the word—just take a look at that sign, which leaves no 
question. <A little trip through the stock rooms was like looking through a sales contest 
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Crooked Failures Decreasing 

The number of fraudulent bank- 
ruptcies reported throughout the coun- 
try is steadily decreasing, according 
to the National Association of Credit 
Men, which is carrying on a nation- 
wide fight against commercial crimi- 
nals. 

J. H. Tregoe, executive manager of 
the association, said that during the 
12-month period ending August 31, 
1927, the credit protection department 
of the organization accepted for in- 
vestigation 320 less fraud complaints 
than were reported in the correspond- 
ing period ending August 31, 1926. 

From August 31, 1925, to August 
31, 1926, the association accepted 936 
complaints, and from August 31, 1926, 
to August 31, 1927, the number of 
complaints dropped to 616. 

“In spite of the fact that the num- 
ber of cases reported has been de- 
creasing,’ he said, “convictions have 
been mounting. During the 1925- 
1926 period mentioned, 120 commer- 
cial crooks were sent to prison through 
the work of the credit protection de- 
partment, which runs down the crook, 
secures the evidence necessary to con- 
vict, and prepares the case for a quick 
and successful trial. During the 1926- 
27 period, 161 crooks were convicted.” 

Mr. Tregoe attributes the decline 
in crooked failures in large measure 
to the deterrent effects of rigorous 
prosecution. 

“The policing of business by fraud 
protection funds has had a remarkable 
effect in curbing the tendency of pros- 
pective commercial thieves,’ he said. 
“An organization operating not for 


profit is much better fitted to police 
and prosecute than the individual 
creditors. The crooks know that when 
caught they cannot settle or compro- 
mise. This knowledge that a settle- 
ment will not avail makes the pros- 
pective dishonest bankrupt look be- 
fore he leaps. 

“Of course, the large number of 
convictions reduces to some extent the 
floating supply of professional bank- 
ruptey engineers. The _ successful 
crooked bust calls for the exercise of 
exceptional technical knowledge. As- 
suming that a business man has a 
crooked tendency or inclination, he 
may not be fitted for this kind of 
crime, and probably requires a spe- 
cialist to aid him. Reducing the num- 
ber of such individuals by conviction 
or indictment is a highly important 
factor in lessening fraud.” 

At present the credit men’s organi- 
zation has 434 indictments pending 


against fraud suspects throughout 
United States, and in two years 
operation has lost only 25 ca 


brought to trial. 
* * * 


Van Beats It for South Dako 
Van N. Marker, president of | 
Revere Electric Co., Chicago, is 
sportsman all the year around « 
gets away whenever he has an op) 
tunity. He is now up near Aberde: 
S. D., pheasant hunting, with a « 
genial friend, Bill Payne, an electri 
engineer of one of the big paper co 
panies in Wisconsin. Van has his do. 
and guns as usual, and also his moti. 
picture camera and expects to briny 
back an interesting record of domes'ic 
life among the best pheasant fami): 
of North Dakota. As a matter of 
fact, like many other hunters, he is 
now almost more interested in getting 


pictures than making kills. 
* * * 


Old-Time Stuff 


Frank D. Lowry, who has traveled 
the North Platte territory in Nebraska 
for 21 years as an electrical suppl) 
jobber’s salesman, was reminded ot 
the good old days just recently when 
one of his customers handed him an 
old advance-card dated January, 1911. 
This form of card was used by Mr. 
Lowry when he was traveling for thi 
J. R. Lehmer Co., Westinghouse dis- 
tributor at that time, and which was 
‘later taken over by the McGraw F lec 
tric Co. of Omaha, Neb. The head- 
gear which he has on was common) 
worn in those days by real he-men 
who traveled the Nebraska plains. 
After all these years of hard work 
and pioneer trials Frank still meets 
all of his friends with the same con 
genial smile that he shows on this 
old-time picture. 


s 





ed 


























al and Steam ‘Supplies, 


| /} fig caer > * ae oe 
“FRANK D. LOWRY. 
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Au Plug Fuse Prices Have Been Reduced! 
NOW! 


| Clearsite Fuses Cost No More! 


Clearsite Fuses Worth Increased! 
Clearsite Fuses Profits Greater! 
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Sh-h-h! There’s dirty work aboard! 





W. B. Carroll, Mazda lamp specialist for 
Hendrie & Bolthoff Mfg. & Supply Co., Denver, Colo., told F. I. Wilson, sales man- 
ager of F. W. Wakefield Brass Co., to look at the aeroplane, then lifted his watch. 
The lady must be wise to him, she has a death-grip on her pocketbook. 








Getting Down to 
Brass Tacks 
(Continued from Page 8) 
get the habit of a late start. At one 
time there were two competitive sales- 
men in my territory who presented a 
striking contrast. One was always on 
the job calling on his trade by eight- 
thirty while- the other showed up at 
the office about nine and then went 
out for some breakfast, looked over 
the morning paper and actually start- 
It is needless 
to enlarge upon the relative sales rec- 

ords of these two men. 
Let us assume that by constantly 
himself against avoidable 


ed to work around ten. 


guarding 
loss of time a salesman is able to gain 
an hour each day. With 300 working 
days a year this would be equivalent 
to saving 300 hours or better than a 
full month’s time. This would be the 
same as having 13 months in which to 
build up his year’s volume of sales. 
And if he saves only half an hour each 
day even then he gains more actual 
working hours than if he stayed on his 
job right through his two weeks’ va- 
cation period. 

Time is money to the salesman. His 
success depends upon how efficiently 
he utilizes it. 

IV. THE GOAL OF THE JOB- 

BER’S SALESMAN 


UR previous discussions have 
provided a background for a 
study of the work which is cut 


out for the jobber’s salesman. They 
have shown that further progress in 
the industry demands that the sales- 
man work with the same thoroughness 
and efficiency which prevails in the 
factories where his merchandise is 
manufactured; that he must become 
just as familiar with his merchandise, 
his catalogues and price books as the 
artisan is with his tools and the sur- 
geon with his instruments; and, lastly, 
that to work efficiently he must plan 
his activities so as to make the best 
use of every minute of his time. Be- 
fore we can go further and discuss in 
more detail the planning of the sales- 
man’s activities we must have a clear 
conception of just what the jobber’s 
salesman is expected to accomplish. 

The goal of the jobber’s salesman 
is to obtain a fair share of the busi- 
ness available in his territory on 
each of the commodities distributed 
by his house, selling his merchandise 
at a fair profit to customers who pay 
their accounts satisfactorily. 

To attain this goal the salesman 
must answer for himself four ques- 
tions: 

1. What is the merchandise he has 
to sell? 

2. Who are the profitable custom- 
ers for this merchandise? 

3. How can he best sell these cus- 
tomers? 

4. What is his share of the avail- 
able business in his territory? 


What to sell, who to sell and 
to sell; these constitute the salesm 
problem. He cannot expect to j. 
from customer to customer and f;: 
flashlights to conduit in just a “cai 
as-catch-can” manner. Instead 
must give serious study to the answ 
to these fundamental questions 
must carefully work out for himse| 
definite plan of action if he is 
reach his goal. 


What to sell. The May issue 
Tue JopBer’s SALESMAN gives a m 
valuable tabulation of the volume 
jobbers’ sales of forty-three differ: 
commodities. For any one salesm in 
to do a real selling job in his tr 
ritory on as many of these commoii- 
ties as are carried by his house secins 
almost a hopeless task. But if these 
43 items are separated into a tew 
groups according to their uses. tlic 
problem may be easily solved. Prac- 
tically all of them are included in at 
least one of the following eight classi- 
fications: 

1. Construction materials. 

2. Maintenance and repair mate- 
rials. 

8. Supplies and appliances for re- 
sale. 

4. Radio 
parts. 

5. Central station transmission and 
distribution equipment. 

6. Lighting equipment. 

7. Motors and control. 

8. Ventilating equipment. 

Who to sell. It is readily apparent 
that customers for these eight groups 
of merchandise will be found princi- 
pally among: 

1. Electrical contractors. 


sets, accessories and 








Here we have Joe “R. C. A.” Mont 
gomery of the Pierce Electric Co., )) 1!" 
Fla., doping out how to get static o | 0! 
radio. 
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The ARCO Line 


UILD business—build profits with Arco Power Units 

and Hi-Rate Chargers. They offer something better— 
and strange to say, at lower cost—get the jump on competition. 
Arco Units are compact, about half again smaller than the 
average heretofore produced; neat and definitely lower in 
price—that’s why they’re easier to sell, 
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Arco Units need little attention and consume but a small 
amount of current—that’s why they stay sold! Tie up with 
this better line. Get them into your store—put the Arco up 
against any of equal performance and appearance and then 
you'll realize why Arco Sales are growing rapidly. 


The Christmas Package 


An Arco Unit makes an ideal Christmas gift. We're helping 


ae 


¢ 


\ 
a — ee 
— 


A dealers cash in on the gift idea—furnishing Arco Units in 
ie Holly paper containers. Get the Arco line started in your 
14 territory. Send for catalog sheets and folders imprinted with 
) your name. We'll gladly furnish them. Remember you have 
he greater chances for sales with Arco because its lower price 


means a larger sales field! Write or wire today! 


The Arco Electrical Corporation 


Factories Offices 
825 Barr St., Fort Wayne, Ind. 1727 Sedgewick St., Chicago III. 
1727 Sedgewick St., Chicago, II]. 213 Columbia St., Fort Wayne, Ind. 
Main Office at Fort Wayne 
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so by practical test and actual use. 
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Arco “AB” Power 


No hum. Just plug in 
and forget it. Size 
873 x8°3x9°4 inches. 

eight 26 lbs. Four 
taps — 135 —180 V,90 
V.67V, and detector 
variable 20 to 100V. 
Rates 2'4 amp. at 6V. 
and 80 M. A. at 180V. 
Use on sets up to ten 
tubes. Price $67.00. 


Arco “A” Power 


No hum, no glace tubes. Size 874x 
3% x9°%4 in. eight 17 lbs. 2% 
amp. at 6V. Good for sets up to 
ten tubes, 

Price $37.00 


Arco “B” Power 


No hum. Size 875x334x934 inches. 
Weight 17 lbs. 4 taps—135—180V, 
90V, 67V, and detector variable 
20 to 100V. 


Rates—50 M. A. at 180 V.—$32.50. 
60 M. A. at 180 V.—$37.50. 
80 M. A. at 250V.—on 
application. 


Arco Automatic “A” Unit 


Complete with 60 amp. or 40 amp. 
battery, 2'2 amp. Hi-Rate Charger 
and Automatic Cut out. All in 
handsome metal case. Size 8%x8’s 
x934 in. Weight approx. 26 lbs. 


Prices range from 
$20.50 to $37.50 


Arco Hi-Rate Chargers 


Furnished with or without metal 
case. With or without automatic 
cut out in both 2!> amp. and § amp. 
charging rates. 


Prices range from 
$11.50 to $19.50 


Use Arco Power Accessories to 
transform your present Hi-Rate 
Charger, ““A”’ Battery and “*B”’ 
Power Units into Automatic 
combinations. 


Prices are slightly higher 
west cf the Kockies and 
in Canada. 


Laboratory tests have proven the soundness of Arco design. Arco 
engineers developed Arco Units scientifically, painstakingly, 
building, testing and rebuilding until they finally perfected the 
Y Arco Unit with its definitely superior features. Experimenting 
is over--Arco performance is tried and tested—mno Arco product 
will ever be placed on the market until it is right and proved 
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2. Industrials. 

3. Retail dealers. 
t. Central stations. 
5. Radio dealers. 
6. Heating and ventilating con- 
tractors. 

7. Dealers selling and installing 
electrically operated devices such as 
oil burners, electric refrigerators, ele- 
vators, pumps, etc. 

8. Large construction jobs. 

The third question, ““How To Sell,” 
can best be answered by discussing 
each group of customers separately. 
But first the salesman must have se- 
lected the individuals in each group 
whom he intends to sell. He must 
select a prospect list small enough to 
be thoroughly covered yet large 
enough to yield his fair share of the 
total available business in his terri- 
tory. 

Unlike public utilities the jobbing 
industry is necessarily competitive. A 
certain amount of clean competition is 
healthy and we want our better com- 
petitors to prosper only we ourselves 
naturally want to secure a little larger 
share of the available business than 
they. With four major groups of job- 
bers covering practically the entire 
country it is evident that if one sales- 
man should obtain very much more 
than a third of the business in his ter- 
ritory it would be unhealthy for his 
competitors and therefore unhealthy 
for himself, too, in the long run. 
Some manufacturers consider that the 
proportion of total available business 
which a successful jobber’s salesman 
should obtain usually varies between 
20 and 35 per cent depending upon 
local competitive conditions. 

The determination of this bogey in 
dollars and cents for any given ter- 
ritory is a problem for the statistician 
rather than for the salesman. Some 
manufacturers claim that the cost of 
all wiring materials (at jobbers sell- 
ing price) used on construction jobs 
is between one and one and a half per 
cent of the cost of the building. On 
this basis a bogey for this group of 
merchandise may be easily determined 
from the records of building permits 
issued in any community. It has also 
been stated that a salesman’s incan- 
de8cent lamp sales should reach at 
least 50 cents per capita, but his sales 
of appliances, radio, etc., depend upon 
the degree of saturation and the pur- 


Also 


the requirements of industrial plants 


chasing power of his territory. 


vary widely in different communities. 


The salesman has no time to spare for 
any statistical work in an effort to de- 
termine a dollar and cents bogey for 
himself, but he can and must search 
out all the trade outlets in his terri- 
tory, select the most desirable of these 
outlets as his prospects and endeavor 
to secure from these selected pros- 
pects a volume of business which in 
his best judgment represents between 
one-fifth and one-third of the com- 
bined business of all outlets in the ter- 
ritory. 

(The next chapter of this series, 
to appear in the November issue, will 
be upon the following subject: “Se- 
lecting Your Prospects.”’ ) 
oy 

= 

Commercial Electric Digs 
Divots 

The boys of Commercial Electric 
Supply Co., Detroit, were becoming 
so bored with reading and _ hearing 
about Bobby Jones and his rotten golf 
that they decided to get together and 


show how it should be done.> Stan 
Woleben, Commercial’s. . purchasing 


agent, writes about it as follows: 
“Accordingly, being good natured 
and very ambitious, seventeen assem- 
bled at none other than Pete Wise’s 
nine hole course at Straits Lake, 
Mich. You all know Pete—he is the 
local order-taker for G. & W. Electric 
Specialties Co. Somebody, (we think 
it was Stan Woleben our illustrious 
P. A., for he was born on a Friday, 
January 13th) noticed it was the 13th 
of the month, and the alibis started. 
C. G. Parmalee, sales manager, under 
whose auspices the ‘tournament’ was 
held, very cleverly placed himself in 
the winning foursome (along with the 
writer). Clarence, you know, is that 
same slim 225 lb. lad who deliber- 
ately stepped from our first floor ele- 


vator landing, to the basement, | 
November 
“The affair was a huge succ 
Ask any of the boys who got a ta 
of the water found at Walled La’ 
Parmalee sure can cook, even if 
can’t play golf. Did you ever pa 
by a real restaurant and smell ha 
Then \ 
have an idea how the gang tore i: 
that ham at Parm’s summer cotta 
at Walled Lake. When the boys h» | 


their fill, the prizes were distribut: 


a hole in one! 





cooking in brown sugar? 


Our P. A. is a good one—he got a 


dozen golf balls from a Scotchman, 


gratis—none other than F. H. Wilson 
of the Chicago Fuse gang. 

“First prize was won by A. L. Lent, 
our lamp specialist, who thinks |, 
knows golf. Well, he got by: so 
what’s the difference ? 

“Other prizes were distributed by 
calling off the last initial of the play- 
er’s name, so everyone got at least 
one ball. 

“If any of your readers wants to 
start anything of a ‘diversion, ask 
Ross P. Kerr, purchasing agent for thie 
City of Detroit. 
as usual and the wee hours of thie 


He trimmed the boys 


morning found many trekking home- 
ward—happy but broke.” 


* * * 


Get Away From No- 
Profit Competition 


(Continued from Page 10) 
lights he can get, but it’s you that’s 
paying out wages to your help whicli 
is loafing while the janitor cleans 
those cheap lights. Am I right or 
wrong? I am. 

“Now, Mr. Ficklebaum 
cigar—you come with me and let's 
talk this over with Ike Kicielinski. 
You're going to pay him good rent for 


have a 











Commercial Electric Supply Golfers 
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You still 
have time 


to win this beau- 
tiful Buss award 










A Beautiful Stand Lamp ' 
with unlimited usefulne’ 
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The stunningly beautiful new line of Buss Lights, backed by a 
tremendous advertising campaign, now offers an unprecedented 


sales volume opportunity for you and your trade. 


Right now, this month, full page Buss Light ads in 
tull color are appearing in Pictorial Review and Liberty 
ull « are appearing in Pictorial Review and Liberty 
Magazines, and big ads in the Saturday Evening Post. 
lt is by far the greatest advertising campaign ever waged 
such a small electrical article. 
From now on, every day your trade does not have 
Buss Lights in stock and on display means a definite loss 
es and profits to them—and you. 
make it easy for you and your trade to sell Buss 
Lights in a volume undreamed of before, Buss makes 
inprecedented offer of 


Professional window trim- i R 

ming service for your dealers : 
detail work or red tape is connected with this 
Any retailer located in a city of 50,000 or more or 


n 30 miles from a city of 200,000 or more who 
24 or more of the $3 model Buss Lights can have 


BUSSMANN MEG. CO. 








2531 University 


the New IO28 Line of Buss Lights 





The Spanish 
Beauty Lamp 


Awarded to every dis- 
tributor salesman who se- 
cures 10 window display 
Buss Light orders by 
October 8th. 


This is a table lamp of 
rare beauty, design and 
coloring. It is an original, 
exclusive design, by one of 
America’s nationally noted 
artists. 

The parchment-type shade 
has a rich opaque black back- 
ground, with the flowers and 
bird done in brilliant trans- 
lucent colors. The base is of 
beautifully finished Statuary 
Bronze Metal. 

This is a real full size table 
lamp, being 18 inches high, 
with a 12-inch wide shade. 
The shade has a _ special 
patent bulb holder that holds 
the shade tilted in any direc- 
tion when you want to focus 
the light rays to one side. 





an expert professional window trimmer come to his store 
and put in a beautiful Buss window display for him. 
The dealer doesn't have to do a thing but say what week 
he wants his window display put in. You drop a card 
in the mail to Buss and the window trimmer comes out 
with all the material and puts in the window 

As this tremendous advertising is in full swing trom 
October Ist on, the need for quick sales action is evident 

As a reward to distributor salesmen in appreciation 
of their sales effort, Buss offers the Spanish Beauty Lamp, 
illustrated above, to every salesman who secures 10 
window display orders by October 8th. 

You still have time to win one of these wonderful big 
lamps, besides making volume profits through volume 
sales on the new 1928 line of Buss Lights. 


St. Louis, U.S. A. 
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that loft and you gotta right to lights 
which save money.” 

Thus—or in some other way, de- 
pending on circumstances—you got 
the buyer’s mind off price and turn it 
towards the practical dollars-and-cents 
subject of value. You show him that 
the item that costs a fair price and 
carries a fair profit is worth 2 to 20 
times as much as the item that’s 
bought on price alone. 

But to do this, you must center your 
attention on lines that have real talk- 
ing points. If you’re content to sell 
a hanger, for example, that is practi- 
cally the same as every other hanger, 
you're bound to get into price competi- 
tion. But when you have a Diple 
hanger, or a self-balancing hanger or 
a safety hanger or a hanger with some 
other trick or gadget that is different 
from the rest of the pack, you have 
an opportunity for salesmanship. 

Salesmanship—that’s the word. 

Salesmanship no longer consists in 
putting so much high pressure behind 
a common product that you literal- 
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S. Robert Schwartz, head of the firm of 
S. Robert Schwartz & Bro., New York, 
recently returned from a three months’ 
tour through England, Germany, Austria 
and France. In the pile of evidence that 
was found upon his return was this pic- 
ture of “Esrobert” with a beautiful French 
damsel. Because of the guilty look on 
his face, and the fact that the womenfolk 
read Tue Jopper’s SALESMAN now and 
then, we are publishing this picture in as 
inconspicuous a part of this issue as pos- 
sible. At least it appears that he had a 
good time. Between drinking some funny 
kind of water at Marienbad, playing la- 
dies’ man and conducting a game of hide 
and seek with Mr. and Mrs. Leon Frank 
of the Bull Dog Electric Products Co. 
all over the continent, Mr. Schwartz seems 
to have enjoyed himself thoroughly. 


ly hypnotize the buyer into giving you 
the order. Not in these days, it isn’t. 
Salesmanship in this day of grace con- 
sists in delving through the catalog 
and the ad pages in search of items 
that have some other appeal besides 
price, items with some individuality, 
items which render the buyer some 
definite and appreciated service which 
he will—if he’s convinced of their 
merit—pay more money for. 

Which is what the house is looking 
for, it’s what the house must have. 
What condemned good does it do 
to drag in an order for a shipment 
of fixtures on which the margins— 
both yours and the contractors have 
been shaved so thin you can spit 
through ‘em? None whatsoever. 

The one way to shore up a falling 
price market and maintain jobber 
profits is to push something that will 
sell on merit and service, not on price. 
This Diple connector-socket is just 
one example with which the writer 
happens to be familiar. Hid in that 
thousand-page catalog of yours are 
dozens, even hundreds, of other items 
which can be sold on the same basis. 
The big idea is, get away from the no- 
profit competition. Remember that 
salesmanship consists in finding and 
cleverly presenting items that have 
selling points, not in trying to knock 
the order loose on the basis of price. 





Co-operation and Chicken 

J. R. McGinnis, Atlanta repre- 
sentative of George Richards & Co., 
pulled a fast one when he wrote to 
his boss, C. W. Muench, sales man- 
ager. Before starting on the letter it 
might be well to ask if J. R. writes 
this kind of stuff when he has no 
orders to send in. Says McGinnis: 

“Anyone who isn’t sold on the idea 
of co-operation should ride the eve- 
ning train between Nashville and 
Chattanooga—but alone. 

“About five thirty, the conductor 
comes through the train asking who 
wants to eat at Cowan, a station about 
After getting the 
check, he sends word ahead in some 
way and the local hotel there sets 
that many plates in readiness. 


twenty miles on. 


“At Cowan, even the engineer and 
fireman leave the train and eat in the 
town’s ‘finest.’ People swarm off the 
train like so many thousand bees, and 
make a straight break for the hotel 
across the mud road. 

“The table is set in homelike fash- 
ion, everything being in big dishes and 


























What do you say we put a border 
around this handsome picture of J. G. 
Searls, sales manager of the Glasco Elec- 
tric Co., St. Louis. He is young but he 
has a past.—Two and a half years under 
Saterlee, Columbian Electrical Co., Kansas 
City; one year branch manager, French 
Battery at K. C.; next nine years with 
Missouri Valley Electric Co., K. C., in 
sales department and in charge of @p- 
pliance sales; two years in charge of the 
St. Louis office of Arrow Electric Co. He 
became sales manager of Glasco March | 
of this year. 





passed around. When it is empty, it 
is empty for good, but the hotel man 
counts as best he can, or perhaps 
wants to, just how much of each will 
be needed. The meal was very® good, 
so they say. Here is where the co- 
operation works in. 


“At the table I was at, there were 
about twenty. All but myself and an- 
other were together. You can imagine 
what. happened better than I can write 
it. Chicken? No, they passed us the 
ham, while the chicken plied back and 
forth, up and down, but always re- 
called as my friend and I had high 
hopes. The waitress, this isnt 4 
name she deserves, but for clearness 
I'll call her such, was so dumb tliat 
she fell for the gang’s gab, and allied 
her bony arms with theirs. I ate tlie 
ham and beans, plus a biscuit and 
some rice, while the co-operatives at 
the chicken and mashed _potators. 
You'll wonder why we stood for it, but 
time was limited, and it was an up 'ii!! 
fight all the way to even get the ham. 
I laughed afterwards, but was prcit) 
sore at the time. Not often Scotchnien 
get beat out of a meal, but I did. | 
think this was a concrete exampl« 0! 
co-operation with the jobber and + \«!) 
other.” 
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Jobber and Contractor are united under the 
ETTCO Banner. 


The Jobber is for ETTCO because ETTCO is 
for him—a 100% Jobber Policy—Square Shoot- 
' ing—whole-hearted co-operation. 


) The Contractor is for ETTCO because he has 
found out that ETTCO Products are better— 
t = easier to work with—time savers—profit makers. 
_— Join the Big Parade. “Fall in line’ with 
ETTCO for Sales, Service and Satisfaction. 


Armored Cable - Non-Metallic Conduit (Loom) 
Flexible Steel Conduit Non-Metallic Sheathed Cable 
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Revere Lands Big Range Order 

The Revere Electric Co., Chicago, 
again proved the ability of a jobber 
to handle the range business available 
from modern apartment buildings 









j a ire = q 


att + 32; 


Delaware Towers 


when Van N. 
the company, secured an order for 137 


Marker, president of 


“Standard” wall type ranges for in- 
stallation in the “Delaware Towers.” 

This latest Chicago apartment build- 
ing was erected at a cost of $2,000,000. 
It is 20 stories high and contains 
most elaborate furnishings. It is of 
interest also to know that the finished 
wiring in this structure has _ been 
awarded the Red Seal Certificate and 
Claude W. 


structed the building. 


Emblem. Morris con- 


* * * 


Commercial Summer School 

The annual summer camp service of 
the commercial men of the electric in- 
dustry of Nebraska, which has proven 
so profitable, was held September 15 


to 18. The camp schools are con- 
ducted under the direction of the 
commercial committee of Nebraska 


Section, National Electric Light As- 
sociation. 

Every commercial man has his prob- 
lems. He brings them along and ex- 
No 
effort is spared to get the best talent 
Round table 
discussion features each topic. 


changes ideas and experiences. 
in the country to talk. 


The jobber on this year’s program 
was A. D. Barber, Graybar Electric 
Co., Omaha, Neb. His subject was: 
“The Jobber—When—Why—How.” 


Leaders in the discussion of his papér 
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were: A. J. Cole, McGraw Co., 
Omaha; A. H. Luebbe, Mid-West 
Electric Co., Omaha; L. W. Kors- 
meyer Co., Lincoln, Neb. 
* * * 
A Handbook on Safety 

The Bureau of Standards, Depart- 
ment of Commerce has issued Hand- 
book No. 7 of its series. It is entitled 
“Safety Rules for the Installation 
and Maintenance of Electric Utiliza- 
tion Equipment.” 

The rules outlined in it represent 
the last word in safety requirements. 
They were prepared by the American 


Engineering Standards Committee and © 


have the approval of the sectional 
committees. 

The book is divided into 11 sections 
as follows:—Section 9, rules covering 
methods of protecting grounding of 
circuits and utilization equipment ; sec- 
tion 30, scope of rules and general 
requirements; section 31, conductors; 
32, fuses, circuit breakers, 
switches, and controllers; section 33, 
switchboards and panel boards; sec- 
tion 34, and motor-driven 
machinery; section 35, electrical fur- 


section 


motors 


naces, storage batteries, transformers, 
and lightning arresters; section 386, 
lighting fixtures and signs; section 87, 
portable devices, cables and connec- 
tors (not including those for commu- 
nication systems) ; section 38, electri- 
cally operated industrial locomotives, 
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This verv remarkable photograph is the 
original from which the painting “Ihe 
First Air Mail” was made. , Through very 
extensive investigation, THe Jopser’s 
SALESMAN has learned that in their spare 
time, Mr. Clair and Mr. Getter occupy 
positions of radio man and manager, re- 
spectively, at the Allentown, Pa. branch 
of the Elliott-Lewis Electric Co. 
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A well-known figure in the radio trade 
is A. T. Haugh, general sales manager of 
the United Radio Corp., Rochester, N. Y., 
who, during the 1926-1927 season, was 
president of and a tireless worker in thx 
Radio Manufacturers Association. He is 
just as active at home as abroad because, 
as the picture was taken, he was making 
preparations for a luncheon to Federal 
Radio Commissioner O. H. Caldwell. ‘The 
United Radio Corp., manufactures the 
“Peerless” loud speaker. 











cars, cranes, hoists and elevators, and 
section 39, telephone and other com 
munication apparatus on circuits ex- 
posed to supply lines or lighting. 

This book which should be carried 
by every jobber’s salesman may be 
secured from the Superintendent of 
Documents, Government Printing Ot 
fice, Washington, D. C. The price |s 
15 cents. 

* * 


Progress of the Red Seal Plan 

The last statement made shows that 
thus far in 1927, 2424 applications 
received and 1282 
This is against 2380 


had _ been awards 
had been made. 
applications pending and 2748 awards 
made in (representing 5128)applica 
tions in all the time preceding 1927 
Ap 


} 


and since the Plan was initiated. 
parently the Plan is progressing w 
some degree of acceleration—not sp 
tacular but growing rather than dim 
ishing. 
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The surest way to help your business is by helping your cus- 
tomer solve one of his problems. If the problem is surface 
wiring WIREMOLD will solve it. WIREMOLD means 
better lighting through adequate wiring. A $200.00 Wire- 
mold job frequently carries with it a $750.00 order for wiring 
supplies. 


The Patented ““WIMO” Slick-Finish All-Weather Loom. 
Clean to Handle—No Mica Dust 
Easy to Fish—Fast to Work 
Improved Quality—No Extra Cost 
Try it on your next Loom order and be 
convinced. 


The non-metallic sheathed cable which combines the most 
exacting requirements of the Underwriters’ Laboratories with 
the greatest convenience of the wiremen. WIREFLEX is 
also coated with the patented ‘““WIMO” Slick-Finish. 


Write for catalogue and samples. 
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Here is a photo of Robert Honegger and 
wife who were in California at the time. 
He is telling his wife how large and juicy 
are the California grapefruits. Robert is 
president of the Capital City Electric Co., 
of Des Moines, Ia., and a real booster for 
the Association of Electragists. His good 
friend R. H. Bloodgood of the Electric 
Contractors Supply Co. sent the picture 
along. 





First Water Power Plant 
In Maine 

America’s first water power site, we 
are told in a recent news release, was 
built on the Piscatauqua River at 
South Berwick, Me., on the site of 
the present Burleigh blanket mills. 
It was in 1620 that Ferdinando 
Gorges obtained a grant from the 
English crown giving him the right 
to settle and develop the territory 
from sea to sea lying between the 
40th and 48th parallels north latitude. 

The grant, however, required him 
to develop water power and accord- 
ingly he constructed a log dam, erect- 
ed a grist mill and sent the meal to 
England as proof that the terms of 
the contract were being respected. 
The water power site has been in 
and has 
lately come into public notice when 


continuous use ever since, 


the property changed hands. 
* * * 


United of Salt Lake in New 
Quarters 
The United Electric Supply Co., 
Salt Lake City, Utah, is now well 
established in its new offices and ware- 
house at 117 W. 4th South St. 


Consumption of Fuels by Pub- 
lic-Utility Power Plants in the 
Production of Electricity 

The total amount of electricity pro- 
duced at public-utility power plants in 
1926 was 73,791,000,000 kilowatt- 
hours, according to a statement just 
made public by the Geological Survey 
of the Department of the Interior. 
Of this total, 47.5 billion kilowatt- 
hours, or 64.5 per cent, was generated 
by the use of fuels and the remainder 
by the use of water power. Of the 
47.5 billion kilowatt-hours produced 
by the use of fuels, 42.6 billion, or 90 
per cent, was generated by the use of 
coal alone; the remaining 10 per cent 
of fuel-power output was generated 
by the use of fuel oil, gas, and wood. 
Coal is thus by far the chief source 
of power generated at public-utility 
power plants. In 1926 the power 
produced from coal was 57.7 per cent 
of all the power generated, from water 
power 35.5 per cent, from oil 3.1 per 
cent, from gas 3.3 per cent, and from 
wood 0.4 per cent. The use of fuel 
oil in generating electricity has de- 
clined since 1924, when it reached its 
maximum, and less fuel oil was used 
in 1926 for this purpose than in any 
other year since 1918. Indeed, in 
1926 the amount of fuel oil consumed 
by public-utility power plants was 








For the benefit of our jobber friends 
west of the Great Divide, this gentleman is 
M. A. Hartley of the M. A. Hartley Elec- 
tric Co., Northumberland, Pa. Sometimes 
Mr. Hartley is seen as far west as Gettys- 
berg, where is located a branch house un- 
der the management of R. Z. Oyler. 
Through the courtesy of “Motion Picture 
Classic” we are able to print in this issue 
a recent photograph of Mr. Oyler. 








W. H. Kaiser will be recognized |) 
everyone in New England as the general 
manager of the Springfield, Mass., branch 
of the Pettingell-Andrews Co. 





only 57 per cent of that used in 1921. 

The average rates of consumption 
of the different kinds of fuel in gen- 
erating electricity in the United States 
were as follows: Coal, 1.94 pounds 
per kilowatt-hour; oil, 243 kilowatt- 
hours per barrel; gas, 22 cubic feet 
per kilowatt-hour. The best fuel 
rates for these different fuels were 
about as follows: Coal, 0.9 pound per 
kilowatt-hour; oil, 450 kilowatt-hours 
per barrel; gas, 13 cubic feet per 
kilowatt-hour. As these are roughly 
one-half the average rates, the con- 
sumption of fuel by electric public- 
utility power plants would be reduced 
one-half if all public-utility power 
plants produced electricity at the best 
fuel rates, and the attainment of this 
degree of efficiency would have con- 
served more than 20,000,000 tons of 
coal in 1926, representing a value of 
about $75,000,000. 

* * * 

New Contractors’ Magazine 

“Wiring For Profit,” a new electri 
cal contractors’ publication, is now be- 
ing published at 535 Fifth Ave., New 
York, by the Shulsinger Publishing 
Co., Inc., of which I. J. Shulsinger 
is president. Thomas F. Chantl:r, 
formerly with the Society for Electr 
cal Development, is associate editor 
It is of pocket size, 5 by 8 ins., and 
the aim is to make it an interestig 
magazine that the busy contractor wil 
find useful in his work,—not “heavy 
and technical. The first issue will 
appear on the fifth of October. 
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2) Nublade 


@ Perfect alignment of blade TEL j 
; : : j 


Switches 


This new blade will sell the NUBLADE. 


Here is a feature that is a feature! A feature that embodies so many of the better- 


ments needed in an industrial safety switch or a master control device, that to show 
it is to sell it. 


First, note the construction and shape of the built-up blade. 


See how it secures completion of a perfect alignment between the blades and the 
contact post. 


Study the. shape of the built-up blade where it makes or breaks contact with the 
post—note the fact that the contact is made or broken at an angle—look at the extra 
metal for absorbing heat and dissipating the arc. 


Also consider the advantage of having all the current-carrying parts mounted on a 
removable unit-block. 


These are features that are features.— 


And this is a switch that is a switch — for use as a safety for industrial installations 
or as a master control in conjunction with NOARK Meter Service Equipment. 


It’s a new switch — yes — and part of a famous line — a COLT NOARK product in 
every sense of the word. 


COLTS PATENT FIRE ARMS MEG.Co. 


: <> Electrical Division . 
Dimension of spring blade provides TING) @ 


generous factor of safety. . a ’ HARTFORD, CoN N. U o S e A . 
NEW YORK~BOSTON~CHICAGO~SAN FRANCISCO = 22-"-4¢ 
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Rome Moves Boston Office 

The Rome Wire Co., Rome, N. Y., 
announces a change in the address of 
its Boston office, which became effec- 
tive September 1. Formerly located at 
80 Boylston St., this company has 
changed its address to 156 Purchase 
St., where a warehouse and office will 
be maintained with Alva D. Stein as 
The 


its 


above re- 


New England cus- 


manager. company 
quests that 
tomers direct their orders and inquiries 
to the attention of Alva D. Stein, 156 


Purchase St., Boston, Mass. 
* * # 


Strange New Airways Lamp 
Pierces Fog 

Driving a beam of electric light 
through heavy fog is a job with which 
engineers have wrestled for 
Now they have produced a lamp that 
will do it. 
not like any other electric lamp under 
the sun, is getting its trials at airway 
that 
aviators can spot the field even though 


years. 


This new device, which is 


landing fields so approaching 
it may be a “thick” dark night. 

The new lamp is a huge bulb filled 
with neon gas, of 
ments that can be extracted from the 
There is no filament inside the 


one the rare ele- 
air. 
globe, however. Instead, the gas-filled 
globe is placed within a coil made up 











C. E. 
of the 
has a home in Florida where he 
a poultry business as a pastime 
self and a support for his oldest son Jack. 
His farm covers 15 acres and at present 


Corrigan, formerly vice-president 
National Metal Molding Co., now 
conducts 
for him- 


supports 8,700 chickens. Right now Mr. 


Corrigan is touring the United States and 
Canada, with Mrs. Corrigan and their son 
Francis, and will not return to Florida 
until October. 
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western 
sales manager for the Frank E. Wolcott 
Mfg. Co., with headquarters in Minne- 


M. V. Rutherford is now 


apolis. For a number of years he was 
purchasing agent and then sales manag- 
er for some of the Richardson interests 
in Minneapolis, namely, the Minneapolis 
Electric Motor Co., and the present Ster- 
ling Electric Co. Following this for a 
few years he was president of his own 
company in the Twin Cities, the Progres- 
sive Electric Co. Then, for a period of 
something over four years, he was the 
northwestern district sales manager for 
the Russell Electric. The Burma Ap- 
pliance Co., of which he was, at one time, 
vice-president, was taken over by Andy 
Knapp of St. Louis. 





of many turns of heavy copper cable. 
When a_ powerful current passes 
through the copper coil, the atmos- 
phere within the glass globe shines 
brilliantly with the orange hue pecul- 
iar to neon. The fog penetration of 
this light backed up by a reflector is 
far greater than that of the ordinary 
white light. The odd lamp 
flashes several times each second, in- 
creasing its effectiveness as a beacon, 


adding one more aviation safeguard. 
* * # 


Illinois of Peoria Holds 
Dealer Meeting 
On September 14, the Illinois Elec- 
tric Co. held at its Peoria, Il., house 
a radio meeting for the dealers in the 
district served by that branch. 
The program included a radio show 


new 


at which all the new models of the 
lines the company handles were dis- 
played. “Sales talks 
were also given by representatives 
from the Radio Corporation of Ameri- 
ca, the National Carbon Co., the 
Philadelphia Storage Battery Co., and 
the Illinois Electric Co. 

A dinner was given in the evening 


and Service” 


at which moving pictures showing the 
uses of radio receivers were run. J. 
T. Teter, farm specialist, Radio Corp. 
of America, spoke on “Selling Radi- 
olas in the smaller communities.” 





IN THE INDUSTR 


Today and Yesterday 


In 1890 one man produced ab, 
half a ton of coal; today he produ 
about four tons and the machinery 
developed to increase this to 
tons. This comparison was made | 
Arthur Huntington of the Iowa Sta 
Board of Education and was quot: 
by F. R. Low in a recent 
“Power.” 

During the same period the folloy 


issue 


ing increase in output per worker |; 
taken place: 
From 100 sq. ft. of lumber to 750 


sq. ft. 
From 500 lb. of iron to 5,000 Ib. 
From 14 pair of shoes to 10 pairs 
From 20 sq. ft. of paper to 20,000 
sq. ft. 
From 55 sq. ft. of glass to 3,000 
sq. ft. 


An expert nailmaker used to mak: 
5 lbs. of nails in 12 hours. The out- 
put in the nail industry today is 500 
Ibs. per day of 8 hours. 

Of course this gain is not all net 
Human labor is necessary to make tly 
machines that are used up in the gen- 
eration, transmission and application 
of this power. 

* * * 


Jack McLennon has 
joined the sales force of the Electric 
Corp. of Los Angeles, being connect: 
ed with the radio department and spe- 


cializing in the Crosley radio line. 


recently 











‘Smiles”—the participants are, reading 
from left to right: Fred Gorder, electric! 


division, Colt’s Patent Fire Arms M!¢ 
Co.; Louis Summers, Summers Elect! 
Co., Raleigh, N. C.; and Les Womeldo'', 
of the Graybar Electric Co. 
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House-cleaning 


Take the Dust out 
of Clothes and Draperies 
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“8 | Y tt isto Handle ~- Feel its 

” Powerful Suction = 

4 & 

: a ~ 

_ | How to Help a Dealer Make a Window 


: Display Out of Nothing at All 


Almost nothing. Of course the Day-Fan 
Cleaner comes first! Then have the dealer 


3a Retails for throw summer curtains, draperies, and clothes D -F F 
over a few chairs. They won't cost him a nickle ay an ans 


—his wife has them all ; se. The al 
SZ §75 S e has them all at the house hen paint a ae ee 


a sign reminding women of the help they get you cam peeve it with Day-Fan 


from Day-Fan Cleaners—and in ten minutes with Fans. Here you have a_ product 
nothing at all he has a window display that will —_— ea big et ee 
double his Day-Fan Cleaner sales this fall. ee ee ee ee 


Motor—Heat Proof—Dirt Proof— 

How? Simple! Sell a woman a cleaner when Damp Proof—Thirty-eight Years of 
she’s thinking of cleaning. Now is when summer Fan Experience—Economical. 
draperies must be taken down and dusted. Sum- Not all fans have all these fea- 
mer clothes must be put away. Upholstery must Wate a ow ih. 
be freshened for the winter season. Day-Fan 
Cleaner does those dusting jobs. 

All a woman does is hold the Day-Fan lightly 
in her hand, run it easily over dusty fabrics and 
the powerful suction does the rest. 

Make vour next calls to the dealers helpful 
ones. Suggest this window display—then take 
the orders for the Day-Fan Cleaners they’ll need 
to fill the fall cleaning demand. 


Day-Fan 









Cleaner 
Jay-Fan Electric Company DEPT. O Dayton, Ohio 


For More than 38 Years Manufacturers of High Grade Electrical Apparatus 
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A COMPLETE LINE TO MAKE SALES 
OF PORCELAIN- EASIER and QUICKER 
ENAMELED STEEL WITH MINIMUM 
REFLECTORS STOCK INVESTMENT 












Boost YOUR Sales 
with ABolites 


T HIS Label on your reflectors assures 
you that “Every ABolite will do its 
Duty”—for YOU by quick profitable 
sales, and for your customers by long 
useful service. 


5 BIG SELLING POINTS 


1—The Interchangeable Features of ABolites 
enable you to cover every need with mini- 
mum stock investment. 


2—Correct Design and Manufacture—Pressed, 
not Spun. 











3—No Rivets to corrode or work loose. 











4—Age-proof, high-reflecting vitreous enamel. 


5—PRICE RIGHT. 










wu Ask for Catalog — | 
179-A 


THE NATIONAL SCREW 
AND MFG. COMPANY 


(AB Products Division) 
7500 Sherman Ave., CLEVELAND 












































John Donovan is store manager at tl 
Springfield branch of the James J. Shan 
non Co. of Boston. 





Action on the Price-Fixing 
Problem 


Here is a matter which ought to be 
of interest to every manufacturer, 
wholesaler and retailer in any line ot 
mercantile business which sells trad 
marked or advertised articles of an\ 
nature. 

The Federal Trade Commission has 
announced that it is about to make a 
thorough investigation into the ques- 
tion of permitting the manufacturers 
of trade-marked or advertised articles 
to fix their resale price, with a view 
to advising Congress whether to pass 
or refuse to pass some of the four 
bills now pending in Congress to give 
manufacturers this power. 

This looks like some action in this 








Left to right are shown: S. Amoto, 0! 
the Brightstar Battery Corp.; Bill Koh, 
of the Shemel Co., New York, and J. | 
Hawks, eastern manager of the Garla! 
Mfg. Co. Yes, that is a load of “Gal 
duct” which Hawks has just delivered » 
Shemel. 
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GLO-CONE 


The New LAMP and LOUD SPEAKER 


i SENSATION: 


Write for Sample and Details! 
EW, Advanced, Different 


— the most sensational 
radio reproducer development 
in recent years! A loud speaker 
and lamp combination per- 
fected at last by the Aladdin 
Manufacturing Co. OG The 
smooth, natural tone of a mar- 
velous reproducer plus the fire- 
side glow ofa beautiful lamp— 
all in one! G| Novelty, Beauty, 
Quality and Price are reasons 
why it is catching on like wild- 
fire! 








ALADDIN 
points 
the way toa 
REAL IDEA 
for the 
LAMP 





No. 919/947 
At the low price of $12.50, and 
the ALADDIN’ Glo-Cone is RADIO 


an unusual value that appeals List Price WORLD! 
to the radio buyer. 








IMPLE, efficient and easy to operate! The complete unit is concealed in 

the artistic hand painted cone. Correct design and fine workmanship 
by skilled Aladdin mechanics insures absolute freedom from distortions. 
The speaker delivers all of the rich overtones, and is designed to pass fre- 
quencies from 175 to 5000 cycles. G, A liberal discount allows a handsome 
profit. GO] Live dealers will be quick to recognize the sales possibilities of 
this new development. Write at once for complete details! 


ALADDIN MANUFACTURING COMPANY, Sales Div. No. 14 MUNCIE (The Magic City) IND. 


ALANIIN 


( <> Electric Portable 


; TRADE MARK 
QUALITY AT A PRICE REG. U.S. PAT. OFF. 





The 4 

Floor 

Model 
$20 


List 





o. 
924/947 
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No. 926 
JAP. TEA HOUSE 


Decoration 12 





They Sell 
* ok x 


And They Sell QUICKLY 


% 





Their ARTISTIC DESIGN 

Is One Reason 

The Rare Beauty of Their 
kok Ok 

Pastel Shades (Hand Applied) 
kok OF 

Is Another. 

And Their Genuine VITRIFIED 

PORCELAIN Construction Is 


A “Clincher” 


And The Line Is COMPLETE— 
a 
Meeting Every Requirement of 


Dealer and Consumer. 


The Margin Is 


7 


There For The Jobber Of 


’ 7 


Course. 
* 


Need We Say More? 


Porcelier Mfg. Co. 


1026-28-30 Fifth Ave. 


(THE ORIGINAL HAND DECORATED LINE} 


“Porceliers” Are 
Profit Makers 


Because— 


Pittsburgh, Pa. 








































Above are pictured Joseph Jones and 
James Jones, president and sales manager, 
respectively, of the Asbury Park Electric 
Supply Co., Asbury Park, N. J. During 
the four years of its existence this com 
pany has enjoyed a steady and rapid 
growth, coming up from a very smal! 
location to its own four-story, modern 
building. 
























very complex, highly muddled and 
much discussed subject. In every 
Congressional session for several years 
manufacturers whose goods are thie 
sport of cutters have asked Congress 
to pass an act which would give them 
the right to fix the wholesale or retail 
price at which their goods should be 
sold, thus forcing out the cutter. But 
Congressmen fear the political result 
of so acting and have never been will- 
ing to do it. 

The courts have added to the gener 














Here is a threesome familiar to th 
electrical trade of Philadelphia. From 
left to right they are: Walter Beckett. 
who with Ernie Hedler represents Wir 
mold, Columbia Metal Box and T & B in 
Philly; Walter Wick, who with brother 
“Al” owns the Lindley Electric Supp!) 
Co., and Jim Vaughn who, as everyon 
knows, is the big “Bell and Buzzer” from 
Stanley & Patterson. They are at th 
nineteenth hole of the North Hills Countr) 
Club. Jim’s smile is due to the fact tha! 
he and his partner, who happened to ! 
Pilk of Tue Jonper’s SALESMAN, had jus 
taken the two Walt’s into camp. 













October, 1927 THE JOBBER'’SHA)SALESMAN 83 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


























' — Shortest Path to Better Lighting Business 


' ({OING ahead at full blast, jobbers’ sales- Mazpa lamps. It’s not a plan to get you 
. men in all parts of the country say that to work harder, but a plan that will bring 
n t’ e new National Lamp Works plan and set-up you greater returns for the work you do. 


rT Sethe factory and store lighting —_______ We give you the concise details of the plan 
siness is far and wis J the greatest NATIONAL | in a little pamphlet “The Bee-Line’. We 
"8 that has ever happened in this we believe you will find the information useful. 
| market. Please say the word and tell us who you are 
is a big money plan, a plan that we and where you are sowe can mail the pamphlet. 
ommend whole-heartedly to every Sales Promotion Department, Nela Park, 
Ss esman who distributes National Cleveland. 
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The executive force of the Lincoln Ele: 
trical Supply Co., of Newark, N. J., is 
pictured above. Left to right: Peter 
Warner, secretary; Morris Weinstein, 
treasurer and purchasing agent, and Her 
man Lustig, president. 





al confusion by conflicting and non 
illuminating decisions and_ therefor 
the only thing which a manufacturer 
can safely do today to prevent his 
goods from being cut, is to refuse to 
sell the cutter. 

The importance of the subject is 
proved by the fact, which every dealer 
knows, that in every line there ar 
brands which it has become the custom 
to sell at cost or even below cost. | 
can name merchandise which probabl\ 
no retail dealer, except perhaps one in 
a remote rural district where there is 
no competition, makes a decent profit 
on. Such merchandise is sold, often it 
has a very large sale, but it does not 
have the good will of the trade behind 
it, and its manufacturers realize thiat 
the dealer will never favor it, but will 















“Tony” Santoro of George H. Wahn 


| Co. of Boston was much upset because we 


did not get his “prize” Ever-Ready wit- 
dow in the picture. Tony was former! 
with R. V. Pettingell for seven yrars 
On the left is Harold MacNeil. Bot!) are 
countermen. 
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What does it mean to handle the 
American Blower Line? 


J 
Give Your Dealers 
These Facts 


Added profits with practically no extra overhead. 


Free sales helps that tie your business up with the 
American Blower Company’s national and trade paper 
advertising. 


Free sales literature imprinted with your name and 
address. 


Each sale is a double profit sale—you make a profit on 
the fan and a profit on the installation. 


Free sales and merchandising plans based on success- 
ful dealers’ experience. 


Free engineering advice from American Blower Branch 
Offices in all principal cities. 


Immediate delivery from nation-wide jobbers’ stocks. 


Complete line of ventilating equipment. 


Tried and proven products backed by over 46 years’ 
experience. 


A free course on how to sell the various markets elec- 
tric ventilating equipment. 


AMERICAN BLOWER COMPANY 


BRANCH OFFICES IN PRINCIPAL CITIES 
CANADIAN SIROCCO COMPANY, WINDSOR, ONTARIO 


1 
Z 
3 
4 
5 
6 
7 
8 
9 
0 


— 


(685) 


‘| Ameri can Rlower 


VENTILATING, HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 
Manufacturers of all Types of Air-Handling dgW Equipment ———— Since 1881 
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MURRAY 


METER SERVICE SWITCHES 


It’s no wonder that contractors everywhere in larger numbers 
are specifying MURRAY on their orders, because easy wiring 
facilities are characteristic of every switch we make. 


The one shown is No. 235B, a 2 wire, 125 volt single fuse 
service switch which provides for 2—2 wire single fuse branches. 


Catalog of complete line sent on request. 


METROPOLITAN 
DEVICE CORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN ~: NEW YORK 


CHICAGO PITTSBURGH DETROIT 
PHILADELPHIA ST. LOUIS MINNEAPOLIS 
BOSTON ATLANTA SEATTLE 






















a 


eo; 





Noah Coleman’s new car is not quite as 
big as would appear from this picture 
However, if we could sport one half th 
size we would be satisfied. Mr. Coleman 
is president of the Coleman Electric Co., 
Allentown, Pa. 

















drop it the minute he feels he can. But 
the maker is about powerless to kee) 
the price up, owing to present stat: 
of the law. | 

Whether the Federal Trade Com 
mission will be able to do anything 
with the matter remains to be seen, 
but as I have said, it looks like som: 
action at least. Here is a part of th: 
Commission’s statement :— 

Acting entirely on its own initi- 
ative the Federal Trade Commis- 
sion will seek to learn the facts 
about (1) the advantages and 
disadvantages of resale price 
maintenance to manufacturers, 
wholesalers and retailers; (2) 
costs, margins and profits of 
manufacturers and _ distributors 
and the price to consumers; (3) 
causes and motives for price cut- 
ting by distributors, and (4) the 
relation of retail price mainte- 










































This picture of the office force of tl 
Julius Andrae & Sons Co. branch «t 
Mason City, Ia. shows H. E. Bast, t! 
somewhat slim figure at the left, M: 
Hilda McGrath, the prettiest girl in Iow:. 
and the two boys at the right are Harr) 
Burke and either Viv. Schmidt or |! 
(Shorty) Hoare. There were suppose‘ 
to be five in the picture, but one of t!\ 
boys ducked out. 
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[| A Sales Manager’s Message to 


His Salesmen 


Here’s the exact situation—you 
can either peddle electrical sup- 
plies or sell electrical specialties. 
Che difference is in the amount 


of profit you make for yourself 
and house. 


€ Panelboards are“key” products 
> : to the whole wiring sale and if 
you sell them usually the balance 
of the order comes with them. 


At that, @ Panelboards return 
a larger amount of profit than the 
same number of dollars worth of 
staples. Think it over! 








Atlanta, Ga. 
Baltimore, Md. Charlotte, N. C. 
Boston, Mass. Chicago, Ill. 





Brooklyn, N. Y. Cincinnati, O. 
Buffalo, N. Y. Dallas, Texas 
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ELECTRIC COMPANY 


ST. LOUIS 


Denver, Colo. 
Detroit, Mich. 
Kansas City, Mo. 
Los Angeles, Cal. 


Memphis, Tenn. 
Minneapolis, Minn. 
Miami, Florida 
New Orleans, La. 


Frank Adam 
| 

t 

. 


Every salesman can learn all about 
panelboards with a little spare time 
study. The first step is to send for 
the @ Catalog. 





Write us today and we will be glad 
to put you on the way to earn more 
per day on your regular route by be- 
ing a better salesman for your house. 


Omaha, Nebraska San Francisco, Cal. 


Philadelphia, Pa. Vancouver, B. C. 
Pittsburgh, Pa. Walkerville, Ont. 


Seattle, Wash. Winnipeg, Canada 
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This SYMBOLS 


has always meant merit'~~* 


There is only one reason why the Square D name and 
trade-mark appear today on more than 4,500,000 instal- 
lations: Square D products have always deserved the 
public favor they have received. 





Pioneer manufacturer of Safety Switches, Square D 
brought about revolutionary changes in the industrial 
and household control of electricity which have since 
been universally adopted. And in pioneering, the Square 
D Company set up standards of quality and value that 
have become a criterion in the industry. 


These same policies have been followed in the devel- 
opment of all Square D equipment, and are now applied 
in the manufacture and sale of power panels, indus- 
trial switches, current testers and other electrical 
control devices. 


Thus you may buy any Square D product—through a 
nation-wide organization of experienced, responsible job- 
bers—with full confidence that it represents the utmost 
in efficiency and the minimum of cost. 


SQUARE D COMPANY, DETROIT, U.S.A. 
FACTORIES AT: DETROIT, MICH., PERU, IND. aig) 


BRANCH OFFICES: Boston, Buffalo, Chicago, New York, Pitts- 
burgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, Atlanta, 
Cleveland, San Francisco, Los Angeles, Syracuse, Kansas City, 
New Orleans, Baltimore, Columbus, Minneapolis, Indianapolis 


SQUARE D COMPANY, CANADA, LTD., WALKERVILLE, ONT. 
BRANCH OFFICES: Toronto, Montreal 





ELECTRICAL EQUIPMENT 
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The F. D. Lawrence Electric Co. of Cin 
cinnati, O., is rightfully proud of its nev 
5-ton White truck. There is a panel on 
each side, both bearing the company name. 
and in addition “Okonite” on the left side, 
as shown, and the Edison Lamp trad 
mark on the right side. 















nance to the multiplication of dis- 
tributors. 

In acting on its own initiative 
in furnishing this information to 
Congress the Federal Trade Com- 
mission will be carrying out one 
of its chief functions, that of 
being an impartial fact-finder for 
Congress in the realm of trade 
and industry. It is expected the 
survey will prove of great value to 
trade and industry and to Con- 
gress in the writing of future 
laws on the subject of resale 
prices. Several bills providing 
for resale price maintenance have 
been introduced in Congress 
since 1920, notably the Merritt 
Bill, the Kelly Bill, the Wyant 
Bill and the Williams Bill. 

Resale price fixing is probably 
the most perplexing question be- 
fore the Federal Trade Commis- 
sion and the trade and industrial 
associations today. Conflicting 
decisions have been handed down 
by the courts. Among commer- 




































Here is a chap that needs very little in 
troducing among the trade. For the ben 
fit of the newcomers the gentlem:) 
pictured is J. Edward Hall, manager 0! 
the Springfield branch of the Wetmor 
Savage Electric Supply Co. of Boston. 
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so 


: Type “A” 
Rectangular Unilet with 
Three-Wire Porcelain 
Cover 


Type “C” 
Rectangular Unilet with 
_ Rectangular Porcelain 
Receptacle 









































Type “LL’’ 
Rectangular Unilet with 
Blank Metal Cover 





Unilets are made in all sizes 


and fit the needs of all jobs 


Type “LR” : : : ‘ 
9 Here are some particularly large steel, accurate in size, with 


Rectangular Unilet with 
Cord Rosette 


Type “T”’ 
Rectangular Unilet with 
Piug Receptacle 


ones as used on the operator’s 
cage of a mammoth crane man- 
ufactured by the Whiting Cor- 
poration of Harvey, Illinois. 


No matter what size of con- 
duit is used, no matter what diff- 
culties of angles and joints and 
intersections are met with, there 
is a size and type of Unilet just 
made for the job. 

Unilets are cold-drawn from 


smooth edges. They are light in 
weight, give ample working 
space, insure perfect alignment. 
And the name Appleton guaran- 
tees quality and uniformity. 
You will be doing yourself 
and your customers a good turn 
by recommending Standard 
(Threaded) Unilets and No- 
Thread Unilets. Send for com- 
plete catalog if you haven’t one. 


APPLETON ELECTRIC COMPANY 


1734 Wellington Avenue, Chicago, U.S. A. 
New York—150 Varick St. 


IN 


Type “GSC” Unilet with 
Operating Handle for 
Snap Switches 





Los Angeles—340 Azusa St. 


r------- meetin 


APPLETON ELECTRIC CO. 
1734 Wellington Ave., Chicago 





Gentlemen: Please send me the following: 
O Standard Unilet Catalogue 
O No-Thread Unilet Catalogue . 








APPLETOR 
| GNILETS (= 








=r 




















Registered U, S. Patent Office 
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In October 1927— 
to Do Just Tw 


HEMCO 








eo : 1. Sell more goods for your ho 
fis sas ie dy 2. Sell more HEMCO Produc 


We believe in being definite—know that you} 









































HEMCO Thru-Lite time ré figure out vague suggestions. Your jobj 
_ A new plural plug—typ- ing Sales. 
and ‘convenience, ee That you may know just what we mean by} 
ite—mar , — 1 p 
pe ye or ow =a Co-operation—what past experience has prove 
any reasonable use, be- sound methods of building your business, Mr. 
comes @ part 0 - . ° : : be 
ture. Provides two prong Richards, President, has written this book “1 : 
t t tlet Oo . 29 
light socket on pol tense to Do Just Two Things. 
a, Poaggsy apm It shows how you can boost your sales of é 
HEMCO Trip-Prong goods. How you can boost your sales of | 
Another new Hemco Products. - It tells how Hemco national advert 
pigeon Bates oe the only consistent prominent campaign on plu 


three prong type outlets 
from a single wall recep- 
tacle—where extra outlets 
are most commonly need- 


and wall plates reaching consumers—is buildin 

erence for Hemco quality, beauty and conve 
ed. Made of genuine H ‘ } : 

Bakelite. Inconspicuous. ow you can bring this story right to your | 
Beausiful: Everlasting. Small— fits counters by placing Hemco Displays. How yo 
ers are being half-sold for you by monthly dire 
Get your ings and covers, pages, spreads in leading trade j 
ae How Hemco Missionary Men are prepared to¢ 
Sample O ate with you in opening new accounts—all of thy 








this wall plate orders and the “repeats” to be yours. 
Copies of this book are being distributed pe 
Have you seen this Bakelite Wall Plate? by Hemco Missionary Men, but if you have m 


If not, you can’t realize fully its beauty ey . 
—its profit making possibilities. ceiving your copy, fill out and mail the coupon 

Samples are now being sent out on re- 
quest to dealers. For a most effective 


‘‘tie in’’ you should have one, too. Then 
you can show how it will not mar or George Richards & Company ’ 
Singer mark—how its satiny finish blends 557 WEST MONROE STREET, CHICAG( 


with all fixtures—color schemes. Fin- 
ished by anew (protected) process—it 
will not fade—will retain its beauty years 
hence. Write the house or us t)11) 


~ 














rO— 









Baas 
DUCTS 


It is our aim to keep Hemco J obber Coeabienitlen so ¢ 
it shall be forever established as a standard of comp* 
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Mail the Coupon for your 
Copy of this Booklet 


Written from your viewpoint—to help you 
VA luke more sales, bigger sales—this book “I Ask 

You to Do Just Two Things” will aid you in mak- 
CA ing the coming year your record breaker. Mail 
he coupon now. 


Address 





, oan: ONG 
e, valuable and real that 
in this industry. ...... 
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QUADRANGLE MFG. CO. 


553 West Monroe St. 


ZB Feature 
# , The New Swivel Stem Pendant 


—for Profitable Sales 


Here is an opportunity for sales and profit be- 
cause the Quad Pendant fills a long felt de- 
mand in hospitals, hotels, dairies, creameries, 
bakeries, restaurants, laboratories, beauty par- 
lors, barber shops, packing plants and many 
other places. This is the fixture without an 
equal. 

Quad fixtures are made of Armco Iron Num- 
ber 24 U. S. standard gauge finished in Vit- 
reous (Porcelain) Enamel consisting of a 
ground coat and two coats of white. 


Write now for prices, 
descriptive folder and 
selling information. 





WALL 


Chicago, III. BRACKET 


Permanent white porce- 
lain enamel on_ steel. 
Shade turns to any angle 
at the touch of hand. 
Finished in Ivory and 
other tints if specified. 
Complete with convenient 
outlet switch and glass. 
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A. J. Rogers is president and treasurer 


of the Rogers Electrical Supply Co. ot 
Hartford, Conn. 





























Note the sturdy construction of John- 
son Fans. They’re built for hard, con- 
tinuous service, and past performance 
shows that they live up to expectations. 


Johnson Fans 
mean 
Better Air 
the 
“Year Round” 


It’s just as important 
to have fresh air dur- 
ing the winter as it is 
in the summer. That’s 
the reason Johnson 
Fans are an all-year- 
round product. Re- 
moving fumes from 
kitchens, garages, paint 
shops, foundries, en- 
graving and electro- 
plating shops and sup- 
plying fresh air to 
office buildings and 
shops of all kinds are a 
few of the winter jobs 
delegated to Johnson 
Fans. Don’t overlook 
this important field. 
Johnson Fans have 
proven their efficiency 
on this kind of work 
and there’s one exactly 
suited for every re- 
quirement. 


Write for complete 
information 


Johnson Fan & Blower Co. 
1327 W. Lake. St. 


Chicago 


cial leaders there is a sharp divi- 
sion of opinion as to the extent 
to which prices can and should 
be regulated. It is expected by 
the Federal Trade Commission 
that this investigation will go a 
long way toward clearing up these 
difficulties, as this will be the first 
real comprehensive investigation 
of the subject undertaken. 
Resale price fixing is being 
widely discussed today through- 
out trade and industry. Back in 
1916, a referendum of the Cham- 
ber of Commerce of the United 
States showed 74 per cent. of the 
votes cast in favor of legislation 
permitting resale price mainte- 
nance. Last year in a similar 
referendum 54 per cent. of the 

















Murray Bergmen of the Progress Elec 


trical Supply Co., Brooklyn, believes that 
no man really works with his coat on 
However, he gave us a moment to get tl 
“boys” in a_ picture. 
Daniels, clerk; Murray Bergmen, presi- 
dent; Hy Shapiro, sales manager; Mex 
Rosenblum, secretary and treasurer. 


Left to right: Sid 
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Flexco-Lok and Flexco 
Lamp Guards are a sales- 
man’s line because: 


(1) The line is complete 
for requirements of mod- 
ern equipment and most of 
the old style sockets and 
lamps. 


(2) Simplified. The 
styles and listings have 
been simplified to the 
greatest possible degree to 
avoid confusion. 


(3) Buyers are pleased 


with the guards and users 


are boosters. 


(4) Standardized quan- 
tity production has estab- 
lished a cost level at far 
less than the quality could 
demand. 


(5) Our direct factory 
salesmen work in the in- 
terest of our jobbers, pav- 
ing the way for the job- 
ber’s salesman. 


(6) Now advertised 
a large selected list of 
leading industrial publica- 
tions. 


The  salesman’s line— 
with the salesmen lined up 


behind it. 


The Salesman’s Line 

















LAMP |FLEXCO- LO Kj GUARDS 











KEY-LOCKING 


For Lamps 4” Long or Less 
Lot No. 100 for Standard Brass Sockets 


Lot No. 101 for Ii inch weatherproof 
Lot No. 102 for 14 inch weatherproof 
Lot No. 104 for 1% inch weatherproof 


Wt. 1% lbs. Per carton of Ten List $6.00 


For Lamps 60 watt or Less 

Lot No. 1160 for Standard Brass Sockets 

Lot No. 1161 for 1% inch weatherproof 

Lot No. 1162 for 1'4 inch weatherproof 

Lot No. 1164 for 15% inch weatherproof 

Wt. 2% lbs. Per carton of Ten _ List $6.00 

For Lamps 100 watt or Less 

Lot No. 5600 for Standard Brass Sockets 

Lot No. 5602 for 14 inch weatherproof 
2'\4 lbs. Per carton of Ten....List $7.50 


FLEXCO-LOK are efficient protection against 
theft as well as breakage. One key per 


carton. 
Extra keys Each $0.07 





For Lamps 150 watt or Less 

Lot No. 7600 for Standard Brass Sockets 
Lot No. 7601 for 1s inch weatherproof 
Lot No. 7602 for 1'4 inch weatherproof 
Lot No. 7604 for 15 inch weatherproof 
Wt. 314 lbs. Per carton of Ten... List $9.50 


For Lamps 200 watt or Less 

Lot No. 9600 for Standard Brass Sockets 
Lot No. 9602 for 1! inch weatherproof 
Wt. 33% lbs. Per carton of Ten....List $10.75 


Reflector Guards 
For Lamps 4” Long or Less 
Lot No. 300 for Standard Brass Sockets 
Lot No. 302 for 1'/2 inch weatherproof 
Wt. 2% lbs. Per carton of Ten....List $8.00 


For Lamps 60 Watt or Less 

Lot No. 3160 for Standard Brass Sockets 
Lot No. 3162 for 14 inch weatherproof 
Wt. 3), lbs. Per carton of Ten... List $8.00 


Stseng durable guards of expanded steel reinforced, heavy tin coating. 
pen on hinge in base. Screws are 2 
rustproof and self-retaining. 











(FLEXCO) ¢ 








For Lamps 4’ Long or Less 

Lot No 200 for Standard Brass Sockets 
Lot No. 201 for I inch weatherproof 
Lot No. 202 for 1'% inch weatherproof 
Lot No. 204 for 1% inch weatherproof 
Wt. 13% lbs. Per carton of Ten....List $5.00 
For Lamps 60 watt or Less 

Lot No. 2160 for Standard Brass Sockets 
Lot No. 2161 for Ilys inch weatherproof 
Lot No. 2162 for 1'4 inch weatherproof 
Lot No. 2164 for 15% inch weatherproof 
Wt. 24 lbs. Per carton of Ten List $5.00 


For Lamps 100 watt or Less 


Lot No. 6700 for Standard Brass Sockets 
Lot No. 6702 for 14 inch weatherproof 
Wt. 214 lbs. Per carton of Ten_List $6.50 


Same construction as above, but close with 
slotted round head screws and screw driver. 


NON-LOCKING 





For Lamps 150 watt or Less 

Lot No. 8700 for Standard Brass Sockets 

Lot No. 8701 for Ii inch weatherproof 

Lot No. 8702 for 1'4% inch weatherproof 

Lot No. 8704 for 1% inch weatherproof 

Wt. 314 lbs. Per carton of Ten _ List $8.50 

For Lamps 200 watt or Less 

Lot No. 1070 for Standard Brass Sockets 

Lot No. 1072 for 1! inch weatherproof 

Wr. 3% lbs. Per carton of Ten.._List $9.75 
Reflector Guards 

For Lamps 4” Long or Less 

Lot No. 400 for Standard Brass Sockets 

Lot No. 402 for 1'4 inch weatherproof 

Wr. 23% lbs. Per carton of Ten....List $7.00 

For Lamps 60 Watt or Less 

Lot No. 4160 for Standard Brass Sockets 

Lot No. 4162 for 1'4 inch weatherproof 

Wt. 34 lbs. Per carton of Ten....List $7.00 


FLEXCO PORTABLE GUARDS 


Split handles permit easy adjustment without rewiring socket Note handy 
hook and ring handle lock 


To Measure 


Sockets For Lamps up to 4” 


Lot Number 10-P for 
Standard Brass Sockets 
Lot Number 12-P for 
1'4 inch weatherproof 


Price each, List $2.10 


Reflector Type for 
Lamps up to 4” 
Lot Number 30-RP for 
‘Sn vein eae Standard Brass Sockets 
proof sockets, take di. Lot Number 32-RP for 
ameter next to or be- 14 inch weatherproof 
penny se wes Price each, List $2.25 
Guards will also fit 
oversize sockets. 





— Ta | 
| 
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For Lamps up to 
60 watt 
Lot Number 20-P for 
Standard Brass Sockets 
Lot Number 22-P for 
14 inch weatherproof 


Price each, List $2.16 


Reflector Type for 
Lamps to 60 watt 
Lot Number 40-RP for 
Standard Brass Sockets 
Lot Number 42-RP for 
1\4 inch weatherproof 


Price each, List $2.25 





Packed singly in cartons kets not included. Net wt. 10 oz. Net #t. 12 oz. 











Flexible Steel Lacing Company 


4698 Lexington Street 





Chicago, Illinois 
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TWO JEWELS 


A “Jewel of a Lamp” and a “Jewel 
of a Fixture” only partially 
hint at the beauty of these new 
lighting products which embody an 
entirely new principle of illumina- 
tion. No less an authority than 
Dr. M. Luckiesh of the National 
Lamp Works says in their praise: 
“Not only are they utilitarian but 
it is light in a jeweled setting—light 
itself used decoratively as it should 
be.” 

These two jewels can be sold by 
any jobber even slightly equipped 
to do a wholesale business in light- 
ing equipment. Be convinced that 
nothing we say is exaggeration and 
treat yourself to a marvelous sight 
by ordering a sample at your regu- 
lar jobber discount. 


ALBERT WAHLE CO. 


Incorporated 
METROPOLITAN AND MORGAN AVES. 
BROOKLYN, N. Y. 




















new place in San Francisco. 


This is the counter and a portion of the display room in the Electric Corporation's 
Every man is on his toes under Grover Anderson, sales 
manager, but they’re out on the job and not in this picture. 













votes were for resale price mainte- 
nance laws. The Commission 
today believes agitation for this 
kind of law making will continue. 
Studies of the effects, advan- 
tages and disadvantages of price 
fixing are now in progress in 
many parts of the world. 
Throughout the British domin- 
ions an organization known as 
the Proprietary Articles Trade 
Association seeks to stipulate 
what shall be the resale prices for 
the products of wholesalers, man- 
ufacturers and retailers, and in 
each of these countries there is 
agitation as to what constitutes 
unfair practices in restraint of 
trade. Their problems are strik- 
ingly similar to those of trade 
and industry in the United States. 
(Copyright, August 6, 1927, by Elton J. 
Buckley, Esq., Counsellor-at-law, 1206- 
11 Liberty Building, Broad and 


Chestnut Sts., Philadelphia, Pa.) 
* * 


— 


Changes in Personnel 

Roxpinson Farmer, formerly man- 
ager of the fixture department of the 
Florida Electric Supply Co., Jackson- 
ville, Fla., has been transferred to the 
sales department of the Miami office. 
Lomax McGowan, who was service 
manager at Miami, is now assistant 
service manager at the Jacksonville 


house. R.S. Oliver, Jr., has been ap- 


| pointed manager of the Miami branch, 


replacing L. G. Moore, Jr., who has 
left the company to work with General 
Electric at Bridgeport. 


Reman Wuo esate Electric Co., 
Los Angeles, Calif., has appointed C. 








H. Talmage as sales manager. Mr. 
Talmage was formerly with the West- 
ern Electric Co. at Salt Lake City and 
Kansas City. 


* * 


Tutin and MacLeod 


Form Company 

A. H. Tutin and H. W. Macleod 
have combined forces and _ in_ the 
future will operate as manufacturers 
agents under the name of A. H. Tutin, 
Inc., at 182 Purchase St., Boston. 
Mass. The new company is repre- 
senting the Steel City Electric (o.., 
Metropolitan Device Corp. and _ thi 
Trico Fuse Mfg. Co. in the New 
England states. 

Mr. Tutin started with the Wet- 
Supply Co 
some years ago behind the counter, 
later becoming an outside salesman. 
After the war he went with the Square 
D Co. and then into business for him- 
self as a manufacturers’ agent. [i 
outgrew his original quarters at 12) 
High St. and the first of this vear 
located at the above address. 

Mr. MacLeod comes from the S. B. 
Condit, Jr., Co. also Boston manu- 
facturers’ agents for whom he covered 
the New England states. Both “\! 
and “Mac” are well and favor); 
known throughout New England and 
the combination of the two will not 
only enable them to serve the manu 


more-Savage Electrical 


facturers they represent much bviter 
but the jobbing trade as well. 

A new outside salesman has )ece? 
taken on so that with Tutin and Mac 
Leod the company has three men 0!" 
stantly in the field with another i: sid 
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No. 40 Horton Electric 
Washer. Copper tub; 
}-cup suction type. 





No. 23 Horton Motor 
High Speed Washer. 
Wocdtub. Hand power 





Horton No. 34-64. The 
\asoline-powered washer 
{ the No, 34 Series. 











Horton Automatic 
Ironer. 30 inch,complete 
open end roll; electric or 
gas heat; electrically 
driven. 
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<A Sound Jobber Policy 


‘Builds Dealer ‘Profits 


ORTON firmly believes 

that—and for good reason. 
Your jobber pools for you the 
resources cf hundreds of manu- 
facturers, permitting you to 
carry smaller stock, speed up 
your turnover and thus realize 
greater profits on a decreased 
stock investment. His stock is 
yours, instantly, whenever you 
need it. You rarely lose a sale 
because of delayed shipment. 
More than that. Your jobber 
enables you to devote more 
time to actual selling—to mak- 
ing your store one in which 
people like to buy. He does 
away with most of the detail 
work which you would have 
to do were you to deal with all 
the manufacturers whose stocks 
you carry. 
Horton believes that. 


Too, 


Horton believes that people 
prefer store buying to high- 
pressure, house-to-house can- 
vassing. And so Horton has 
pledged itself to logical, eco- 
nomical methods of distribu- 
tion through your jobber— your 
store—to your customers. 


The Horton line is complete. 
It isone which meets the needs 
and buying power of every 
prospect, sold nationally under 
one known name. That, plus 
Horton’s strong jobber policy,as- 
sures Horton dealersofincreas- 
ing profits. 57 successful years 
in business proves the sound- 
ness of Horton merchandising. 
The high quality of Horton 
Washers and Ironers, recog- 
nized for years and years, is a 
result of low cost distribution 
through the jobber. 


HORTON MANUFACTURING COMPANY 
FORT WAYNE, INDIANA 
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Horton No. 34 Series. 
Submerged agitator type 
washer. Coppertub. In 
electric, gasoline or puliey 
power. 





No. 30 Horton Peerless 
Washer. Wood tub. 
Water-power motor. 








No. 33 Horton Electric 
Washer. Wood tub. Agi- 
tator type. 











HORTO 


Washers 


lroners 





OOD PRODUCTS — Yes! and above all else GOOD FRIENDS 
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REG, U.S, PAT. OFA 


LINK 
SWITCH 


Every electrical contractor is 
interested in a switch as useful 
and economical as the Levolier 
Link Switch. Recommend and 
sell them without hesitation. In- 


stalled on new or old fixtures 
without changing their length. 


Used between two links of chain 
on lighting units having small 


canopies. Resembles a link of 


chain—hardly noticeable after in- 
stalled. 


No extra wires needed. 
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Fuse. 


its life. 


territory. 











the 
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the 
switches from the ceiling. 


| 
| 
| 


lamp—it 


Send today for complete 
description and prices. 
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The Levolier Link Switch is away 
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Try This Fuse 


You frequently find Industrial Plants that are 
experiencing trouble with some one circuit. Here 
is your opportunity to install a Chase-‘Shawmut 
The satisfaction it will give on that circuit 
will secure for you some profitable business and a 
fuse contract which means repeat business during 


Work on this idea on your next trip over your 


THE CHASE SHAWMUT co 











| the following lines: 








to handle the large warehouse sto 
and serve jobbers on pick-up busines 
An additional 3000 sq. ft. of war 


house space is also announced. 
* & % 


Durin Shoots a Little Golf 

A. E. Durin, of the Terry-Duri: 
Co., Cedar Rapids, Ia., is a livin; 
example of the fact that youth mus 
be served, but sometimes last. W: 
are speaking now of Durin’s well 
known ability at golf. We read in th 
Cedar Rapids Sunday Gazette of Sep 
tember 4 that Durin clashed with and 
defeated Ed Soboda, Jr., in the fina! 
round of the City Championship gol! 
the Cedar Rapids 
Country Club -course, 10 up and 8 to 


tournament on 
play. Durin went out in 88 against 
42 for Soboda. 

Consistent playing was the particu 
ular program of shots in Durin’s bag 
and the good golf all the time dis- 
played by the 44-year-old veteran won. 

* * * 
North State Takes on 
New Lines 

The North State Electric Suppl; 
Co., Raleigh, N. C., recently took on 
Cunningham ra 
dio tubes; Majestic eliminators; New 
combe-Hawley reproducers, and Thor 
washing machines. 

* * & 

Fox Takes Cunningham Line 

The Fox Electric Supply Co., of 
Elgin, Ill., formerly known as _ the 
Elgin Radio Corp., has recently been 
appointed a distributor of Cunning- 
ham radio tubes, according to an an- 
nouncement by E. E. Hasselquist, 
secretary. 








“Here’s a good picture for you,” said 
W. J. Jockers, vice-president and genera! 
manager of the Great Northern Elec. Ap- 
pliance Co., St. Paul, Minn., “A couple of 
real electrical dealers registering prospe'- 


ity.” Left to right, Wm. E. (Bill) Lind 
berg, Peoples Electric Co.; V. A. (Vern) 
Wright, Pioneer Electric Co., and \". 
Jockers himself. 
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You’re Selling 
Satisfaction With 
Every Foot of 
Durabilt Products 


D 





DURAWIRE 


Rubber-Covered Wire 
and Flexible Cords 





fee UR On 


The Safe Armored Cable 
and Flexible 


Steel Conduit 





DURACORD 


> 0 om on 


The heavy-duty 
Portable Cord 








Bw 


rrr) 


The fast-fishing 
Single-Wall Loom 

















Pa U Sem or 


The Non-Metallic 
Sheathed Cable 
of Known Quality 








Sp 


pei 


TUBULAR WOVEN FABRIC COMPANY :: 


PARAFFIN 
FINISH 
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URAWIRE 


Reg. U. S. Pat. Off. 


A Cleaner, Smoother, and 
more Flexible wire than 
any you ever used. The 
surface won’t soil your 


hands. 

No sticking or jamming 
—just a quick, smooth- 
sailing wiring job that pro- 
tects your profits. DURA- 
WIRE was always good — 
now it’s better than ever. 


it’s one of the 


Q Durabilt Products 








G 


av 


PAWTUCKET, R.I. 





uf’ DURABILT:. Me | 


12 2X0) 9) Of OF 
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Bull Dog As- 
sembled Split 
Knobs _ furnish 
best possible 
insulation for 
all general 
wiring purpose. 












Illinois_ Por- 
celain Tubes 
are furnis 
ed glazed or 
onglazed in 
all approved 
types anc 
sizes. 


Illinois Telephone 


Insulators include a 
wide variety to meet 
eve.y requirement. 


assortment of 


A large 
styles in strain insula- 
tors from which to se- 
lect. 





A Complete Line 


Whatever your insulator requirements 
may be, from porcelain cleats and 
knobs to high tension transmission line 
insulators, there is an Illinois product 
which will give you service of maxi- 
mum dependability. 

A long, practical experience in the 
electric porcelain field, a largé modern 
plant located within a short shipping 
radius of any point in the United 
States, and a highly specialized organ- 
ization are back of Illinois Insulators. 
A new 144 page catalog showing the 
many and varied types of insulators 
and kindred products manufactured by 
this firm, is now ready to send to you. 
Write for your copy today. 


ILLINOIS ELECTRIC PORCELAIN COMPANY 


MACOMB, ILLINOIS 


ILLINOTS 


INSULATORS 









Whatever the re- 
quirement there 
is an_ Illinois 
Transmission Line 
Insulator to meet 






Illinois Porcelain c leats 
can be had glaz 

glazed in B. & D. or stand- 

ard one wire types or two 
and three wire sizes. 






or uULe 


| 





| jobbers and dealers. 
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Addition to Raytheon 
Personnel 

The Raytheon Manufacturing Co. 
of Cambridge, Mass., announces sev- 
eral additions to its personnel. 

E. S. Riedel has been appointed 
sales manager in charge of sales to 
Mr. Riedel was 
formerly vice-president in charge of 
merchandising of the Reichmann Co. 
of Chicago. 

N. McL. Sage has been appointed 
sales promotion manager, co-operating 
with the manufacturers of Ray- 
theon-approved equipment in further- 


| ing the success and sales of Raytheon 


devices. Mr. Sage was formerly with 


the Aberthaw Construction Co. in an 
executive capacity. 
D. E. Replogle, long associated 


with the company, is now in charge 
of the service laboratory, testing the 
equipment submitted by manufactur- 
ers and otherwise collaborating with 
them in the proper application of 
Raytheon rectifiers. 

W. K. Fleming, formerly general 
manager of the Storad Manufacturing 
Co. of Cleveland, has joined the Ray- 
theon laboratory staff and is in charge 
of research work on improved filter 
circuits, 

* 


* * 


_ Trumbull-Vanderpoel Changes 


The following changes in personnel 


are announced by the Trumbull-Van- 


| derpoel Electric Manufacturing Co., 


of Bantam, Conn. Mark Carroll, who 
has been representing this company 
in the Connecticut territory, is to take 
the position of sales engineer in the 
Frank Bennett, 


will, 


factory. who has 


been in the home office, in the 
future, be connected with the Chicago 
office. Neal Walsh, formerly with the 
A. R. MeNally Co. at Cleveland, has 


been appointed district sales manager 
for the state of Ohio. 


IN THE INDUSTRY 





_ Doubleday-Fill to Distribute 
Rice Refrigerators 

The Doubleday-Hill Electric Co.. 
Washington, D. C., have been mad 
distributors by the Rice Products. 
Inc., of the Rice refrigerators. The, 
will cover the states of Maryland. 
Virginia, North Carolina, and tli 
District of Columbia. 

The company held a sales confer 
ence recently in connection with this 
refrigerator at which James H 
Frazier, of Rice Products, talked o: 


the sales features of the Rice line. 
+ omy 


Lighting the Air Lanes 

More than 2,000 of the nation’s 
9,475 miles of air routes have been 
marked out with electric lights for 
the guidance of night fliers. Revol) 
ing searchlights of 2,000,000 candle 
power are placed at intervals of from 
10 to 25 miles, with “blinkers” and 
other small lamps between. = This 
year about 1,700 additional miles wil! 
be added to the fast-growing net 


work of light lanes. 


* * * 


Geo. B. Thomas Passes Away 

George B. Thomas of the engineer 
ing staff of the Bryant Electric Co. 
died September 8. Mr. Thomas had 
been with that company for over 25 
years. His special work was in de- 
signing and improving ‘methods of 
manufacture, including the perfection 
of a number of devices manufactured 
by the Bryant Electric Co. He was a 
member of the American Society 


Mechanical Engineers. 
* * * 


Braid Holds Dealer Meeting 

The Braid Electric Co., Nashville. 
Tenn., held its annual Atwater-Kent 
dealer meeting at the Andrew Jackson 
hotel in that city on August 15 and 16 
Over 200 dealers and manufacturers 
representatives attended. 


ot 








The Autovent Fan & Blower Co. has 
offices at 1805 N. Kostner Ave., 


Chicago. 





moved into its new factory and gener’! 
This plant which gives the compan) 


much larger quarters in which to take care of its increased business has be! 
(See Page 156) 


furnished throughout with new equipment. 











—_ Fee = 
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Ray-o-vac 


scores again. 
With a flashlight built to last a lifetime 








OW you can sell a flash- 
light that is practically 
trouble-free ... one that won’t 
come back on you with faulty 
insulation or a defective switch 
that short circuits! 

This new Ray-O-Vac flash- 
light contains the most impor- 
tant improvements in flashlight 
construction since the invention 
of portable electric lights! 




















How the new Ray-O-Vac 


flashlight is built 


All the working parts—includ- 
ing the complete switch mecha- 
nism and bulb—are housed in 
one removable unit. 

Short circuits in the switch battery from breaking the bulb than flashlights made merely 
cannot occur, because the insu- when the flashlight is dropped to sell at a price. That will 
lating parts are of bakelite, the or jarred ...and even when mean larger sales. 
perfect non-conductor. Instead the lamp is not screwed tightly And being nationally adver- 
of the less certain friction in place, it continues to light, tised, sales will be easier and 
method, a plunger makes the becausea floating contact point there will bemoreofthem. To 
electrical connection. insures connection with the display these flashlights prop- 

A shock absorber prevents the current. erly, a special case—as attrac- 

The finely finished reflector tive as a chest of silver—has 
is fully enclosed inthe head unit been designed. (See illustra- 
and cannot be soiled when tion.) Getit...showit! Sales 


In most old-style flashlight switches, electrical contact is made by an uncertain sliding 
mechanism. In the new Ray-O-Vac flashlight, the switch is of rotary type. To open 
ét, turn the handle with the thumb from left to right. It will stay open. This brings 
into view the plunger button. For intermittent or flashing light, gently press the but- 
ton. If you want a steady, continuous light, press the plunger button down until it 
locks. Then, to shut off the light, simply release the switch handle. It will spring back 
into the closed position, when it is locked against accidental discharge of the light. 





beautiful case has been especially prepared for dis- 

ing the new Ray-O-Vac flashlights. It contains 

flashlights, representing four different types o f 

‘ods, both nickel and black cases, and both 2- and 

‘l sizes. Here is the fullest, most varied, highest 

\ lity flashlight line that you ever showed your trade. 
Get this case and notice its effect on sales! 


changing lamps. 

The barrel cannot break be- 
cause it is made of heavy gauge 
brass, and it rarely dents, be- 
cause the brass is fluted or 
ribbed and its strength greatly 
increased. 


How to display it 
Naturally, this new Ray-O-Vac 


flashlight—which is built for life- 
time service—will sell for more 


will follow just as surely as 
everybody likes beautiful 
things and honest merchandise. 

Have your house write us 
for further information. 


FRENCH BATTERY 
COMPANY 


MADISON, WISCONSIN 
Also makers of Ray-O-Vac radio batteries, 


Ray-O-Vac ignition batteries and Ray-O-Vac 
flashlight and lantern batteries. 
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J=— 
4 COMES IN 
POWDER FORM 


OBBERS:—Here is a line of 

solder for you to offer your deal- 
ers which will create a big market 
for both them and you. 

S. O. S. Solder comes in powder 
form. The user mixes it with water 
to make the paste. May be applied 
with small bristle brush or dip. 


\ 


o 
r 4 
Xe 


torch; alcohol lamp; candle, or 
matches. 

S. O. S. Solder contains no acid; 
it will not corrode. Made of pure 
metal. Anneals to copper or brass. 
It is economical, efficient, and a time 
saver. 

Jobbers are invited to write us at 
This solder can be used with any _ once for full information and terri- 


kind of heat:—alcohol torch; gas torial arrangements. 


THE UNIVERSAL SUPPLY CO. 


Fairmont Manufacturing Chemists Minnesota 


KLEIN TOE 


GWHZZZCC 





















coy t 


aN. 


ST. 1857: 


TRADE” MARK 
REC. 





& Sons 





wits KLEIN 
# Established 1857 





Steinite’s New Distributors 


The Steinite Laboratories, Chicago 
announces the appointment o* the Jos 
M. Zamoiski Co., of 111 West Red- 
wood St., Baltimore, Maryland, th: 
Electric Supply Co., 512 Erie Street, 
Toledo, Ohio, and the Republic Radio : 
Corporation of Detroit, Mich., as ex- 
clusive distributors of Steinite sets. j 
The Electric Supply Co., is to bs 
complimented in having secured the 
services of R. W. Tem Broeck t 
handle its radio department. Mr. Tem 
Broeck is well acquainted in the radi 
field. 


* + 


Sylvania Products Appoints 
Metropolitan Distributors 


The Sylvania Products Co., Inc., 0: 
Emporium, Pa., manufacturer of Sy! 
vania radio tubes, have appointed 
Wiedenbach-Brown Co., Inc., of 25 
East 22nd St., and the Import & Dis 
tributing Co., of 156 Chambers St., as 
their distributors in the Metropolita: 
District. 








Here he is—A. J. Maschauer, bette: 

known as “Old friend Maschauer,” trave! 
ing salesman for Doubleday-Hill Electric 
Co., Washington, D. C. He has been wit! 
the company since 1915, starting as truck 
driver, receiving quick promotion to 
ceiving clerk and was filling the position 
of shipping clerk, when he gave his ser’ 
ices to Uncle Sam. He was attached +) 
the Signal Corps of the Heavy Arrtille: 
of the United States army, June, 1917, an 
stationed at Bliss Electrical school in 
Washington, D. C., later transferred to t! 
Fifth Regiment of the Field Arrtille: | 
Brigade at Camp Jackson, Columbia, S. ‘ . | 
and was on the water going across wh! 
the armistice was signed. 

His old firm welcomed his return « 
gave him a position as stock clerk and in 
a short period promoted him to stc™ 
salesman, and soon after he came out «!) 
the road as traveling salesman. 
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MY 


\ al / 


GET MORE 
of THIS SEASON’S S$ 
‘ 


— 


LIGHTING BUSINESS 


and to get it 


AT A PROFIT 


Investigate the CLG 
Exclusive Lighting Unit 
Proposition 


— Wire — 


CONSOLIDATED 
Lamp & Glass Company 


CORAOPOLIS, 


Yn. ow 


\Y 


Sales Co-operation 
Advertising Co-operation 
Faster Sales 
More Profit 
Satisfaction 


ay} tus 
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Sell Emerson a | 





2760 


Exhausters Sell All Year ’Round 


Ventilation is an all-year essential in factories and stores, es- 
pecially in halls, theatres, restaurants and every business cater- 
ing to the public. 

Emerson Exhausters, sizes 12 to 30 inch, A.C. and D.C.,, 
meet every need for quiet, efficient ventilation. Prompt ship- 
ment from St. Louis, New York, Chicago, Dallas and Houston. 


| The Emerson Electric Mfg. Co. 


2018 Washington Ave., St. Louis, Mo. 
806 W. Washington Blvd. 50 Church Street 
Chicago New York 

















REAL WOOD 


Inlaid FLUSH PLATES 


Since the advent of electricity 
for lighting, there has been 
continuous progress in the de- 
velopment of appliances that 
add artistry to the utility of 
lighting. This Bryant “De 
Luxe” plate, inlaid with gen- 
uine mahogany, is the last word in flush plate 
design. 





2 SSeS SSS SSS SSS SSS SS SSS Ses eee eeee ee eeeeeeeee% 
iJ i 
: BRYANT ELECTRIC CO., Bridgeport, Conn. - 
s Gentlemen: ‘ 
' Please send me _ illustrated circular describing ; 
- the full line of Bryant “De Luxe” Flush Plates. ‘ 
tN. 1 
Se emer Staite Ses Ce ee i 
§ Address ..........-. seca eee ee ee 
; CE Bee ener ee ae ee nose eels +o ' 
; | ee ae et em ' 
a £ 
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Tampa Hardware to Handle 
Transformers 
The Electrical Division of th. 
Tampa Hardware Co., Tampa, Fla. 
has been appointed a distributor 0: 
Kuhlman distribution, power an 
street lighting equipment. 
The company has also been ap 
pointed an R. C. A. distributor. 


* * * 


Roseberry-Henry “Kondu” 
Distributor 

The Roseberry-Henry Electric Co 
of Grand Rapids, Mich., has been ap 
pointed distributor for the Erie Malle 
able Iron Co. to handle “Kondu 
fittings in western Michigan. This 
addition to its now well known and 
popular lines including Westinghous: 
and Westinghouse Lamp Co., will add 


| materially to its service. Develop- 


ments in the past year in connection 
with this company have been pro 
gressing very satisfactorily. 
* * * 
Master Electric Appoints 
Detroit Manager 

Mr. J. B. Price has been appointed 
manager of the Detroit office of the 
Master Electric Co., located at 89 EF. 
Baltimore St. Mr. Price has had a 
very wide and varied experience in 
motor applications of all kinds and is 
thoroughly competent to render sound 
engineering advice upon any motor 


problem in his territory. 
* * # 


Superior Stocks Motor 
Repair Parts 

The Superior Supply Co., Bluefield, 
W. Va., has arranged to stock motor 
and electric locomotive repair parts 
which will include armatures, arma- 
ture coils, field coils, brush holders, 
brushes, gears, etc., for Westinghouse 
equipment. This service, the company 
believes, will result in more business 


from satisfied customers. 
* * * 


Real Tact 
A tactful salesman, instead of 
driving a dealer to a payment by) 
threatening withdrawal of credit, per- 
suades the dealer that he should pay 
in order to strengthen his credit posi- 


tion in the future. 
* * * 


The following letter was received 
recently by a company which manu- 
factures corn syrup: 

“Dear Sirs: Though I have taken 
six cans of your corn syrup, my fect 
are no better now than when ! 
started.” 
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The Greatest Aid to Lamp 
Merchandising Ever Offered! — 


TT. Edison Merchandiser is a complete, 
attractive, and sales producing merchan- 
dising aid. There is nothing else like it in the 
selling branch of the electrical ‘industry! 















ght up EDISON 


lg _ MAZDA 
with 1. MPS 


Combined in this unit you have a sales aid 
that attracts people to your lamp counter; re- 
minds them to buy by the carton; shows the 
right lamp for every type of fixture; provides 
facilities for testing and demonstration; and 
furnishes space for a reserve stock of Edison 
Mazpa* Lamps. 


Some of the many features of the Edison Merchan- 
diser are: 


1. Two five-lamp attractors, one front and one 
rear. 

. Folding card rack and display card. 

. Fitted carton shelves. 

. Two test sockets. 

. Five individual price cards and holders. 

. Five lamp compartments. 


NIH MN HS W PY 


. Removable sign holder with provision for 
changing copy. 


Oo 


. Re-enforced metal table finished in maroon 
to match the Edison Merchandiser. 


9. Reserve shelf for extra cartons of Edison 
Mazpa Lamps. 


1, 4 10. Compartments in rear of Edison Merchan- 
diser for additional cartons. 


a Fe The EDISON® 


Your Agents need the Edison Merchandiser. 


“i | It will pay for itself many times over in in- MER E 
ss [— creased lamp sales. Ask every Agent to buy C R 


one now! 
PRICE: 
“ 1 Edison Merchandiser . . .... . $7.95 
“ & a rr 
nf Complete in every detail 


$14.45 Delivered 


*Mazpa — the mark of a research service 


DISON MAZDA LAMPS 


GENERAL @ ELECTRIC 


; 





a 
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HE Pacific Radio Exposition, 
held at the Civic Auditorium, San 
Francisco, was designed to be inter- 
esting to the radio dealer, as well as 


to the radio public. Those in and 
about the vicinity of San Francisco 
generally maintain that the cool 


weather and the fact that their Au- 
gust is not warm, allows for more radio 
in the summertime than is possible in 
the average locality. The attendance 
at the show indicated this, and the 
great interest and attendance from the 
very opening proved that the start 
of the radio season was at hand. 

Each 10 until 12 
o'clock, reserved for 


morning, from 
the time 


Jobbers, manufacturers, and 


was 
dealers. 
manufacturer's 
present at the show each morning in 
order to talk to dealers and to deal- 
from the 


representatives were 


ers only. Consequently, 


Pacific Radio Exposition for Dealer and Public 
By DON C. 
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WALLACE 
jobber’s standpoint, this time was just 
about the most valuable of the entire 


show, as he could personally meet 


and talk with his dealers who in a 


great many cases, came hundreds of 
miles. A large number of dealers 
also came in during the afternoon 
session and during the evening, in or- 
der to look over the exhibits while 
the In this 
they could get first hand information 


crowd was there. way 
as to the reaction of the average per- 
son to various pieces of apparatus. 
Most of the jobbers had a large part 
of their outside selling force present, 
as they were certain that the maximum 
benefit would accrue to their houses 
from contact with visiting dealers, 
and with the public. 

Each 


gallery was lined with people listening 


afternoon and evening the 





IN THE INDUSTR\ 





to the radio program, while those wh. 
came to visit the booths alone wan 
dered about among the exhibits. Th 
arrangement of the show was sucl 
that all might see the broadcasting 
studio, a huge, elevated, complet 
broadcasting room, high above th: 
heads of those on the floor below 
The front of this studio was compose: 
of plate glass, and, due to the fin 
Western Electric amplifier system, 
the appearance and reproduction was 
such that it seemed as if the broad 
casters were really entertaining thos: 
below with little thought to those out 
side who might be listening to the 
same program. The Orange Network 
broadcast during the week, as well as 
the various Bay District broadcasting 
stations. 

Various electrical and radio devices 
used by the trans-Atlantic and trans 
Pacific fliers were on display. RCA 
had a tape sending and receiving ma 
chine installed, showing how marine 





Radio World’s 


A general view of the main exhibition hall in Madison Square Garden, New York, showing some of the exhibits of the four‘) 
Fair, which opened September 19. 


bal 
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The Right Tube 
in the Right Socket 


There are now twenty distinct types of Cunningham 
Radio Tubes, each expressing the correct balance in 
design and specification to perform a definite function 
most efficiently in the radio receiver you are selling. 
Every jobber and dealer will appreciate the value of 
specifying Cunningham Radio Tubes for every socket. 
By so doing you are not only insuring performance in 
the radio set you sell, but you are building consumer 
satisfaction. 








Twenty different types— 
all in the Orange and Blue carton. 


E. T. CONNINGHAM, INC. 


New York Chicago San Francisco 


| | 1999 “Standard for all § 
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and trans-oceanic communication was 
carried out. 

The exhibits indicated that a greater 
standardization had taken place in the 
manufacture of radio equipment than 
A minimum number of 
of ad- 


ever before. 
controls, a minimum number 
justments, more beautiful appearance, 
handsomer cabinet work, all brought 
out the idea that radio sets of this 
year will be better built and that the 
factories have a better conception of 
what is fine and useful in radio sets. 

The show was simply covered with 
sets which could be plugged right into 
the lamp socket, necessitating no bat- 
teries Methods whereby 
this can be done by means of power 
devices AC become 


so common as to be practically stand- 


whatever. 


and tubes have 
ardized. 

Some of the booths were very beau- 
tiful. The Kolster booth was typi- 
cally Californian and looked for all 
the world like a radio orange show. 
Crosley had another California set- 
ting, with Mission walls and draperies. 
Both RCA and Atwater Kent strove 
to outdo themselves, the former with 
steps and carpets leading to a shrine 
and the latter with a beautiful, luxu- 
Radio 


passes and radio beacon equipment, 


rious Chinese pagoda. com- 
which have caused so much public in- 
terest of late because of the numerous 
flying expeditions, were shown both 
by the Federal Telegraph Co. and by 
the Radio Corp. of America. 

Many of the booths, such as Strom- 
berg Carlson and Day-Fan, were ar- 
ranged for the comfort of those de- 
siring a more leisurely inspection of 
the It seems 
that many of the manufacturers were 
specializing on AC (no-batteries) re- 


sets under discussion. 


ceivers this year. Apex, Spartan, Mo- 
hawk, Howard and Kellogg were all 
there with their fine looking sets and 
handsome booths. The Bosch booth 
was a monument to the days of chiv- 
alry, with six-foot, armored giants 
guarding the Zenith 
both the inside and outside of their 
10-tube, single-dial control sets. West- 
ern Air Patrol had a miniature stage, 
changing the thought from the pleas- 
antry of the immediate show to the 


sets. showed 


scenes and enjoyment to be had from 
the quiet evenings at home. Gilfillan, 
Sonora, Bremer-Tully, Steinite and 
many others were all there striving to 
meet favor with the discerning public. 

One set of booths, those of the 
Coast Radio Supply Co., stood out dis- 
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tinctly because of their floral decora- 
tions, which together with the touch 
of radio lent a softer thought to the 
scene. Hale’s’ interspersed their 
radio with movie shows. Halowat’s 
had a device on top of their set which 
blazed forth the call letters in visible 
form as the station was tuned in. It 
certainly was uncanny to turn the dial 
to the various stations and see the call 
letters light up on the screen above, 
just as the dial was tuned to this or 
that station. 

Various magazines and newspapers 
were well represented with substantial 
booths. 

The parts and accessories booths 
certainly had their hands full. It 
seems that no matter how well people 
like a finished set, or how much of 
dyed-in-the-wool experimenters they 
are, the mystery of the wriggling meter 
and the snappy assembly of home- 
built to them. 


apparatus appeals 


THE INDUSTRY 





Jewell had an enormous collection o 
meters, including the earth inducto; 
galvanometer supplied on the Pionee 
earth inductor compass which guide 
Lindbergh to Paris. It was also used 
by Chamberlain, Byrd, Maitland, Goe 
bel and Jensen. Manufacturers’ rep 
resentatives of the various companies 
had snappy exhibits, Jewell, Magna 
former, Remler and Lynch acciden 
tally appearing in a sort of group 
The National Co. showed its new B 
power supply to advantage with 
panel which showed the milliamperes 
and the voltage in each circuit as wel! 
as the total milliamperes. 

Other parts manufacturers, batter, 
companies, manufacturers of power 
packs and power units, as well as 
several new companies appeared to 
advantage in their booths. 

Moving pictures were on every hand, 
as this sort of miniature action in 

(Turn to Page 112) 




















In the mining country of the southwest, radio waves are now being put to 


use for locating underground mineral deposits. 


The “radioro” process, as it is 


called, comprises a high frequency broadcasting set, and a receiving set with di- 
rection finding loops, the complete outfit being portable and weighing slightly less 


than 50 pounds. 


When set up for operation, the broadcasting set sends out an 


alternating electrical current of high frequency, and creates a large primary electro 


magnetic field. 


If a conductive ore body is present within the primary field sv 


created, some of the current will naturally flow through and thus create the second- 


ary electro-magnetic field. 


The next step for the radio prospector is now to de- 


termine the axis of this secondary field, and thus find the length and depth of the 


mineral deposit. 


This is done with the receiver and its direction finding loops. 


By 


listening in, and making observations at the same time, he is able to plot the entir« 
area covered by the transmission, and by the strength of signals, he charts his 


field, and places the mineral deposit, if any, with surprising accuracy. 


The photo 


graph shows a view of the broadcasting set used by radio mineral prospectors ir 


the field and in operation in Southern California. 





Photo by Herbert, Inc. 
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¢ 
: &€ A 99 Contains no battery. 
Balkite A The same as Balkite 


“AB” but for the “A” circuit only. Not a 
battery and charger but a perfected light 
socket “A” power supply. One of the most 
remarkable developments in the entire ra- 


dio field. Price $32.50. 





Balkite “— One of the oe lived 


devices in radio. The 
accepted tried and proved light socket “B” 
power supply. The first Balkite “B,” after 
5 years, is still rendering satisfactory serv- 
ice. Over 300,000 in use. Three models: 
“B”-W, 67-90 volts, $22.50; “B”-135° 135 
volts, $32.50; “B”-180, 180 volts, $39.50. 
Balkite now costs no more than the ordi- 
nary “B” eliminator. 





Balkite Chargers 


Standard for “A” batteries. Noiseless. Can 
be used during reception. Prices drastically 
reduced. Model “J,”* rates 2.5 and .5 am- 
peres, for both rapid and trickle charging, 
317.50. Model “N” Trickle Charger, rate 
5 and .8 amperes, $9.50. Model “K” Tric- 
kle Charger, $7.50. 


* Special models for 25-40 cycles at 
slightly higher prices 


Prices are higher West of the 
Rockies and in Canada 





You nho longer need 
gambler’s luck to stay tn the radio business 


Time was when no radio dealer 
could tell at the beginning of the 
season whether the devices he 
would sell would stay sold. When 
it required as much gambler’s luck 
as selling ability to make a profit. 

Look for example at the “B” field. 
Of 3 “B” eliminators offered the 
first year Balkite “B” was put on the 
market, and of 16 offered during the 
second, except Balkite “B” not one 
remains in its original form. All 
others have either been radically 
revised in principle or withdrawn. 
And every device that turned out 
to be wrong or was withdrawn cost 
some radio dealer money. 

Today luck is no longer the 
determining factor in your profit. 
What deter- 
mines whether 
your business 
is profitable is 
whether you 
choose sound 
merchandise to 
sell. You need 
no longer sell 
experiments. 


In the radio 





Balkite **AB”’ Contains no battery. 


A complete unit, replacing both “A” and “B” batteries 
and supplying radio current directly from the light 
socket. Contains no battery in any form. Operates only 
while the set is in use. Two models: “AB” 6-135, 135 
volts “B” current, $59.50; “AB” 6-180, 180 volts, $67.50. 


power field the established leader is 
Balkite. Established by its pioneer- 
ing— by a laboratory that produced 
the first noiseless battery charger, the 
first trickle charger, and today most 
important of all, Balkite “AB” and 
Balkite “A,” both without batteries. 
Established by performance at the 
hands of its owners. It is a well-known 
fact that Balkite Radio Power Units 
are today among the longest lasting 
devices in radio. Balkite owners 
have been satisfied owners. Balkite 


dealers have always made money. 


Balkite—the tried and reliable— 
offers you a complete line, to serve 
every radio power requirement, at 
the lowest prices in Balkite history, 
backed by one of the largest ad- 
vertising cam- 
paigns in radio. 
(Balkite is the 
third largest ra- 
dio advertiser.) 
Concentrate 
on Balkite in- 
stead of scat- 
tering your ef- 
fort and you'll 


make money. 


FANSTEEL PRODUCTS CO., Inc., NORTH CHICAGO, ILL. 


FAN Stee 


Bal 








kite 


‘Radio Power Units 
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New Radio Products, Illustrated 








The model “E” Standard, a product 
of Albert Wahle Co., Inc., Brooklyn, 
is an attractive ensemble built to 
harmonize with the Atwater-Kent 
model “E” speaker with which it is 
shown here. The stand is finished in 
a two tone bronze and gold. 


15 V 


1) 
TYPE M26 
| 1.05 AMP 





The C. E. Mfg. Co. Inc. Provi- 
dence, R. I., announce further addi- 
tions to their line by the introduction 
of two new A-C tubes operating di- 
rectly on alternating current. One 
type will be known as the M26 and is 
a 11% volt filament tube. This tube 
is best suited for radio and audio 
stages and is said to show a remark- 
able freedom from A-C hum even 
under the most strenuous operating 
conditions. The other new tube will 
be known as type N27 and also op- 
erates on raw A-C. This tube is of 
the separate heater type with a five 
prong base carrying the cathode con- 
nection in the base itself. This tube 
is particularly suited for use as a de- 
tector although it may be used as an 
amplifier as well. 









































The Algonquin Electric Co., Inc., 
245 Fifth Ave., New York, has an- 
nounced its new remote control radio 
tuning unit. It is presented under 
two forms, mechanical and electrical. 
It may be held in the palm of the 
hand, The electrical unit is furnished 
with 12 feet of wire, although ad- 
ditional lengths can be used if de- 
sired. This type operates on a closed 
circuit and controls the set from any 
distance. The mechanical type oper- 
ates automatically with volume being 
controlled as in the electrical unit. 








A radio “A” battery is announced 
by Vesta Battery Corp., Chicago, in 
a clear glass case, through which the 
water level in the battery is clearly 
visible at all times. This is an ad- 
vantage over the rubber case type, in 
which one had to lift the battery out 
into the light and take off the vent 
caps of each cell to look into it to 
see the water level. In addition to 
the clear glass case on the New Vesta 
Radio “A” battery, there is a “3 ball” 
type hydrometer built into the case. 
This shows the state of charge at all 
times. 


The Balsa Wood Corp. of New 
York has introduced a line of com- 
plete reproducers and the accompany- 
ing illustration portrays the deluxe 
model. Measuring approximately 20 
by 30 in. and supported in a well- 
proportioned easel—the deluxe model 
is of just the proper size to blend 
with the furnishings of either a large 
or a small living room. The wood 
work is beautifully finished in antique 
gold. The cloth covering which makes 
the face of the reproducer is of per- 
fectly blended coloring with a pre- 
dominance of red. Two graceful 
flamingoes occupy the center of the 
picture while the background is sym- 
bolic of their habitat. 

The rear of the reproducer is 
covered with a cloth material finished 
in a pastelle blue. The rear cover- 
ing, like the front, is held in place 
by a gold beading and the outside 
edge of the entire frame is finished 
in gold to match. 

In the center of the rear covering 
a small circular, pouch-like section 
has been provided with a silken draw- 
string to permit adjustment of the 
driving mechanism if necessary. 











Temple, Inc., 213 Peoria St., Chi- 
cago, has announced its “comparator” 
to the trade. This unit is capable of 
comparing five speakers, switching, it 
is said, from one to another without 
the loss of a single note. It gives 
the dealer an opportunity to demon- 
strate and compare tone values in a 
definite, practical manner. 
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Warning! 


There is still a great deal of misleading advertising appear- 
ing in the public press on radio. Unscrupulous advertisers 
take advantage of the fact that a vast majority of the public is 
unversed in the technical side of radio. 


Following the popularity of Battery Eliminators, manufac- 
turers and dealers saw the advantage of selling sets complete 
with power units; then there are the new A C tube sets 
equipped for use with a B-Power Unit and a Transformer for 


the “A” side. 


Many advertisements of the above popular “All-Electric 
Radio Sets” carry such statements as: 


“No Batteries, No Eliminators, 
Your Light Socket Supplies all Power” 


Such statements are absolute falsehoods and are unfair to 
honest advertisers. No electric radio set has ever been built 
or marketed which does not require a so-called “B Battery 
Eliminator,” better termed a “B Current Supply” or “Power 
Unit.” The current as it comes from the light socket is totally 
unsuited to operate any radio set without the use of power 
units. 


Buy your new electric receiving set and power unit, there- 
fore, from manufacturers and dealers who tell the truth. 





This advertisement printed in the interest of fair trade by 


GRIGSBY-GRUNOW-HINDS COMPANY, CHICAGO 


Manufacturers of Majestic Electric Power Units 
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New Radio Products, Illustrated 











Rear view, showing 
handy handle, re- 


The Trimm Radio Mfg. 
Co., 847 W. Harrison St., 
Chicago, is manufacturing 
the cone speaker here 
illustrated. ‘This speaker, 
which is 17 in. in diame- 
ter, is said to reproduce 
the low notes as well as 
the high with fidelity. It 
is built on the balanced 
armature principle, mak- 
ing it well adapted for 
operation with semi-pow- 
er and power — tubes. 
The unit is equipped with 
a handy handle and the 








4201 Belmont Ave., Chicago, is man- 
ufacturing the “Hiboy” model 55 con- 
sole set shown above. This model is 
finished in attractive blended walnut 
and contains a built-in loud speaker. 
A six tube set is incorporated into 


this model. 








The Alden Mfg. Co., Springfield, 
Mass., announces its new ‘“Na-ald” 
electric phonograph “Pick-up.” This 
unit is attached to the phonograph 
and amplifies the music through the 
radio set. Two features are the built- 
in volume control and the needle 
scratch filter. A patented clip and 
switch connection to the radio saves 
removing the detector tube when us- 
ing the “Pick-up.” 








movable base and cone may be used up- 

wall mounting right on the ornamental 

bracket base installed in a con- 

sole, or the base removed 

for wall mounting. 

B. B. L. Speaker, Inc., 101 W. 31st 
St., announces a 24 in. double cone 
a : F . loud speaker of the balanced arma- 
The All-American Radio Corp., I alanced arma 


ture type, using a large wide arma- 
ture in the unit. The sloping pole 
pieces are built up of laminated sili- 
con steel. The speaker is supported 
by a tripod base and also has pro- 
vision for hanging on the wall with 
the base removed. The overall height 
of the speaker is 27 in. 





The Amoroso Mfg. Co, Boston, 
Mass., is manufacturing the “Nifty” 
ground clamp shown above. No tools 
are required and no soldering is nec- 
essary. This clamp, which is made of 
tinned copper and brass is adjustable 
from ¥, in. to 142 ins. A thumb screw 
bores to a positive contact. 











One of the new loud speakers of 
the Tower Mfg. Corp., Boston, Mass., 
is the model 28 shown above. An 
elaborate heraldic grill of authentic 
design covers the front of this drum 
type cone speaker. 








The Acme Electric & Mfg. Co., 1444 
Hamilton Ave., Cleveland, O., has just 
announced its new “Pearl-O-Cone” 
loud speaker. It is 19 in. high, has a 
cone 17 in. in diameter, and is made 
of pearl Pyralin. It is furnished in 
a variety of color shades. 
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TA7 
Pat. app. for 






























TRADE MARK, REG US. PAT OFF. 


REMOTE CONTROL Radio Tuning Unit 


Not since the sensational Thermiodyne Master Control of 1924 has any radio 
tuning device attracted so much favorable attention. Test it in your own home 










Pat. app Place your receiver on the opposite side of the room, in the attic, another room. 

saa or even a closet and locate stations, tune, regulate volume—from your easy chair! 

Electrical Remote Control oper- Quickly attached to any single dial receiver with removable dial. No tools 
ates set from any distance needed. No cutting of set 


Price, $60 


Thermiodyne TA7 Assembly 


Period treatment of Receiver-Speaker-Console outfit in XW Century Spanish 
Chest style, firished throughout in polychrome gold stipple. RECEIVER. Seven 
tubes. Three radio stages before detector for distance and three audio steps for 
quality and volume. Individually, doubly and totally shielded electrically. Price 
$180. SPEAKER. Full-floating, 18-inch moisture-proof cone, not paper. Elec 
tro-magnetic direct-drive unit. Price, $30. CONSOLE. Rigid, non-folding 
construction. Ample room for all accessories. Price, $40. Complete Assembly, 
Price $250. 


Alger lg lun, Thermiodyne WT7 





‘ Speaker Receiver 

Pat. app High quality but popular price Thore ughbred radio performer. Best 
for Full-floating, moisture-proof, 18-inch value on market today regardless of 
Mechanical Remote Control op- cone, not paper, electro-magnetic, number of tubes or price of set 
erates’ ect within 6-foct radius. direct-drive unit. Free from blast ‘Same circuit and construction as 
Price, $18 and distortion. Art-metal scroll Thermiodyne TA All-metal wal- 
a. frame and ship model design in nut finish cabinet lighter than wood 

polychrome gold stipple finish. and practically indestructible 


Every part of every Algonquin-Thermiodyne product manufactured in our own 
factories. 


ALGONQUIN ELECTRIC CO.,, Inc. 


Leo Potter, President 
245 Fifth Avenue New York City 


Algonquin Speaker WT7 Receiver 

. Full-floating, 18-inch cone, Thermiodyne WT7 Seven 
direct-drive, electro-magnetic tubes. Same circuit as 
unit. Price, $15. West of Thermiodyne TA7. 
Rockies, $17. Price, $150 


All prices 10% additional west of 





- Pat. app. 
Pat. app. for Rocky Mountains unless otherwise noted. for 
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Light-Socket Your Set the Sterling Way 











R-81 
‘““B”’ Power 


$250 


7" “B- C”Power 


$3800 


Complete 


i" 


\< 


i] 











sterling ‘ 


Too much “B” AB sr kills tubes, 


RICE yes, but above all QUALITY. And quality in “B” power units must mean 
Ps ustability and dependability right down to the = of complete satisfaction. That means 
B” Power quality. It means the Raytheon BH Tube, too. 





Sterling “B” and “B-C” Power Units 
ve the power regulation necessary 
Reception. 













tone quality and enjoyment. 


The adj 







Typical of Sterling Newspaper Advertising now appear- 
ing in the leading newspapers in the country. 


lift Sterling 
Socket Power Units 
Out of Competition 


R-81 “‘B” Power 


For 3 to 


NY dealer who is handling the Sterling line side by side 


apa with others knows how Sterling Units completely out- 


aii sane <a ee sell. Why? Because time after time demonstration 

Radiolas. 160 volts proves that Sterling “B” Units will do the job in 90% of all 

eed mils. FA capend sets and-sell at a price that 90% of radio owners will gladly 
eon ap- i : 

proved. All voltages pay, and will Stay sold 

variable. *‘On’’ and ; 

“Of control The Sterling R-81 “B” Power is the lowest priced Raytheon 


switch. Compact and 
permanent. Complete 
with aytheon 
BH 


PURE acca $28.50 
R-98 lag Power 


approved unit on the market. 


Sterling offers features of voltage control that enable your 
dealers not only to promise but to prove real improvements 
in the tone quality of any set! 


Sterling insures adjustment of power to the radio set of small 


The universal ‘‘B- 
Cc” unit, Has 4 power or abundant power for as many as 8 tubes. 
“B+"’ taps. Oper- 


Sterling offers you Raytheon approval—the green seal that 
means double protection—high quality performance and long 


ates up to 100 mils. 
without hum. Maxi- 


a fe oe tube life. 

40. Raytheon BH Storli “Br ; . , 
conecmml at aah terling Power Units offer your dealers quality that 
“On” on eerne builds confidence in their store, then price that is attractive 
switch. Unsurpassed to all. Sterling stands for reliability—backed by 21 years’ 
in voltage control 


cad ouemened, electrical experience. 


Complete with Ray- 


theon BH $38.00 


Tube 


Join the Sterling fold—get the attractive dealer helps—cash 
in on Sterling. Write or phone your jobber. 


terling 


“B” POWER UNITS 


2831 Prospect Ave., CLEVELAND, OHIO 


THE STERLING MFG. CO., 
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each of the booths made quite a | 
In all, 500 artists were schedul: 
to appear in person, a real treat 

itself. Each year, radio artists lo 

better and better, for they are lear: 

ing how to be entertainers in perso: 

as well as over the air.. The beautif: 

plate glass arrangement made the: 

seem to be on a gigantic stage, an 

when they sang or spoke or ente) 
tained, their actions were interestin 

as well. 

No doubt, the most interesting thiny 
to jobbers’ salesmen was the fact that 
the Pacific Radio Exposition, lik: 
most every other exposition, paid par- 
ticular attention to the fact that jol)- 
bers were interested in meeting their 
dealers, that dealers were interested 
in seeing the goods, some of tlic 
dealers were interested in showing tlic 
goods, and all of the dealers were in- 
terested in showing to the public just 
what this year had to offer in radio. 

The availability of this show 
these purposes was certainly excellent 
and it is no wonder that the attend- 
ance was far greater than ever be- 
fore. 


for 


* 


And Now, Radio Remote 
Control 


Just as the technical staffs of the 
phonograph and_ talking machin 
manufacturers did not rest until a 
means was provided to change tlic 
records automatically, so likewise, 
radio set designers have for years 
been trying to eliminate the necessit) 
of dancing personal—and manua! 
attendance on a receiver to find sta- 
tions, tune for sharpness, regulate 
volume and turn the set on and off. 
They seem at last to have succeeded. 


* * 


The remote control tuning unit re- 
cently perfected enables the set owner 
to install his set wherever most 
convenient—in a closet, the attic 
some little used room—and control it 
from any other room in the house. 
He may even have any number 0 
rooms wired and “plug in’ speaker 
and control unit in any room desired. 
The electrical model of the device 's 
operated on a closed circuit so that. in 
theory at least, the receiver might be 
placed across the continent, 
speaker and control set up in a M:in- 
hattan apartment house, and recept'0! 
on the Pacific Coast controlled or 
loud speaker amplification from \ Ww 


York. 


or 


ne 
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HAVE YOU HEARD THE WZW 


UTAH 


THE ONLY COMPLETE LINE-RANGING FROM $10 TO $100 





leir 


the 
in- 
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lio, 
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is 16" high ~13"wide~ \ Size-Height IBin. 4) 
si a 4/2’ deep A ight I5ibs. 
it} | “\, Weight-10%» > ~~ 

| : $16 4 Makes a Radio 30 

ta- Reproducer out 

i of any Piano 

ed. 

ner 


BEFORE YOU BUY TRY THE UTAH 
UTAH RADIO PRODUCTS Co. 


1615 SO. MICHIGAN AVE., CHICAGO 





Aa fo tt—t—i‘CE GUARANTEED 
~ WVYVVYYW)* W/W yr 
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Big Months 


for 
Radio’s Big 


CTOBER, November and December are 
the three big radio months of the year. 
They are just ahead of you and present a 


















glorious opportunity to “clean up” on the Big 
4 in Radio (the Wahle radio loud speaker stand- 
ards here illustrated) which ceases to be the Big 
3 with the addition of the Wahle Model “E” 
standard for Atwater-Kent Model 
“E” loud speakers. 

Besides being a decided conven- 
ience and ornament to the home 















No. 100-A 












—" a radio loud speaker standard at 
he the reasonable price of $10.50 is 
an excellent Christmas gift within 
Model ; 

100-A the means of the average consum- 
= er. There isn’t 

Speaker 
No. 100 a radio or elec- 
List Standard trical specialty 
$10.50 for on the market 
RCA on which your 
pplied Model trade could 
No. 100 make a greater 






Speaker profit. 







Model “E”’ 











Standard 
for 
List Atwater 
On the $10.50 Kent 
other hand the Model “E” 
average radio Loud 






retailer carries Speaker 
five makes of 
loud speakers 
which means 
that to advan- 
tageously display them he needs at 













No. 540 


least five Wahle loud speaker Universal 
standards. The standard helps Standard 
sell the speaker and vice versa for 
double sales and double profits for Cone 
your dealers. Speakers 
The Big 4 Wahle loud speaker P 
List 


standards will, between them, ac- 
commodate most of the standard 
makes of speakers while there are approxi- 
mately 400,000 owners of old RCA Model 
100 speakers who should buy the No. 100 
standard. 

We will be glad to supply your dealers 
with helpful publicity material on request. If 
your house doesn’t already carry the Big 4 
in Radio ask your radio manager to get prices 
and further details without delay. 


ALBERT WAHLE COMPANY 


' INCORPORATED 
Metropolitan & Morgan Aves. 


Works: Robt. Findlay Mfg. Co. 


$10.50 


Pat. applied 
for 


Brooklyn, N. Y. 


























Wonders at the Radio Show 


Devices so delicate and yet 
powerful in their potentialities as | 
stagger the imagination were operate 
for the first time in public at th 
Radio World’s Fair, in Madiso 
Square Garden, New York City, Sepi 
19 to 24. 

A demonstration of a fire alarm d 
vice that literally “sees” and respond 
to the faintest trace of smoke was . 
part of the display by the Westing 
house Electric & Mfg. Co. 

The agency that operates the alarm 
is a combination of a photo-electric 
cell and what is practically a standar< 
radio tube—an achievement of Dr. 
V. K. Zworykin, physicist on the r 
search staff of the Westinghouse com 
pany. The tube is so responsive to 
light changes that smoke, as faint as 
a whiff from a cigarette, can be util 
ized to turn on a red light. When 
the smoke is conducted between an 
automobile headlight and the Zwor) 
kin device, the consequent diminution 
of light lowers the electrical current, 
and this reduction in the activity of 
the electrons starts a_ relay that 
switches on the red light. The Zwor) 
kin tube is the first invention to mak« 
possible the practical application of 
photo-electric effects. The princip| 
has been a scientific curiosity hereto- 
fore. 











One of the masterpieces from the work 
bench of an amateur radio set builder 
entered in the set building contest at ‘ic 
fourth Radio World’s Fair, in New York 
The stuffings of this doll are the sever! 
parts of a three-tube receiver, and wit 
the knob is turned, as Miss Betty Burk 
is doing at the moment, the doll re#'!) 
talks, or sings or simulates an orchestra 
Alexander Cluxton, New York, built i! 
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On silverware, it’s STERLING 
| On cabinets, it’s “Cabinet Work by ADLER-ROYAL’ 


ADLER-ROYAL 


RADIO 
CABINETS 









































RODUCERS of better 
radio and leading distributors 
of well known sets use Adler 
Cabinets extensively — many 








exclusively. That is not why 
they are leaders—but they say 
frankly that Adler-Royal Cabi- 
net work helps them to main- 
tain their lead. 














Sheer beauty in cabinet work 
has a definite appeal all its own, 


to the radio shopper. “Cabinet 
work by Adler-Royal” will help 
the sale of any radio. Give 


your dealers this added sales 
advantage. 





Special Special 
to Radio Distributors to Radio 
and Dealers Manufacturers 





A new line of ex- 
ceptionally beautiful 
stock models by a 
nationally famcus de- 
| signer are now avail- 

\ able to you at sur- 

prisingly moderate 
prices. Write today 
for photographs. 


We specialize in 
designing and execut- 
ing exclusive cabinet 
models for Radio Set 
Manufacturers. Let 
us plan your 1928 
Leaders NOW. 





DLER 


Manu/acturing Co. gins 


Incorporated 


ADLER-ROYAL 


RADIO 
CABINETS 









LoulsvILLe 





Kentucky 
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Sell This 
to Thousands 





Every Radio Owner 
Wants Full Automatic 
Control of His Set 


Thousands of radio owners in their efforts to free themselves 
of the bother of batteries, have purchased trickle chargers and 


“B” eliminators. While this equipment has relieved them of 


much bother, they still must take the trouble to turn the *‘B” 
eliminator on and the trickle charger off every time they use 
their set. Likewise they must turn the “‘B” eliminator off and 
the trickle charger on when finished. Forgetfullness can result 
in weakened batteries or wasted current. Now sets can be 
made fully automatically controlled with 


The HANDY 


Full Automatic 
Switch 


Radio owners everywhere will want the advantages this 
switch offers. You simply plug in “B” eliminator and any 
charger to the switch and hook up front terminals to battery 
and set; then screw the switch plug into a light socket. Full 
control of all power is then placed in the filament switch. 
When the set is turned on the “B” eliminator is on and the 
charger off. When the filament switch is off the charger is on 
and the “B” eliminator is disconnected, and when the “A” 
battery is brought to full strength the charger 1s automaticallly 
turned off resulting in the saving of current. The Handy Auto- 
matic Switch is the final step in freeing radio owners of bother. 
As such it has an enormous market and offers you one more 
profitable item to sell to the radio owner who now seems to 
have practically all the equipment he needs. Priced right with 
satisfactory discounts to the trade. Ask your jobber about the 
Handy line. Write now for descriptive literature and prices. 


INTERSTATE ELECTRIC COMPANY 


4353 Duncan Ave. St. Louis, Mo. 
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On board the liner Majestic, when it 
arrived in the port of New York, August 
30, was the pedigreed English bulldog, 
which is a gift from British radio fans 
to American listeners. It is to be placed 
in care of G. Clayton Irwin, Jr., general 
manager of the Radio World’s Fair, where 
it will be the mascot. This picture shows 
Major and Mrs. Herbert H. Frost with 
dog DX, arriving in America—(Under- 
wood & Underwood.) 





In addition to acting as a fire cd 
tector, the device has a number ot 
other practical applications. One ot 
these is the automatic control of light 
houses in untended stretches of thx 
sea. With the Zworykin device, such 
lights may be turned on and off simp]; 
by the agencies of light and shadow. 

A piece of steel ‘floating unsup- 
ported in the air was another one of 
the scientific marvels. Only a thin 
wire, serving as an anchor to keep the 
steel from escaping, is attached. With 
that exception, the bar, 6 ins. long, !» 
in. wide and 1% in. thick, has abso- 
lutely no visible means of support. 

The answer to the mystery is 
spelled by the word ‘magnetism. 
Below. the floating bar is a companion 
piece of steel of similar size and com 
position, and the two bars, magnetized 
with like poles opposite, are held apart 
by the magnetic repulsion between 
them, which exceeds the force ot 
gravity. 

The material used is cobalt stee! 
alloyed with tungsten, which, it is 
said, forms the strongest permanent 
magnet known. The alloy was devel- 
oped by Dr. P. H. Brace, after 
months of experimentation in the !ab- 
oratory. 

The new alloy is so highly magne- 
tized that, when used as_horse-shoe 
magnet, it is said to lift a bar 30 
times its own weight, representing 4 
strength five times that of the ordinary 
magnet. 

The Knowles grid-low relay was 
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The KLEARTONE B’ Battery is 


one of the best B’ Batteries built 








Te = 
| °° best for Uou because it 
-| yields greater Profits 


- LEARTONE has grown by leaps and bounds. Thousands of deal- 
of ers have yielded to the demand for this battery and are now 
carrying it exclusively. This demand has been created by the sheer 
quality of the battery itself—its unusually long life and superior 
ent service appeals to every user of dry batteries. In addition to this the 
vel- Kleartone Franchise is a valuable one. It gives a dealer exclusive 
on territory with advertising support and consequently big sales volume 
and greater profit. Write today for complete details of this proposition. 


‘x General Dry Batteries, Incorporated 

.. & 13100 Athens Avenue CLEVELAND, OHIO 
cary 
& 
~ 








ee aE 
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Signal Radio Cabinets Have 
a Distinct Appeal to Buyers 


—Two Types of Cabinets—Each one the 
product of good and careful workman- 
ship with its own appeal to a class of buyers. 


All Signal Radio 
Cabinets have the 
same high gloss 
lacquer finish. 

Type M — ma- 
hogany finish — 
cabinets are made 
of quarter sawed 
gum, _ properly 
matched to se- 
cure that fine 





ale grain so well 
known in Signal Radio Cabinets. Types M-1 to M-6 with panel 7x18 
to 7x30, are all 10 in. deep. 


Type W—walnut finish——cabinets are made of solid and veneer wal- 
nut, all matched to a perfect grain and color. 


N ote especially 
these types: 
Type W-4 for 
Lincoln Super, 7x 
26 panel, 10 in. 
deep. 

Type W-11 for 
Browning Drake 
circuit, 7x21 pan- 
el, 12 in. deep. 
Type W-12 for 
Magnaformer cir- Type W 

cuit, 7x26 panel, 12 inches deep. 

All cabinets are especially well made and attractive. 


Wireless Practice Sets, Buzzers, Wireless Keys 
The Signal Wireless Practice Set is 
just the instrument for beginners. 
The code is printed on a little brass 
plate fastened to the base. Complete 
in every detail with high grade key, 
true tone, adjustable pitch buzzer 
and brass code plate. 








The Signal High Frequency Buzzer is the same 
type used on our practice set—adjustable. Has 
standard resistance of 2 ohms. Black crystallized 
lacquer finish. R-62 
Signal Wireless Keys are strongly made with coin silver contacts— 
polished and lacquered brass parts. 
The values of our wireless instru- 
ments are outstanding and bring re- 
peat orders—not once but many 
times. Our sales cooperation ex- 
ro tends to all Signal products. 


Signal Electric Mfg. Co. 


Menominee, Michigan 








R-48 


“Electrical Manufacturers Since 1890” 





} 
| 
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another, a power-controlling de 
shown, so sensitive that the m 
wave of a human hand will oper 
it. Without even the incantation 
mystic words, a practitioner of 


| modern black art of electrical wizar: 


can pass his hand over a_ nec 
mancer’s crystal ball and presto! 
large motor will be set in motion a, | 
electric lights illuminated. 

This amazing feat is made possi 


| by a tiny tube, closely resembling 


radio tube in size and appearance 
product of the inventive genius 9{ 
D. D. Knowles, a 28-year-old resear. | 
engineer of the Westinghouse « 
pany. For this invention Mr. Know\, 
recently was presented the John Scvtt 
Medal and a $1,000 award in recow)) 
tion of his valuable contribution 
scientific knowledge. 

It was this same device which. ‘iy 
ured in oe of the last public acts oi 
the late Judge Elbert H. Gary, then 
chairman of the board of the United 
States Steel Corp. Seated in his otic 
in New York, Judge Gary passed |iis 
hand over the crystal ball, im 
mediately setting in motion a iw 
electrified steel-mill in Pittsburgh 

The Knowles relay has an amplif) 
ing power of about one hundred 111! 
lion. The energy required to operat: 
it is about one-billionth of a watt, or 
about one-fortieth of the amount of 
energy exerted by a fly in crawling 
vertically upwards one inch in one 
second. 

This infinitesimally small amount o! 
energy is sufficient to start a current 
of as high as 25 milliamperes flowing 
through the tube. This latter current 
is sufficient to open or close a switc! 
handling upwards of 25 amperes; and 
this, in turn, is ample for controlling 
almost any operation. 








When this chap is not tied up in som 
beauty contest he is assistant manag:r 4! 
the Reading, Pa., house of the !!. (: 
Roberts Co. but Miss Simons and \is 
Beyerle are the ones who really do the 

















work—confidentially. 
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At the first crack 
of the Worlds Series 





bat.... th ‘a Cro sley/ 


always puts obstacles in our way. When 
begin to study a new invention or discovery 
Ol they find that there are many 
problems to solve before a suc- 
cessful device can be built. 
This was the case with the 
steam engine, the printing press, 
the automobile, the aeroplane, 

and every other major inven- 3 I ep 
tion that you can think of. fa ae : . 
: : ee. 





. The vacuum tube is, perhaps, 
ew NAL VOLTAGES one of the most remarkable in- 


, SS Or eae , 

Sure AupLl ventions ever made. We found — . 

‘i that we could use it to amplify "HIS 

idio signals. But when we tried to tune new OS é an Ox 
i mplifiers, so that they would 
il us select the desired signal, we 6 TUBE RECEIVER de luxe 

1 that the vacuum had a tend- 

ite to misbehave. 









is the national radio hit at *55. 


or a tube is used to amplify, the 
1t voltage is much stronger than 














ol input vouage. The ls 7 Its amazing performance is the result of its remarkable 
iral result of the am- ane 7 Ps p= - 
ing tion; ca dies: dks a) ae construction—the introduction of features found in 
a back through the tube } the most expensive of radios and possible at $55 only te ee 
gh which some of the thru mass production methods, plus the licensing of chanically for thei nstallation of 
g output voltage can SIGNALVOLTAGESLEAV- .? ey thee ne 
(tothe input side of MEtweceaTiyan Crosley for use of the patents, research resources and — | iis. Siwiconcbuiltin,” Crier 
of tube. This voltage is AROUND To ENTRance ©iScoveries of The Radio Corporation of America, The dealers secure them from their 
again amplifie and AND CROWD IN WITH . ; s ‘ jobbers throug 
‘ent returns, getting stronger THE LITTLE INCOMING a (te Co., The Westinghouse Co., The H. T. ROBERTS CoO 
time, the result being SIGNALS .merican Telephone & Telegraph Co., and The Hazel- 13408. Michigun Ave.. 
ing that the tube goes wild. Ie ; : tine and Latour Corporations. Chicago, 111. 
mes a miniature Droadcagting station on : 7 . Sales Agents for Approve 
ent its own hook. 7 pea: any radio at any price against these Crosley ~~“ 
sad ; ees tah gee ada saith a nl standards of comparison that indicate the Showers Brothers Company 
Fe) »))\) from the output circuit to the input an Ox Ss superiority. The Wolf Mfg. Indvstries 
and aN | circuit, so arrangéd that the voltage “ i Piles: 
“s eg, which comes “back through this 1—Completely shielded coils, condensers and wiring. 
| second path is opposed 2—Acuminators for sharpest tuning. 






ing \f, 
rae to the voltage that 
comes back through 
il the tube itself we can 
— AMPLIFIED SIG- prevent the trouble. 
e ae This is called 
s VBE “balancing” be- 


3—Completely balanced genuine Neutrodyne. 
4— Volume Control. 

5—Single tuning knob. 

6—Illuminated dial. 


wr Ncomig cause the second 7—Single cable to outside connections. IMPROVED 
aus ae 9 otinmes 8— Designed for easy installation in consoles. MUSICONES 
y 9—Beautiful frosted brown crystalline finish. Musicones improve the 


nees the path through reception of any radio 


ube. HAZELTINE DIVIDES BOL - set. They are perfect 
SHEVIK VOL TAGES, BAL- affinities in beauty and 


Haschtion matthed eos ANCING EACH OTHER BY AC mode! using new R. C. A. AC tubes and working reproductirecffectivences 
ng (or neutralizing) this OPPOSING EACH OTHER : . s : .) , or \vensy Heews. 4 
through the tube has Tmevcausenorumeus directly from electric light socket through Crosley  titt-table model with 
ral unique advantages 'N THE TusE anppro- Power Converter $65. Power Converter $60. pr iy ar sg ve 
all the other methods . : s $27.50—16-inch Super 
that have Beem Sevpeced. “LSE Soneer The value of this Bandbox receiver and the excellence = 477.207 1@-meh Super, 


is why Crosley radios of its performance can best be judged by seeing it and above with “Bandhor”, 
the Hazeltine “neutrodyne” method, hearing it. Write Dept. 64 for descriptive literature. ———eae 















ome 
rer at 
Hi. THE CROSLEY RADIO CORPORATION Crosley ts licensed only for 
= Powel Crosley, {*; Pres. Cincinnati, Ohio Radio Amateur, Experimental and 
- Prices slightly higher west of the Rocky Mts. Broadcast Reception. 
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RADIO TUBES 


HE MODERN FLYER 

—symbol of twentieth 
century progress—typifying the 
speed of this golden era in 
which we live. 


And in Speed Super Emis- 
sion Radio Tubes you will find 
the true culmination of all that 
marks progress and advance- 
ment in that great modern 
science and popular amusement 


art—RADIO. 


Speed Super Emission Radio 
Tubes are better tubes! They 
embody in their manufacture 
the finest of materials and 
workmanship. Built by crafts- 
men seasoned by years of man- 
ufacturing things electrical, an 
organization of strength and 
stability—in business to stay— 
financially able to back the 
liberal guarantee and _ other 
unique policies placed behind 
the product. 


Let us tell you more about 
Speed Tubes and our new and 
distinctive selling plan, our 
original list prices and trade 
discounts, which mean larger 
profits to you. 


“Speed up your tube sales . 
with Speed Radio Tubes” 


CABLE SUPPLY (CO. 


MANUFACTURERS 


Executive 31 UNION SQUARE 
Offices: New York, N. Y. 

















Joe Cella, secretary-treasurer of the 
Cuny-Guerber, Inc., New York, can always 
manage to spare enough time during sum- 
mer days to take the family up to’ his 
favorite haunts in the Adirondacks. Stand- 
ing between Mrs. Cella and Joe is the chap 
who will be the most prominent jobber 
in the country—some 30 years hence. 





Street Lights of Entire City 

Controlled by Vacuum Tube 

A long-wave, low-powered vacuum 
tube transmitter, similar in many re- 
spects to the familiar radio trans- 
mitter, operated 15 seconds daily, now 
controls all of the street lights in the 
city of Glens Falls, N. Y. The 
system of carrier current control of 
street lighting was inaugurated in 
September, marking the first commer- 
cial application of the system. 

In the system, developed by en- 
gineers of the General Electric Co., 
the radio or electromagnetic waves, in- 
stead of spreading out in all directions 
as do radio waves from the antenna 
when used for communication pur- 
poses, are confined to the wires to re- 
ceiving stations. There switches are 
tripped, relays operated, and lights 
operated. Operated for five seconds, 
the transmitter lights the lamps; when 
the operator turns the “off” button in 
the power house, the transmitter auto- 
matically operates for 10 seconds and 
cuts off the lights. 

The carrier current installation in 
Glens Falls, made by the Adirondack 
Power and Light Corporation, re- 


coors | places the time clock method of lamp 











Made in several ranges for 
B-Eliminator hook-ups. Provides 
noiseless, stepless regulation of 
plate voltage. 

















A graphite disc filament rheostat 
with resistance range from 1% to 
75 ohms. Handles any tube 
without change of connections. 





Bradjeydeak 


THE PERFECT GRID LEAK 


An adjustable grid leak with a 
range from 144 to 10 megohms. 
A 0.00025 M. F. Condenser can 
be supplied to fit terminals. 


Allen-Bradley Co. 


ELECTRIC CONTROLLING APPARATUS 


492 Clinton St. Milwaukee, Wis 
7 ® 5 
PERE BEES Se ee ee 
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SAT. NO. 450 


BAT. = —BAT. 


\/4 AMP 


FRANCE 


y TRICKLE CHARGER 










$17.50 


{with relay switch} 
115 volt 50-60 Cycle 
{25 Cycle $1.50 Add’l.} 


$13.50 


{without relay switch 
115 volt 50-60 Cycle 


{25 Cycle $1.50 Add’L} A.C VoLTSHI5 50-60CvciEs 


7 Be INDUYSparte | 7 is. 2 2 | 
& D.C OUTPUT-AMPS | 'e [STi] 
THE FRANCE MANUFACTURING Co. 
CLEVELAND OH10 


MP. MADE IN U.S.A, 3 AMP. 
P "= 6 


PL ee 
















VA 





TRIPLE RATE DRY TRICKLE CHARGER 


Comuct t~Sogat It 


It's Dry. Operates on the proved Dry Disc Not anexperiment. Not an untried innovation. 


a Has a triple rate—Low—Medium— Just a proved, efficient product. A source of 

ai” dependable power and lasting satisfaction to the 

Adequately takes care of the demards of any set, set owner. Built by an old line concern with an 

, regardless of tubes or duration of re- ' enviable record in the battery charg- 
ception. ing field. 


Priced right—made right—works right 


Two models—With relay switch and 
—naturally it sells. 


without. 









No liquids to spill. No bulbs to go QJ It makes better customers of good 
“blooie.”” = »» customers. 
0, No noise. No odor. France Automatic Trickle | Better write us without delay. 
with relay switch 


THE FRANCE MANUFACTURING COMPANY, 10327 Berea Road, Cleveland, O. 


Since 1913 manufacturers of highest grade battery charging equipment 
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Am-plus 
Constant 
Current 


Safety Fuse. 
ments. 


427 W. Superior St. 








SUPREME IN ITS FIELD 


OBBERS will be glad to hear that Am-plus has developed for them 
a Constant Current Radio “A” Unit in which is incorporated the 
justly famous Am-plus Rugged Plates. 
This unit, in addition to containing a five plate 40 Ampere hour 
battery, has a Westinghouse Rectox Disc type charger; an Automatic 
Relay: ““B” Eliminator Socket Supply, Toggle Switch, and 5 Ampere 


The Am-plus Constant Current Radio “A” Unit is sold exclusively 


through recognized jobbers. 
You are invited to write for full information and territorial arrange- 


AM-PLUS STORAGE BATTERY CO. 


Makers of Am-plus Rugged Plates 





Radio 
“A” Unit 


Chicago, Ill. 




















The Cone that Makes the 





No. 28 Concerto 
14” Diameter 


‘10.00 


West of Rockies, $10.75 
Canada, $13.50 


No. 38 Concerto 
Grande 
17” Diameter 


‘16.00 


West of Rockies, $16.75 
Canada, $22.00 


» Radio Seem Alive 


It is a real satisfaction for the fan to “tune in” 
and hear the deep throated notes of the mighty 
organ or the shrill pipings of a flute, so naturally 
that the instruments seem to be in the room. 

The fan’s demand is the Jobber’s opportunity 
to sell dealers this quality reproducer—‘“the Cone 
that makes the Radio seem alive.” 

3uilt on the balanced armature principle, Trimm 
Cones are particularly well adapted to operation 
with semi-power and power tubes. They take the 
higher voltages and maximum amplification with- 
out blasting or distortion. 

Free edge of cone is fully protected. Unit 
ruggedly built, of ample proportions, and all parts 
are rust-proofed before assembly. 

Trimm Cones are packed in a special wire- 
bound wooden container, assuring transportation 
and delivery in perfect condition. 

Write today for discounts, electros and dealer 
helps. 














ESTABLISHED 1922 














control there. Feed wires lead to ,, 
different sections, into which the 
tire system of 1000 lamps is divi: 
with each section independent. Un. ; 
carrier current practice, a small pa 
board in the power house contains _ || 
the transmitter apparatus, consist: » 
of two 50-watt tubes and a simple 
cillator circuit. On the board 
“off” and “on” buttons. Turning | , 
“on” button puts the transmitter i) \) 
the circuit for five seconds. The hi); 
frequency waves follow the feeder 
wire to each of the five receiving s\: 
tions, one receiver to each unit of ‘|, 
system. The receiver controls the \ 
lay circuits to complete ‘the light ig 
current supply. At daybreak the 9) 
erator turns the “off” button and i|\ 
carrier waves again pass over [li 
feeder wires, are picked up at the r 
ceivers, and operate the relays whici 
turn off the lights. 


The receiver, unlike the usual radio 
receiver, is permanently adjusted to 
respond to a special wave length. ‘I'l 
receiver box contains a vacuum tule. 
relays, transformers and _ associated 
equipment for the reception of the 
high frequency energy and for actuat 
ing the control circuit. The vacuum 
tube has a reduced rating and an ex 
pected life of one year. The recviver 
circuit requires no tuning or adjust 
ment in the field. 


The operation of the transmitter ov 
the high frequency of 40 kilocycles. 
or about 7500 meters wavelength, pre- 
vents any interruption with broadcast 
reception, even during the few seconds 
the carrier current apparatus is in 
operation. 

* * 


Radio Good at Salt Lake 


E. E. Brazier, sales manager of tli 
Capital Electric Co., Salt Lake City, 
Utah, also in charge of radio, predicts 
a great fall and winter season. (a)! 
tal’s summer business was better (/ia" 
expected, and the first seven montlis 
of 1927 showed an increase over !as' 
year. 

Mr. Brazier calls attention to tli 
fact that the Lindbergh flight and tli 
Dempsey-Sharkey and Dempsey- ! wu" 
ney fights boosted radio sales consider 
ably. He sent letters to dealers ) 
fore these events reminding the: ‘ 


urge their customers to buy sets «nd 


replace batteries and tubes so «> ' 


have tip-top reception for the ‘glits 
and the coming World’s Series. 
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6th Annual 

Radio Show 
Chicago 

Space 1—T 


Manufactured by 


BORKMAN RADIO CORP. 


Salt Lake City, Utah 


MONG the many new developments 
exhibited at the Radio World's 
Fair last month, none created wider 
enthusiasm than these Velvet Speakers. 
Interest in them was intense, with 
dealers and set owners alike. All were 
agreed that here was truthful reproduc- 
tion of broadcast sound, together with 
unobtrusive beauty of design. 

The Velvet Consolette Speaker, with 
its nine foot air column horn, produces 
a tone of unbelievable richness, so like 
that of the original as to be almost in- 
distinguishable from it. The double- 
stylus, balanced diaphragm aids mate- 
rially in the production of this glorious 
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: The Sensations of the Radio World’s Fair 


No. 25 


Consolette 
List Price, 


$70.00 


—the Year’s Greatest Loud Speaker Values! 


tone. The case is of beautiful walnut. 

The Jewel Case model continues daily 
to gain in popularity among radio lovers 
who demand full, rounded tone from a 
smaller speaker. With its 65 inch air 
column, the Jewel Case pours forth a 
surprising volume of perfectly pitched 
tone. There is no distortion. As its 
name suggests, this model represents an 
old time chest for jewels. It enhances 
the beauty of any living room. 

See the Velvet Speaker line at the 
Chicago Show. The many fine models 
will suggest wonderful sales possibilities 
to you. Or write to the General Sales 
Office for details and discounts. 


Uelvet 


Reg. U. S. Pat. Off. 


Radio Speakers 


No. 21 


Jewel Case 
List Price, 


$40.00 








230 East Ohio Street 
Chicago 


GENERAL SALES OFFICE 
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Insuring still greater 
profits for you/ 


The interesting story of 
Chrome is reaching battery 
buyers through leading 
magazines and newspapers 
all over the country. Every 
reading home will be 
reached this season: 


This new answer to the 
long recognized superior- 
ity of Burgess Batteries is 
all you need to tie into for 
your share of increased dry 
cell profits. Get back of the 
Burgess line now for better 
business. Inquiries invited. 


BURGESS BATTERY COMPANY 
General Sales Office: CHICAGO 


Canadian Factories and Offices: Niagara 
Falls and Winnipeg 








Chrome 


is a metallic element 
that prevents chem- 
ical action when 
battery is not in use 
—means longer life. 
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Variable Resistance—a Boon to the 


Service Man 


By CHARLES A. GOLEN 


PAUL 


American Mechanical Laboratories 


HERE is no other factor in radio 

practice that varies as much as 
resistance. We have exceptionally 
low resistances of the order of 1% 
ohms in the case of the rheostat for 
the latest a.c. tube circuits, and we 
have grid leaks of 5,000,000 ohms for 
the detector tube of some sets, with 
just about everything in between those 
two enormous extremes. And how 
the service man, who, like the Chinese 
magician, is supposed to produce no 
end of tools and spare parts and 
materials out of his tiny bag, can 
make good on the job, is the grave 
question. 

Fortunately, there are 
variable resistances today that. can 
and do take the place of fixed resis- 
tors when desired. Thus the service 
man can carry a few variable resistors 
of the truly variable type, with the 
full assurance that he is ready to 
tackle any resistance problem that 
may present itself, and ready to cor- 
rect many troubles due to faulty re- 
sistors or even due to the lack of re- 
sistance where it should be employed. 

The most important application of 
resistance today is in connection with 
the radio unit. Indeed, the 
output of the radio power unit, where- 
by the various voltages are provided, 
is entirely a matter of proper resist- 
The service man is often 


however, 


power 


ance values. 


called upon to locate trouble in ra: io 
power units, and the source is oft 1 
traceable to faulty resistances. I- 
adequate resistors are apt to burn o): 
after more or less service, and tiie 
service man must be ready not only to 
locate the defective resistor by means 
of his high-resistance voltmeter, but 
also to replace it. If the resistor is 
marked, it is possible to obtain a re- 
plaeement from the shop if carried 
in stock. Otherwise, the value 
be determined and a corresponding re- 
sistor substituted. Certainly a mucl 
simpler procedure is to insert a vari- 
able resistor, with 20-watt 
capacity, and to adjust it until the re- 
sults indicate that the proper resist- 
In the case of the 


may 


carrying 


ance is in circuit. 
larger A-B-C radio power units, wlicre 
the current-handling capacity of tlie 
resistance must be greater especially 
in connection with the filament sup- 
ply, a variable resistor may be insert- 
ed in circuit and adjusted for proper 
results, using the required resistance 
range for the purpose. Some servic 
men, after effecting a repair of this 
kind, remove the knob from the re- 
sistor so that it becomes a fixed re- 
sistor in fact if not in name. 
Perhaps the matter of line-voltage 
fluctuation has been too much _ neg- 
lected by the service man, yet many 
complaints regarding insufficient vol- 








The Dauphin Electrical Supplies Co., of Harrisburg, Pa., is an enthusiastic 
hustling family headed by John S. Musser, president and general manager. 


“Messrs.” and “Misses” 


Crum, Albright, Sowers, Miss Freudig, Lutz, Page, Pain, Uhirich, Miss Long, 
Wood, 


Krone, Motter. 


as seen above are grouped in the following order: 
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Crouching—Musser, Robinson, Boyer, Leonard. 
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_USALITE 


ELECTRIFIED 
CHRISTMAS TREE STAND 





Most unique Christmas Tree ERE’S the answer ta the demand for a 
decoration ever offered. decorative and practical Christmas Tree 
Durably made to last a life- Stand. 


time. Made of cast iron heavy enough to hold any 


Beauty and safety combined. size tree securely. Decorated to give the effect 
of snow with a wreath of colorful poinsettias 
and holly, set off by 8 lamps. Now the usually 
neglected tree base can be transformed into a 
thing of brightness, color and beauty. 


Uses same lamps as tree. 


Large container for water to 
keep tree fresh and green 
and to prevent shedding. 


Workmanship and material 


suman Jobbers are urged to act now in 


order that their requirements 
may be anticipated. Write or 


\ f wire for prices. 


UNITED STATES ELECTRIC MANUFACTURING CORP. Wy 
“tp222-228 W. 14th STREET, NEW YORK, N. Y. 323 WEST POLK ST., CHICAGO gest 
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TYPE M-26 
15\ 
1.05 AMP 


Amplifier 
Type M-26 


Fil Volts... .1.5 
Fil. Amp... ..1.05 
Plate Volts.90-135 





Announcing 


A. Xs: 2UBEs 


(Alternating Current) 


using raw A. C. on the Filament or Heater 
and can be used in any set specifying these 
types. The M-26 is used in the radio and 
audio frequency stages and has a standard 


TYPE N-27 
2.5 V 
1.75 AMP. 





Detector 
Type N-27 


Heater Volts.2.5 
Heater Amps. 1.75 
PLATE VOLTS 
As Detector....45 
As Ampli- 
Senet ts 90-135 


Not to Exceed 180 base. The N-27, of the separate heater 
type is used as a detector or amplifier and 
= . has a five prong base. Will give superior 
c . > ase, : i? 7 = 
LI 7 RICE, results and maximum _ useful life in any set LIST PRICE, 
$5.00 designed to use A. C. tubes of this type. $6.00 


Not to Exceed 180 


Write for particulars 


C. E. MFG. CO., Inc., Providence, R. I., U. S. A. 


Largest Plant in the World Making Radio Tubes Exclusively 











fy VERY person connected with the selling 
end of the electrical industry will find 
something of interest, something worth read- 
ing, in every issue of The Jobber’s Salesman. 


The sales experiences of some of the leading 
men in the industry will prove interesting 
and instructive to many. Various other 
features will be well worth reading each 
month. 


We want you to become a regular reader of 
The Jobber’s Salesman. 


Send a dollar for a year’s subscription. 














ume may be traced to deficient li) 
voltage. Voltage tests on many s 
called 110-volt a.c. circuits indica 
that the actual voltage is more of t! 
order of 100, and even as low as § 
in the case of rural districts with lon 
transmission lines and poor regulati: 
of voltage at the power plant. Fo 
tunately, manufacturers of radio pow: 
units are beginning to appreciate tli. 
low-voltage situation, and are makin 
their transformers for lower voltag: 
with a variable resistor in the primar 
so as to compensate for -an increas 





in voltage, when necessary. Man, 
radio power units are now employin: 
a variable resistor in the input or pr 
mary circuit, to take care of line-vol 


age fluctuation. This feature shou) 
receive consideration, and it is we!! 
for the service man to have a sma 
a.c. voltmeter, 0-150 volt range, 
test the line voltage before seeking 
trouble elsewhere. While a varial! 
resistance in the primary circuit wi!! 
lower rather than increase the voltage. 
it at least permits of certain adjus' 
ments of the radio power unit and 
receiver for a given input voltage, and 
by inserting a power variable resisto 
in the input circuit, that given volta 
can be obtained at all times irrespe: 
tive of line-voltage fluctuations, whic!) 
may be as high as 20 volts in son 
rural districts. 

Lack of volume is sometimes caused 
by a greater drain on any one tap o! 
the radio power unit than that in 
tended by the designer in determining 
the fixed resistances. The remedy for 
this is to place a variable resistor |x 
tween the maximum plus tap and tl: 
various intermediate taps down to tli 
45-volt detector tap, adjusting tlic 
clarostat in each test over the entir 
range and noting if there is satisfac 
tory increase in volume. When tli 
correct setting is attained, the resistor 
is left in circuit, with fixed adjus' 
ment, so that it becomes a fixed 
sistor. 

It may be well to point out tl 
importance of variable resistors «1 
radio power units. Contrary to ge! 
eral opinion, fixed resistances do 1 
provide fixed voltages, for the sim) 
reason that voltages are a function \! 
the original voltage obtainable, co: 
bined with the resistance in circ: it 
and the current drain. Hence th: 
are still two variables, even if the 
sistance is fixed. The changing °! ) 
tubes will alter the drain. As tu!:> 
age they draw more or less curr 
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SLIGHTLY 
HIGHER IN 
THE WEST 


a ee Oe ee 


N impelling example of creative art—a fine old medieval castle 

with embattled turrets, cast in bas-relief of two-toned bronze 

protecting a 17” free-edge cone. This model is equipped with 
a powerful armature-type unit, especially adapted for the new tubes, 
producing a tone quality beyond imitation. 


sok 


Line your trade up now for the most profitable year in Tower history 


TOWER MEG. CORP. 124 Brookline Ave., Boston, Mass, 


MORE THAN TWO MILLION TOWER PRODUCTS NOW IN USE 

















e Since te a ; 
ADVENTURER, $11.95* New IMPROVED PIRATE Sup, $8.95* 
MEISTERSINGER, $15 











——_ 











*Prices Slightly Higher in the West. 
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ESTE! 


Rosin Core 


Radio‘ 
/ 


THATS the beauty about Kes- 
ter Radio Solder—it’s easy to 
sell because it is ready for use. 
It “Requires Only Heat.” 
Another thing about Kester Solder 
is that the small eo are gen- 
erally the start of a dealer’s order 
on your books. And for the deal- 
er, they are the start of a neat 
little business that rapidly grows 
into sales on the larger packages. 
No long missionary work in sell- 
ing Kester Solder. An extensive 
advertising campaign reaching all 
of the dealers is constantly break- 
ing down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 

Start now at this active time and 
enjoy the repeat business which 
vill come to you all year round. 


= 


APPROVED BY 
RADIO ENGINEERS 


CHICAGO SOLDER COMPANY 


4251 Wrightwood Ave., Chicago 


Sosa 
N 
f RADIO 
4 
= f 
bs 4 
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Fluctuations in line voltage will affect 
the voltage taps. Hence the resist- 
ance in the circuit is the sole means 
of compensating for these variables, 
and bringing the voltage back to the 
desired value. It is for that reason 
that variable resistances are so widely 
employed on good radio power units. 

Nevertheless, the variable resistors 
are not intended for constant fiddling. 
They should be set to definite values 
by the service man, at the time the 
radio power unit is installed, and left 
that way until tubes are changed or 
other alterations take place. The 
service man should instruct the cus- 
tomer along these lines, to avoid no 
end of trouble and many unnecessary 
service calls. 

* * * 


Detroit Radio Show 

The Sixth Annual Detroit Radio 
Show, which will begin Monday eve- 
ning, October 3, and continue until 
Sunday evening, October 9, will be 
marked with several novelties. Among 
others you will see a collection of 
foreign-made sets, tubes and other 
radio materials. 

The Grand Courts will be the fea- 
ture this year as last, and will be filled 
with a wonderful collection of new 
sets. 

The program will be so arranged 


‘that it will not interfere with the ex- 


hibitors either in its location or in 
its subject matter. The broadcast will 
take place from a raised platform dec- 
orated in the Chinese style above the 
heads of the crowd and out of the 
way. The program will not continue 
so long as last year and there will be 
intervals of silence for the benefit of 
the exhibitors. 

The banquet this year on “Dealers’ 
Day” will be held at the Oriole Ter- 
race and it is likely that the ladies 
will be expected to attend and enjoy 
the festivities. 

* & & 


Table Type Sets Not Going 
Out 


Many radio dealers and distributors 
have the impression that the day of 
the table type radio set with its auxil- 
iary loud speaker is gone, due to the 
increasing of console 
models. This idea is shown to be de- 
cidedly wrong by statistics recently 
completed by the Crosley Radio Corp. 
in determining the market for its loud 
speaker, used with table type sets. 

The statistics show that of a late 


popularity 


type of receiving set sold by this « \m- 
pany, furniture cabinets have | -ey 
sold for but 20%, whereas the o er 
80% have been sold as table mo: |s. 
This set is built so as to be in er- 
changeably used in either table ty) or 
console cabinets, and can be chan sed 
by the dealer at will. It is belie ed, 
therefore, that the statistics for its 
sale give a true indication of the com- 
parative demand for console and table 
type sets and of the demand for loud 
speakers to be used with table type 
sets. 

There are many reasons why table 
type sets should be popular. In the 
first place, they are cheaper than th 
console models, and the average pur- 
chaser is limited in the amount that 
he can spend for a set; then they ar 
more compact, and therefore, appeal 
to people in small apartments who 
have no room for additional furniture. 
Lastly, many people have cabinets or 
desks into which they want to mount 
their sets, and for such people a con- 
sole cabinet would be useless. 


* * * 


Making Money Out of Old Sets 


Did you ever stop to figure out how 
many radio receivers there are in 
existence—good, bad and indifferent: 
Well, one guess is as good as an) 
other, and our’s is at least 10,000,000 
sets. Many of these are working day 
in and day out; many more are en- 
ployed only part of the time, since 
their owners have lost interest becaus: 
of their antiquated performanc; and 
still more are to be found in the atti 
or cellar or closet, awaiting som 
action on the part of their owners 
However, the significant point from 
the merchandising angle is that there 
are over 10,000,000 sets in existence, 
comprising an enormous market for 
accessories that will serve to modern- 
ize those sets and make them mor 
efficient than they are in their present 
state. 

Now the outstanding differenc 
between the latest set and that of 4 
year or two ago is in the matter ot 
simplicity of appearance and opera 
tion. In the latest set the panel }s 
cleared of the former array of or 
trols, particularly rheostats. Tl 
operation is generally reduced (vo * 
simple tuning control, a_filamen! 
switch, and a volume control. 

And now, through the developmen! 
of a new idea in the nature 0! 





adapter, it becomes possible to mot 
ernize any existing receiver t the 
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To the hundreds of thousands who have purchased National Radio 
Batteries and Units, the name NATIONAL means service to the 


Nth degree. 


To the jobbers and dealers handling the National line, the name 
National also means service—a profitable line that builds goodwill 
by making satisfied customers, plus a factory sales policy that 


guarantees protection and profits. 


National’s advertising in the Saturday Evening Post, Literary Digest, 
etc., is telling millions of radio owners about National products. 
And National jobbers and dealers will profit accordingly on the 


increased business. 


Write today for details of the National Franchise. 


National Lead Battery Co. 


General Offices, ST. PAUL, MINN. 
Factories: St. Paul, Chicago, Kansas City, Los Angeles 
Branches: New York City, Dallas, Oakland, Atlanta, Portland, (Ore.), 


Baltimore, St. Louis, Cincinnati, Seattle 








The New National 
Homepower is the latest 
type of “‘A’’ Power 
Unit developed. No 
acid—no bulb! It con- 
sists of an Elkon charg- 
ing device in combina- 
tion with any type or 
size National “*A’’ Bat- 
tery desired except type 
45 Glass. The Home- 
power is fully automatic, 
complete with built-in 
Brach relay switch and 
““B’’ Eliminator recep- 
tacle. 








NATIONAL Radio 
‘‘A’” batteries are avail- 
able in composition con- 
tainers in six sizes. 
They are equipped with 
bail handles and rubber 
terminal nuts. One of 
the terminal nuts is of 
red rubber to designate 
positive and the other 
black to designate neg- 
ative. 





The National ‘*B’’ Elim- 
inator is unquestionably 
the outstanding ‘‘B”’ 
Eliminator on the mar- 
ket this season. Oper- 
ates on any set using 
201 A tubes or Power 
tubes. Has only one 
dial—simple and easy to 
operate. Taps for 45- 
6714-90-135 and 180 
volts. Can also be used 
with any _ National 
Homepower Unit to 
give a compact, auto- 
matic, efhcient “‘A B”’ 
Power supply. 


The well known, sturdy 
NATIONAL BATTERY 
can now be had in glass 
cases in three types. 
These cases are equipped 
with the three-ball type 
of automatic indicator 
which shows the condi- 
tion of charge at a 
glance. These batteries 
are also complete with 
rubber terminal nuts. 





AL. 


The Mark of Service on Radio “A” Batteries— 
Power Units—“B” Eliminators 
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service. 


DIEHL EXHAUST FANS 


are made in all practical sizes and for all standard circuits. 
DIEHL dustproof, amply lubricated motors direct connected to 
fans of the proper size, shape, and pitch, form a combination 
that has established a remarkable record for highly satisfactory 
Jobbers and dealers can meet the requirements of prac- 
tically every ventilating problem with a DIEHL Exhaust Fan. 
Send for descriptive bulletins—now. 


DIEHL MANUFACTURING CO. 


ELIZABETHPORT, N. J. 


DIEHL 


tistabiished 1888 


























Standard 
packages of 
100. Get ’em 
from your job- 


er and kee 
Loa 


7em on 


33-N-49 











A Real Joint 


This trick beats anything you’ve ever 
seen in the way of a quick, firm and per- 
fectly insulated wire connection. 
Its name is “WIRE NUTS” and it is a 
Colt product. 
It is a hollow brass cylinder, threaded in- 
side and embedded in a dielectric jacket. 
You skin the wires back % or % of an 
inch, twist them together, screw on the 
wire nut — that’s all. The threads bite in- 
to the wires. The insulator covers the 
bare wires. Quicker, stronger and safer, 
than any other joint. 
COLTS PATENT FirE ARMS Mrc.Co. 
Electrical Division 
HARTFORD, Conn. U.S.A. 
NEW YORK~ BOSTON~CHICAGO~SAN FRANCISCO 


| ORY 3 
NUMBER 12 
FOR 


2 No. 12 Solid and 


1 Stranded wire. 


1 No. 12, 1 No. 14 Solid 


and 1 Stranded wire. 
No. 14 Solid wire. 


No. 12 Solid and 


2 No. 14 Solid wires. 

















2 No. 12 Solid and 
1 No. 14 Solid wires. 


|OK) 3 
NUMBER 14 
FOR 
lid wire 
Solid: wire 


, 1 Stranded 
wire. 
, 2 Stranded 
wire, 
, 1 Stranded 
wire, 
, 2 Stranded 


wire. 














Approved by Underwriters Laboratories, Inc. 








extent of simplifying the panel an 
reducing the controls to just th 
tuning, the filament switch, and thx 
volume control. 


eo 2 * 


Consumer’s Dollar 

(Continued from page 12) 
diser, he applied dry goods stor 
methods to his business without hay 
ing a dry goods market. Today, ther 
are some things that the department 
store and other channels of distribu 
tion will take out of his hands becaus: 
they are better fitted to handle them 
Let them. 

Every one can’t be big business 
Render unto Cesar that which is 
Cesar’s; let big business have its r 
ward without envy. Big business is 
necessarily a “Jack of All Trades’ 
and you know Jack never was 100°; 
perfect in any one of them. 


The jobber 


more lines, to 


has been told to add 
open up more depart 


ments, to take a swim in big business 


pond, in fact. It can’t be done. It’s 
only common sense. Too many manu 
facturers. Too many jobbers. Too 


few consumers. 
the 
sumer’s dollar is worth more mone 


Everyone is glad that con 
There is no permanent relief for an) 
individual to make it worth less. 
Every manufacturer and jobber has 
the solution in his own hands. Sto) 
attempting to be a General Motors or 
a Macy. Take inventory of your busi 
ness and yourself, then specialize in 
Let th 


jobber go back to what he started to 


that material you know best. 


be: a specialist in certain kinds 0! 
electrical specialties and material. L«t 
the manufacturer go out of his wa) 
Wit! 


pro 


to co-operate with the jobber. 
the 
ducer and the distributor, real profit> 
be made without a tremendou 


true co-operation between 


can 


| volume. 


The average electrical manufacturer 
is spending $1.20 to thrust $10.00 
worth of business into the hands 0! 
his jobber when that same jobber, b: 
the elimination of unprofitable lines 
and true sales effort, could do tl 
same work for 50 cents. There is 
nice profit in the other 70 cents an 
added to those accruing from the elin 
ination of unprofitable lines, there 
a satisfactory net for every efficie: 
manufacturer and jobber. 
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RE-CREATES 
ALL THE 
NOTES 


86 INCHES 
OF TONE 
TRAVEL 


The Remarkable Tone Chamber 


that sells Newcombe-Hawley Reproducers 


RADIO reproducer must be more 
than fine furniture. It must be a 
musical instrument that faithfully re- 
creates radio programs from the lowest 
organ note to the highest human voice. 


Such a combination is 
offered in the Newcombe- 
Hawley line of Console 
Reproducers. The remark- 
able Newcombe-Hawley86- 
inch tone chamber, used in 
these Console Reproducers, 
is sO outstanding in per- 














Send for latest catalog with complete 
description of all models. 


MAIL THE COUPON 


| 
Newcombe-Hawley, Inc. 


205 First Ave., N., St. Charles, Illinois 


Please send us full information about the 
Newcombe-Hawley line. 


fo ET ee Be a ne eee PE Ee A 


formance, both for tone quality and 
volume, that Newcombe-Hawley Repro- 
ducers have set a new high standard of 
radio reception. Every demonstration 
has amazed and delighted the most 


criticalaudience. Youshould 
investigate the wide selec- 
tion of Newcombe-Hawley 
models, from the small 
drum speaker to the large 
console with room for the 
radio set and accessories. 
Write for catalog, today! 


Model 55 


Newcombe-Hawley console 
cabinets are made of finest 
5-ply genuine walnut. 
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Big Radio Merger Announced 


With the coming of the psycholog- 
ical moment to the radio industry, a 
striking development is taking place. 
The long awaited merger of nationally 
known manufacturers,.so sharply fore- 
cast by economists and business an- 
alysts, is now an accomplished fact. 


The merger is incorporated as the 
United States Electric Corporation 
and comprises radio set manufactur- 
ers, radio cabinet makers and manu- 
facturers of radio power units. It 
embraces a radio price range which, 
as one large jobber expresses it, 
“covers everything from a Chevrolet 
to a Cadillac.” This economic feature 
is regarded as extremely significant 
to the average radio dealer, who has 
learned a hard lesson in the past radio 
season on the folly of tying up his 


He 


will no longer be under the necessity 


capital in a multitude of lines. 


of competing with himself. 


It is the opinion of those concerned 
in this new corporation that another 
basic factor emphasized by the merger 
is the shifting of the radio center of 
the United States to the middle west. 
The automotive industry has its De- 
troit. Radio now has its Chicago. 
The same opportunity which Colonel 
Lindbergh brought home to Chicago- 
ans in terms of the aircraft industry, 
has been siezed by the radio merger, 
which has chosen Chicago as its oper- 
ating center. 


The patent coverage of the merged 


companies is as comprehensive as the 
price range. It includes licenses un- 
der the patents of the Radio Corpora- 
tion of America; the Westinghouse 
Co., the General Electric Co., the 
American Telephone and Telegraph 
Co., the Latour Corporation, the 
Hazeltine Corporation and the Tech- 
nidyne Corporation—the last named 
being the only new radio circuit de- 
veloped in the past five years. The 
United States Electric Corporation is 
said to be the only radio manufacturer 
enjoying licenses under all of the 
above patents. Added to these are the 
individual patents owned by the vari- 
ous companies combined in the merger. 

Jobber, dealer and consumer alike— 
none of whom wants to buy a radio 
set today that may be an orphan to- 
morrow—will recognize in this feature 
a tremendous stabilizing factor. 


The policies of the new corporation 
are being built along lines closely 
paralleling those of the General Mo- 
tors group in respect to finance, ex- 
ecutive control, unity of sales activity 
and economic structure of its manu- 
Individual cor- 


facturing divisions. 
















EXECUTIVES OF UNITED STATES ELECTRIC CORP. 
O. R. WestfieldHugh B. Wilkinson John T. Beatty 


Paul K. Romey 
Allen G. Messick 


Carl D. Boyd 


A. E. Case 





porations admitted to the consolidation 
to date are: Apex Electric Mfg. Co. 
of Chicago; Sentinel Mfg. Co. of Chi 
cago; Slagle Radio Co. of Ft. Wayne, 
Ind.; Indiana Electric Mfg. Co., o! 
Marion, Ind., and the Workrite Mfg 
Co. of Cleveland, Ohio. 

A notable feature of the merger 
program is the immediate establish 
ment of a central engineering labora 
tory, into which are thrown the com 
bined engineering personnel of the in 
dividual companies. This central lab 
oratory, as well as the main offices of 
the corporation, will be located at 
Chicago. 

Allen G. Messick who becomes 
president of the United States Elec- 
tric Corporation is a man of consider- 
able affairs in administration manage- 
ment, he at the present time being 
president of the Robbins Body Com- 
pany of Indianapolis, manufacturers 
of automobile bodies, also president of 
the Spencer-Cardinal Manufacturing 
Companies in Indiana (being a group 
of furniture factories comprising som« 
fifteen in all). 

Carl D. Boyd, vice-president and 
general sales manager was former] 
vice-president of the Apex Electric 
Manufacturing Company. Mr. Boyd 
is also a director of the Radio Manu 
facturers Association and last year 
served as its vice-president. He will 
be the active merchandising and sales 
head. 

Paul K. Romey, who is vice-presi 
dent of the Slagle Manufacturing 
Company of Fort Wayne, Indiana, is 





O. G. Wilson 


V. H. Meyer 
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“Your Jobber Will Appreciate this Xmas Order,” 
is what we are telling 35,000 dealers 








for safety sake 
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A reproduction of a five colored Propp Display Streamer for your show window 
will be mailed to you upon request. It will help create sales for you. 








This Fall we will do our Usual and Exten- These advertisements will be seen and 
sive Advertising for Promoting Propp read by most everybody interested in the 
Products for our Dealers. buying of Christmas Tree Outfits. 


Propp advertisements will cover the whole 
country through the use of the best known 


National Médlame, such ac the This Big Advertising Campaign is for the 


benefit of “‘Propp” Jobbers and _ their 


Saturday Evening Post Review of Reviews Dealers in promoting sales for them, by 


Cosmopolitan Harper’s Magazine 


Literary Digest Atlantic Monthly creating a demand to the Public in making 
Ladies’ Home Journal World’s Work known that 
Scribner’s Golden Book 


Trade Publications 


And other means of Advertising to be “Propp Xmas Tree Outfits” 


selected, having Circulation of over are 


15,000,000. Approved by Santa Claus and the Underwriters 
Propp Products Sold Only Thru Jobbers. | Buy Thru Your Jobber—He Gives You Service. 


THE M. PROPP COMPANY, Manufacturers 
524-528 Broadway NEW YORK, N. Y. 
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SINCE 1895 





“WEBER” 
SWITCHES 
ARE 
“QUALITY” 
SWITCHES 


Weber Flush 
Toggle Switches 


are 
the architect’s choice, 
the contractor’s prefer- 
ence, 
the owner’s delight. 


Brown Handles 


and 


Plaster Ears 


are standard 


“When Weber 
Makes a Switch, 
It’s a Switch!” 


Send for catalogue 


HENRY D. SEARS 


General Sales Agent 
860 BOYLSTON STREET 
Boston MASSACHUSETTS 








——— Whne Dencese——— 














This picture was taken at the sales 


N. Y., held at the Buffalo plant recently. 


conference of the Rome Wire Co., Rome, 





secretary, and John T. Beatty, presi- 
dent and treasurer of the Sentinel 
Manufacturing Company of Chicago, 
is.the treasurer of the new corpora- 
tion. 

The board of. directors is composed 
of the following officers: Paul K. 
Romey; V. H. Meyer, president of 
the Workrite Company of Cleveland, 
O.; A. E. Case, president of the Indi- 
ana Manufacturing and Electric Com- 
pany of Marion, Ind; O. G. Nilson, 
president of the Apex Electric Manu- 
facturing Company of Chicago, and 
John T. Beatty. 


* * * 


New Company Formed by Han- 
son and Munning 


The Hanson & Van Winkle Co., of 
Newark, N. J., and A. P. Munning & 
Co. of Matawan, N. J.—two of the 
oldest and largest manufacturers of 
equipment and supplies in the polish- 
ing and electroplating industry—have 
formed a new company to be known 
as the Hanson-Van Winkle-Munning 
Co. <A. P. Munning, president of 
A. P. Munning & Co., will be chair- 
man of the board of directors of the 
new corporation, and Van Winkle 
Todd, president of The Hanson & 
Van Winkle Co., will be president. 
Other officers are: vice-presidents, 
F. L. Hewitt, H. L. Zucker, and F. 
T. Taylor; treasurer, Peter P. Mun- 
ning; secretary, E. N. Boise. 


Standard Holds Sales 


Conference 


The Standard Electric Stove Co., 
Toledo, O., held its annual sales con 
ference the week of September 6 at 
the Commodore Perry Hotel, Toledo. 

After a formal greeting from S. L. 
Kelly, president of the company, talks 
were given by executives of the com- 
pany, advertising men, and the sales- 
men. One room of the hotel was 
given over to a display of the com- 
plete Standard line which the men 
could inspect at their leisure. 

An informal dinner and moving 
pictures of the organization at work 
and at play concluded the meeting. 

All district managers and _ sales 
men of the company together with the 
executives attended the sessions, which 
were most successful. 

* * * 


Hubbell Happenings 


It has been reported that Glenn 4. 
Briggs of the Harvey Hubbell organi 
zation has resigned and is now with 
the Corning Glass Co. Victor | 
Wood has taken his place and is in 
charge of the southwestern territor) 

Roland Henderson, formerly wit! 
Wetmore-Savage in Boston is now i! 
the Chicago office and James F. Ware, 
one of the younger members of tlic 
organization, having been with it on!) 
30 years, is looking after Joe Utzs 
territory as city sales manager. 
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Cyou Can Do a 
Big Business In 








BENJAMIN 
stand Lamb 
Cluste7S..- 


Many electrical dealers are preparing 
now to do a big holiday business in 
assembling and repairing floor and 
table lamps and in making stand lamps 
from pottery, glass and metal vases. 





Department stores, gift and novelty 
shops are also good prospects. 


Sell them the Benjamin Stand Lamp 
Cluster, which meets every require- 
ment. The choice of a discriminating § New Prices Make This a Wonderful 


public and featured in the produc- Opportunity for You to Swell Your 
: £ si ro oe” Sales Volume for the Next Three 
tions of a majority o € leading Months. Address nearest office for 


stand lamp manufacturers. information. 


Benjamin Stand Lamp Vase Adapter 


Provides a simple means of converting vases into neat appearing, sub- 
stantial stand lamps. Easy to install. Adaptable to 95 per cent of all the 
vases now on the market. Covers attractively finished in Roman gold 
to harmonize with Benjamin Stand Lamp Clusters. 


Benjamin Electric Mfg. Co. 
120-128 S. Sangamon Street 
New York Chicago San Francisco 
247 W. 17th Street 448 Bryant Street 
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New Electrical Products, Illustrated 





An electric sandwich toaster, hav- 
ing a number of new features, is now 
being manufactured by the Westing- 
house Electric & Mfg. Co., at Mans- 
field, O. This new sandwich toaster 
operates from the ordinary lighting 
circuit, using only 600 watts. Its 
adjustable top makes it suitable for 
either single slices of bread or thick 
sandwiches. It is said to toast a 
sandwich in about two minutes and 
the small size makes it particularly 
desirable for counter use. The sand- 
wich toaster is furnished with cord 
and plug and two heat switch. 








The Trico Fuse Mfg. Co., Milwau- 
kee, Wis., announces an important im- 
provement in its ferrule type renew- 
able fuses. The improvement is said 
to reduce the time spent in renew- 
ing fuses and eliminates all small 
loose parts. This is accomplished by 
an ingenious method of using spring 
retainers on the end caps to hold the 
end screws. There are now only two 
parts and the renewal element. The 
general design of the fuse requires 
the removal of only one eap when re- 
newing. 











The Trumbull-Vanderpoel Electric 
Mfg. Co., Bantam, Conn., manufac- 
turers of “T'V” safety switches, are 
prepared to furnish their new line of 
current breaker safety switches in 
cast iron boxes for use in steel, flour, 
cement and other mills of this type, 
mines, railroads and in fact for any 
industrial purpose where dust-proof, 
water-proof and fume-proof safety 
switches are necessary. These cur- 
rent breakers are made from 30 to 
1,200 amperes. 








The F. W. Wakefield Brass Co., 
Vermilion, O., announces that six 
units of its standard line of “Red 
Spot” hangers for commercial light- 
ing service are now available equipped 
with the “Diple” connector socket. 
This device is, in effect, a combina- 
tion socket, separable plug and fix- 
ture hook. When installed, the two 
polarity lugs and the hook protrude 
from the top of the fixture holder, 
and the connector body is wired to 
circuit in a position just below ihe 
last link of chain. To hang the unit, 
the flat hook passes through a slot 
in the connector body and is hooked 
to the chain, after which the con- 
nector is pressed onto the lugs, com- 
pleting the circuit. 





The Rodale Mfg. Co., 200 Hudson 
St., New York, is manufacturing the 
therapeutic lamp shown above. This 
lamp which is made of aluminum 
has a shell 8% in. in diameter which 
is beautifully polished. The inner 
portion of the reflector is finished in 
two tones to improve the reflection 
qualities of the lamp. A dead air 
space is provided with additional vent 
holes to prevent the outer shell from 
over-heating. It is furnished com- 
plete with 260 watt bulb, six feet of 
cord and two-piece plug. 











The new Buss Light is provided 
with a ball-and-socket joint, enabling 
the user to throw its rays in any di- 
rection and at any angle. Simply by 
twirling the plate on the base of the 
lamp, it may be clamped to the bed, 
mirror, chair arm, card table, music 
rack—anywhere that light is desired. 
It may be quickly converted into a 
wall lamp. A slot in the base affords 
a means for fastening it firmly 
against the wall as though it were a 
permanent fixture, yet leaves it free 
to be removed at will. It is made 
by the Bussman Mfg. Co., St. Louis, 
Mo. 





The Mid-West Metal Products Co., 
Muncie, Ind., has announced a new 
combination product consisting of 
Kruse switch box supporting strips 
and Mansfield switch boxes with lath 
holders attached. Some of the fea- 
tures are: Ease of assembly; box sup- 
ported at all four corners as strips 
run from studding to studding giving 
equal alignment; boxes gangable yet 
having equal support for either single 
or ganged boxes; reduction of stocks 
as the same strip will fit any make 
of switch box with ears, and passing 
all inspection rules. 
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There are ten substantial reasons why you should sell Crescent 
Heaters, and the last one is most important. 
. GLOBAR ELEMENTS: Guaranteed for two years against burnouts, with 


less than 15% depreciation per year. 


. BASE: Highest grade castings obtainable. 
3. REFLECTORS: Sheet zinc (not tin) heavily copper plated, then applied 


with a heat resisting lacquer. 


BACK PLATE: Well ventilated, and will not become heated. 


. FINISH: Guaranteed not to chip or peel. 


EMERGENCY USES: Will toast bread or boil one quart of water in seven 


minutes. 


. PACKING: One to an individual carton, and four cartons to a shipper or 


standard package. 


. ELIMINATING FIRE HAZARD: Place silk handkerchief or piece of 


paper directly on the guard of Heater, and it will not flame but will char, 
which eliminates all possibilities of fire. 


. EFFICIENCY OF UNITS: THE AMERICAN RESISTOR COMPANY 


are shipping large quantities of Globar Units to all parts of the world - 
which are used to heat homes. 

The tenth and most important reason is that Crescent Heaters are sold 
exclusively through the jobbers and the discounts are such as to allow our 
distributors a most attractive spread. 


rescent liance 


— CORPORATION— 


GLOUCESTER CITY NEW JERSEY 
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New Electrical Products, Illustrated 





The W. N. Matthews 














Corp., St. Louis, Mo., an- 
nounces the addition of 
two new types of anchors 
to its line. The two 
center photographs show 
the No. 8 “Xpandix” two- 
way anchors in closed and 
expanded positions. This 
anchor is recommended 
for use with 10,000 pound 
guy strand. At the top 
is the No. 20 “Xpandix,” 
a five-way anchor for use 
with 16,000 pound guy 
strand. An eight inch hole 
is all that is required for 
these two types. At the 
bottom is the “Traplox” 
anchor, a plate type 
which is made in three 
sizes, Nos. 90, 120, and 
160, the numbers indicat- 
ing the approximate area 
of the plate in square 
inches. They are de- 
signed for use with the 
standard N. E. L. A. or 
A. T. and T guy rods, cut 
or rolled thread or rods 








with forged points. 











Curtis Lighting, Inc., Chicago, an- 
nounce a new weatherproof 250 watt 
floodlighting projector, the “X-Ray 
Star” No. 25. This is an extra heavy 
steel unit finished with an electrolytic 
coating of “Udylite,” which prevents 
rust and corrosion. No. 205 is a 
copper projector of the same con- 
struction. 

This floodlighting projector has a 
simple, positive focusing device, 
double control base with universal 
adjustment, bronze cover fasteners, 
and a deep-bowed, heat-resisting cover 
glass. The cover is pressed into a 
cork gasket in the housing, making 
it watertight in any position. Either 
concentrating or distributing type X- 
Ray reflectors are available for both 
steel and copper projectors, the con- 
centrating type providing a beam 
spread of 10 to 20 degrees, and the 
distributing a beam of from 30 to 50 
degrees, depending upon the adjust- 
ment. The projector is 13 in. in di- 
ameter, 12 in. deep and 161/ in. high. 
For varied colored or white lighting 
effects, ruby, amber, blue and green 
color lenses or a white diffusing lens 
may be attached inside the cover 
glass. These lenses are interchange- 
able in Nos. 25 and 205. An “X-Ray 
control ring” for cutting down spill 
light and confining the light to a 
narrow beam may also be attached 
inside cover glass without interfering 
with color equipment. 





The Liberty Works, Egg Harbor 
City, N. J., announces its new glass 
switch pates in colors. These plates 
are made in white, ivory, pink, blue, 
and green or may be had in special 
colors. They have an asbestos cush- 
ioned back which is fireproof and 
shockproof. Nickel finish attaching 
screws are furnished with the plates. 





The model WG-4 Apex Gyrator 
washing machine has a curved, slanted 
vane, water agitator that insures 
speed and gentle clothes action. The 
tub is of heavy copper nickel plated 
inside, the wringer, of rust-resisting 
steel, is also nickel plated. A _ one- 
quarter horsepower motor is used. 
The overall width is 27 in.; the 
height, 49 in., and the net weight, 
195 pounds. It is made by the Apex 
Electrical Mfg. Co., Cleveland. 














The “E-Z” wire stripper for strip- 
ping insulation from electric wires is 
made by The Pyramid Products Co., 
2311 S. State St. Chicago. It will 
strip any size wire from 10 to 20 
gauge and junctions or terminals as 
well. Special sizes are furnished if 
desired. 








The latest word in electric heating 
appliances is the “Sun-electric” stor- 
age type water heater, manufactured 
under the “Sepco” trade mark by 
The Automatic Electric Heater Co., 
of 1505 Race Street, Philadelphia, Pa. 
Destined to revolutionize the water 
heating field as an economical means 
of getting hot water, this marvelous 
appliance can be installed on the roof, 
in the garden, valley or mountain, 
anywhere so as to catch the sun rays 
while traveling from East to West. 
The appliance is said to absorb the 
sun heat and furnish continuous hot 
water, at any temperature, day or 
night. It is said to work anywhere; 
aboard a yacht or steamer, on the 
farm, on large or small apartment 
buildings, any place where the sun 
shines. According to the manufac- 
turer, on days of mellowed sunshine 
or should the sun fail, a precision 
electric heating unit combined with 
special thermostatic control will in- 
stantly replace the sun heat, and will 
start furnishing at least fifty gallons 
of hot water, which can be stored in 
a “thermos” type tank. 
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Switch-and - Receptacle 
in Hand-etched Art Plate 


HERE’S where you give the Contractor a hand 
Recommend No. 8998 for in making electrical service still handier. 





Breakfast Nooks — for lighting 


Sn Sek esis er eS He can double the service of switch or receptacle 


Kitchens —for lighting switch with the Switch and Receptacle Combination— 


d i hing - hi 2 « ; 
— bringing a two-fold convenience through one wall 
Pantries — for light and electric ] 
refrigerator plug. p ate. 
Halls — for light switch and 


cleaner plug. As usually wired, the Switch part (No. 8602 Tumbler) 
Bath Rooms — for lights and controls the lighting. While the Receptacle part takes the 


electric heater plug. e = 
ek Mune stent denatenaie attachment plug of any electric appliance. 


lamp and electric curling iron 


or vibrator; or for lights and | Add to the list of specific uses the value of the new idea— 


heating pad. P e P 

pain Ret: went ihe ent in showing your Contractor-friends the /atest. 
washing-machine plug. oan : - ba 
Offices—for overhead lights and Glad to send you descriptive circular on the ““8998 
; age A Pagnell Combination, now available with HGH Art Plates in 


four handsome finishes. Leader-items ! 












































THE HA RT a, HEGEMAN MFG. CO. 


Mess Audion CONN. — OF ELECTRIC SWITCHES SINCE oe 
TaN DD 




















140 





THE JOBBER’SfJ|SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR\ 





Ist. 





5th. 


Literature. 


1004 McKinley Ave. 








BECAUSE— 


2nd. 
3rd. 


4th. 


Write TODAY for FREE SAMPLE, PRICES and 


Made by 


TRICO FUSE MEG. CO. 


Makers of High Grade Fuses Since 1917 
Milwaukee, Wis., U. S. A. 


‘Porcelain Top Preferred” 


That’s What Jobbers and Dealers Say of 


REG. U. S. PAT. OFF. 





“CLEAR-TOP” 


FUSES 








They can be handled in the fuse 
box without shocks or .burns. 


They Show When They Blow. 


They’re made of selected mate- 
rials by skilled workmen. 


They sell easier and quicker. 


And they’re packed 5-in-a-box 
to sell 5-at-a-time. 








JSES | JF FOF 


The Ring of Satisfaction 





4 MASTER MOTOR 


MPANY 
On Pumps 


STOCKS CARRIED IN PRINCIPAL CITIES 


MASTER “4PANTED MOTORS 


aN 
’ 








g and Grinding 


E :-3 Garages ~ Varied Uses 











Some Changes in P. & S. Sale 
Organization 

Calder C. Downie, who has be: 

manager of the southern territory o 

Pass & Seymour, Inc., has been ay 

pointed assistant to the general sale. 

manager at the main office in Syracus: 





Calder C. Downie 


N. Y. Mr. Downie has been with the 
company since 1916 and before his 
connection with the southern territory, 
had been in the Boston office. 

Carroll Schoen is a recent addition 
to the sales force in the south, cover- 
ing the states of Maryland, Virginia 
and North and South Carolina. 

Mr. Downie will still remain in 
charge of the sales efforts in our 
southern territory in addition to as- 
suming his other general sales duties. 

A change in representation has 
been made in the New England dis 
trict. Stanley D. Whitford, who has 
formerly been in charge of sales in 
the New England States, has been 
transferred so that his headquarters 
will be in Pittsburgh and he will take 
charge of the Pittsburgh district of 
the Philadelphia territory. 

Alva D. Stein, manufacturers’ agent 
with headquarters at 156 Purchase 
Street, Boston, will represent the com 
pany in the New England States. 


* * * 


Hicks Promoted by Ivanhoe 

W. S. Hicks, of the Ivanhoe divi 
sion of the Miller Company, Cleve- 
land, O., has been placed in charge o!, 
and supervises all the salesmen in tlic 
territory from Texas to Canada west 


of the Illinois state line. 
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“Tie-up” your 
Selling with 
Our 
Advertising 
In 


“Good Housekeeping” 
“Liberty Weekly” 


“House Beautiful” 





Let your Dealer trade know that this Advertising will 
reach millions of readers right when buying is at its height 
—right in the heart of the holiday season. Get your 
orders in promptly and get the benefit of the “repeats” 
which are sure to follow. 
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Make a “Clean-Up” in 


the next 2 
Months 


with the fastest selling 
electrical appliance in 


the Jobbing field 


Every Salesman has a right to expect his house to back 
him up with salable merchandise. That’s why he should 
see to it that his catalog contains a complete description 
of Presto-Jr., the most remarkable little electric vacuum 
cleaner ever made. Merit sells it. Presto-Jr. is so light 
and small the merchant can safely put it right on top 
of a glass counter where the prospective buyer can see 
and try it. 


Presto-Jr. is a real, efficient electric vacuum cleaner, 
capable of doing anything any other cleaner will do. 
Its small size and light weight, only 3!4 pounds, enable 
the user to reach spots absolutely inaccessible to larger, 
more expensive types. 


Every Presto-Jr. is sold with a guarantee of complete 
satisfaction. You, as a salesman, will find it an attractive, 
profitable item to get behind and push. 


We always maintain a 


STRICT JOBBER POLICY 


METAL SPECIALTIES MFG. COMPANY 
338-352 No. Kedzie Avenue 
CHICAGO 


“Whisk-Broom 
Size” 


Pr e st Onn 


Electric Vacuum Cleaner 




















eke. Se eee Pee en 


Dias 
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MULT! 


now manufacturing 


HARTER Cover Sockets 
HARTER Bushings 
HARTER Spotlight Projectors 
HARTER Flood Lights 
HARTER Lighting Fixtures 
HARTER Fixture Accessories 


At the home of Multi Bushings, Multi Cutouts, 
Lugs and Clips. 





Marketing through 
Distributors Exclusively 


Write for Catalog Sheets 


Multi Electrical Mfg. Co. 


210 No. Ogden Avenue Chicago 














66 ! 99 NIT PANEL BOARDS 

CIRCLE hte Safety Type Single Door 
To meet the wide demand for a safety type panel with single door, 
“Circle T” has designed a new type having Lugs in the Mains, Plug 


Fuses and Tumbler Switches in the Branches. 
This new type Panel offers the following advantages: 


1. Simplified trim clamp (also used on all other 
Unit Panel Boards) operated by one screw 
only. No holes to locate. Provides ample 
adjustment. 

2. Both Panel and Barriers are adjustable so as to 
compensate for variation in depth of box 
setting. 

3. Four inch wiring gutters. Boxes 43%” deep. 
Each circuit is numbered and a card holder 
provided for conveniently identifying the cir- 
cuits. 

5. Fifteen box sizes accommodate all “Circle T” 
Panels. 





NPP 320 Safety Type 
The complete “Circle T” line of Unit Panel Boards is so standardized 
that fifteen box sizes are sufficient to accommodate one thousand or 
more different types of panels. 
On account of this stock, our jobbers, all over the country carry a box 
stock so that their customers can obtain service equivalent to stocking 
the complete Panel Board. 
You order the complete panel in the usual way, our jobber ships to 
you from his stock, the boxes which are first needed on the job and 
he orders from the factory the panels and trims to arrive on the job 
when needed. 


THE TRUMBULL ELECTRIC MFG. CO. 


Plainville, Conn. 
Branch Panelboard & Switchboard Factory at Ludlow, Ky. 


New York Cincinnati Philadelphia Chicago 
Boston San Francisco Jacksonville Atlanta 














Rodale in New Plant 


The Rodale Manufacturing Co 
manufacturer of electrical specialtie 
is now located in a new, modern, plan: 
at 200 Hudson St., New York. Th: 
new plant is lighted by daylight 
throughout. The company now has its 
own tool room and does its own 
stamping. One hundred and fifty 
employees are necessary most of thi 
year exclusive of the sales force whic] 
numbers 15 representatives in al! 
parts of the country. All told th: 
plant occupies 30,000 sq. ft. of floor 
space. 

Jack Goodstein and Martin J. Roti 
are two new salesmen with the com 
pany. Mr. Goodstein was former] 
with the London Lighting Wares of 
New York and will cover metropolitan 
New York as well as parts of the 
state. Mr Roth was formerly with 
Henry Hyman & Co. and will cover 
the southern states. Billy Bleiman 
is eastern district sales manager. 

* * * 


Silvray Announcements 

The Silvray Co., Inc., New York, 
manufacturer of the “Silvray’’ system 
of indirect illumination announces the 
appointment of the Silverlite Co., 150 
Post St., San Francisco, as its dis- 
tributor in the California territory. 
‘The company also announces that 
“Silvray” products are being handled 
in the Pittsburgh district by the 
Silvray Co., of Pittsburgh, 211 Ren- 
shaw Bldg., and in the Philadelphia 
territory by the Philadelphia Daylight 
Co., Bourse Bldg. 

Prominent among the new products 
brought out by the company is its 
“Spraylite” lamp. This is a standard 
lamp having a permanent reflector 
silvered directly upon it in such man- 
ner as to efficiently control the direc- 
tion of light rays coming from the 
filament. 

With this lamp it is claimed that 
an increase up to 8314% of light de- 
livered on the working plane can be 
obtained; or an equal quantity of light 
from a lamp of lower wattage. 

* * * 


Cutler-Hammer Moves Cleve- 
land Office 

The Cutler-Hammer Mfg. Co. an 
nounces that its Cleveland office has 
been moved from the Guardian Trus! 
Building to the Guarantee Title Buil« 
ing, Suite 1905. The new office hes 
approximately three times the spac’ 
of the old, with increased facilities. 
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ANNOUNCES 


A Complete Line of 


TOGGLE and PUSH-THRU SWITCHES 
SINGLE POLE and THREE WAY 


also 








A Complete Line of 


BAKELITE SWITCH PLATES 


Write for Samples! 





[eviton Manufacturing (ompany 


ELECTRICAL WIRING DEVICES 
ELECTRICAL PORCELAIN 


226-242 NEWELL STREET 
BROOKINN.N.-Y. 
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In choosing electrical con- 
duit, care and knowledge are 
Different brands 


of electrical conduit are sold 


important. 


at varying prices but there 
is a far greater variation in 
conduit quality. The 
cheapest conduit is frequent- 
ly the most expensive in the 


long run. 


The principal features of 
good rigid steel conduit are 
ductility, durable enamel or 
galvanizing, well designed, 
carefully cut threads, and 


good couplings. 


Look for these features 
and you will find them all in 
“Youngstown-Buckeye,” the 
conduit preferred by leading 
architects and _ electragists 
and used by them in the 
better class of buildings in 


every section of America. 


and Tube Company 


Youngstown, Ohio 





Facts Concerning 
Electrical Conduit 


The Youngstown Sheet 











Jack Price Joins B. B. L. 
Speaker 
B. B. L. Speaker, Inc., 101 W. 31st 
St., New York, announces the appoint- 
ment of J. W. C. (Jack) Price as 


general manager. Jack first came 





J. W. C. Price 


into electrical prominence through the 
then Western Electric Co. where he 
was a lighting specialist in the New 
York office. Later he went with the 
Albert Wahle Co. as sales manager, in 
which connection he acquired a large 
national acquaintance among jobbers. 
A couple of years ago he affiliated him- 
self with the Hart Mfg. Co. of Hart- 
ford, Conn., as manager of the New 
York office, which position he still con- 
tinues to fill in connection with his 
new duties with B. B. L. Speaker. 
B. B. L, Speaker, Inc., is the manu- 
facturer of a new loud speaker for 
which Jack makes great claims. He 
says his company will also manufac- 
ture other reproducing equipment de- 
signed by “Bert’”’ Brown whose expe- 
rience in the design of Fada, Grebe 
and Stromberg-Carlson loud speakers 
has been combined in the production 


of the B. B. L speaker. 


* * * 


Oldham Resigns From Wallis 


In an article appearing in the Au- 
gust issue, mention was made of 
Claire D. Oldham being with C. H. 
Wallis & Co., St. Louis. Mr. Oldham 
writes that he resigned as secretary 
and general sales manager of this 
company on May 31, and is “open 
for engagement” at the present time. 








IT’S “TIME” 


TO SELL— | 


THE ‘‘RELIANCE’”’ | 
AND “‘RACINE’’ 





“RELIANCE” 


AUTOMATIC TIME SWITCH 


NOW AND ALWAYS is the 
time to sell the “Reliance” and 
the “Racine” Automatic time 
switches. They give absolutely 
reliable and dependable service. 


The “Reliance” time switch is 
made of the highest quality mate- 
rials. It is noted for its simplicity 
of construction and accuracy of 
manufacture. Every switch is 
guaranteed for one year. 


Made in twelve different sizes 
for 10, 20, 30 and 50 amps. and 
priced from $28.00 to $36.00 list. 
Approved by the National Board 
of Fire Underwriters. 





“RACINE” 


AUTOMATIC TIME SWITCH 


A lower priced eight day time switch 
made in two sizes, 10 and 20 amperes 
selling for $19.50 and $23.00 list. 


It is used for turning On and Off win- 
dow lights, sign, bill boards, apartment 


house hall light, etc. It also carries a 
year’s guarantee and is made largely of 
“Reliance” parts, 


RELIANCE AUTOMATIC 


LIGHTING CO. 
1907 MEAD STREET 


RACINE, WISC. 
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THe LEAD PRESS 


ye 


eae 


AND ITS PRODUCTS 


The application of the lead covering 
to insulated cables is one of the most 
exacting in the manufacture of wires 
and cables. 


Into the massive presses go lead and 
the cable to be encased. From the 
presses, forced out through steel dies, 
comes the completed cable covered 
with a tight seamless lead pipe of 
uniform thickness. 


To insure a smooth, glossy surface, 
without defects both temperature 
and pressure must be accurately con- 
trolled. Then, in order that there 
be no imperfections, every foot of 


Rome Lead Cable is inspected on all 
sides as it passes Over an inspection 
mirror. 


Such attention to detail is but an in- 
dication of the care with which all 
Rome Wires are made. 


From wire bar to finished copper 
wire, the manufacture of all types of 
wires and cables is carried on in 
Rome Mills, under Rome supervision 
and Rome inspection. Quotations 
will gladly be given on any of your 
wire requirements, while separate 
catalogs will be sent on request cov- 
ering “Bare,” “Insulated,” or “Mag- 
net” wires. 


ROME WIRE COMPANY, Rome, N. Y. 


ROME 


FROM WIRE BAR TO FINISHED COPPER WIRE 


WIRE 
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the most modern machinery. 
especially for us produces a better tape in larger quantities 
and does so within a shorter period of time. 




















A BETTER 
TAPE 


OBBERS will find that the O. K. FRICTION and 
RUBBER TAPES, always good tapes, are better than 


ever before. 


Since August 1, our new plant has been operating with 


This machinery designed 


With the “MOST MODERN TAPE FACTORY IN 


Write for price sheets 


Franklin, Mass. 


APPLETON RUBBER CO. 


AMERICA” at your service—with an excellent product, 
and a fair policy and price offered you—the assurance is 
yours that in handling our line you are handling the best. 
































DAY-BRITE 


703 SOUTH BROADWAY 


It’s Ready tor You! 


Our new catalog: - Number 


7 is just off the press. Get 


your copy now. 


Swell 


the commissions with this 


fast-selling line. 


Just 


mail in this ad. 


{Sign here:) 


REFLECTOR CO. 


ST. LOUIS, MO. 




















Eastern Wire & Cable 
Controls Habirshaw 


Press reports dated August 31 ar 
to the effect that the Eastern Wire 
and Cable Co., organized under the 
laws of Delaware, has purchased more 
than 100,000 of the total 170,000 vot- 
ing trust certificates of the Habir- 
shaw Cable and Wire Corp.. The 
company has authorized Potter and 
Co. on their behalf to offer the same 
price, $25 a share, for all or any part 
of the minority voting trust certifi- 
cates for a period of 90 days from 
August 25, 1927. The officers of the 
Eastern Wire and Cable Co. are: 
William C. Robinson of Pittsburgh, 
president; Franklyn S. Jerome of 
Seymour, Conn., treasurer; Wylie 
Brown of New York City, vice-presi- 
dent; I. A. Bennett of Pittsburgh, sec- 
retary. The purchasers are not at 
this time considering any merger, sale 
of securities or changes in connection 
with the stock or status of the Habir- 
shaw Corp. 

Later reports, dated September 8 
are to the effect that a Stockholders’ 
Committee of the Habirshaw Cable & 
Wire Corp., has been organized and 
is opposing the sale of the stock. 


* * * 


Organization Changes in 
Robbins & Myers 

An announcement of changes in the 
organization of the Robbins & Myers 
Co., Springfield, O., has just been 
made by the company. 

W. S. Quinlan of Cleveland suc 
ceeds F. S. Hunting as president. Mr. 
Hunting has been made chairman of 
the board of directors. 

C. A. Stirling, formerly with thie 
home office; later general manager of 
the Canadian plant, and more recently 
New York district manager has been 
appointed general sales manager wit! 
offices at Springfield. 

J. P. Lafferty at one time connected 
with the motor sales department at 
Springfield, Ohio; later connected 
with the Chicago office, and more re 
cently St. Louis district manager, has 
been appointed New York distric! 
manager to succeed C. A. Stirling. 

R. C. Decker formerly of the New 
York office and lately Cincinnati dis 
trict manager has been transferred | 
St. Louis as St. Louis district manager 
succeeding Mr. Lafferty. 

C. W. Stoll, formerly of the * 
Louis office has been transferred ‘0 
Dallas, Tex. 
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. FRINK 


Complete Window Lighting Service 





Multilite 


A continuous reflector using units built 
on the Silverlite principle, adaptable to 
60 watt or 200 watt lamps. Multilite reflec- 
tors come in units of two to ten individual 
reflectors. They are wired and ready to in- 
stall, eliminating cost of individual outlets. 
The unit construction gives far greater 
flexibility of light and color control and re- 
sults in neater, more economical illumina- 
tion. Described in our circular No. 79-B. 





Spot-o-Flod 

A combination spot and flood light ad- 
mitting of instant adjustment, without the 
use of tools, to any angle. The beam is 
controlled from a spot of 24 inches to flood 
of ten feet at a distance of ten feet. Color 
frame and screens come with each unit per- 
mit of individual color spot or flood of en- 
tire window. Described in circular No. 84. 





Silverlite 


An all-metal reflector susceptible to ad- 
justment for three different size lamps. 
This adjustment is made instantly because 
of the collapsible neck. No special holders 
are required. The reflectors fit the standard 
3%” holders used everywhere. Color 
screens can be attached without extra 
clamps, hooks, etc. Described in our circu- 





Even before the general use of gas 
illumination Frink daylight reflec- 
tors were widely used for store illu- 
mination. Through the days of gas 
lighting and into the electric era we 
have studied and served the require- 
ments of store illumination to bring 
it to a point of economic efficiency. 
Here is a complete window lighting 
service based on seventy years’ ex- 
perience in the manufacture of light- 
ing equipment that has proved its 
efficiency in great and small stores 
in all parts of the country. 


Marketed through legitimate job- 
bers only, each product embraces the 
high qualities of illumination and 
workmanship for which Frink prod- 
ucts have been noted since 1857. 


The Frink Co., Inc. 


10th Ave. and 24th St., New York 


Representatives in Principal Cities 


































Cain Ale Giese RR Rae 


- 
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Men Find— 


superlative comfort, convenience and pleasant 
surroundings at the Hotel Majestic—favorite 
stopping-place for traveled people. They know. 
Whether alone or with family, the location is 
ideal—only a step from theatre and shopping 
districts and a few minutes to all business 
centers. 

With a “front yard” of 843 acres, the big, 
cheery rooms at the Majestic are exceptionally 
attractive. The cuisine is unsurpassed, and 
good music, comfortable lounge, and other 
features combine to make you glad you came. 


Try it when next in New York 


Interesting Booklet on 
New York and Majestic 
Hotel—Free on Request. 
Proprietor 


Majestic Lote 


RESTAURANTS 


2 West 72nd Street 
Entire block fronting Central Park 
Overlooking 5th Ave. 


NEW YORK 
The Hotel Majestic, Central Park West at 72nd Street, New York City 
Without obligating me, please send me Booklet on New York and Majestic 


Hotet and information as to arrangements for a party of....-+.... people. 


DOE ac R RR Sardis wd ake aie Oe oie Ake So wk ea A SEE OS ee 








The Jobber’s Salesman 

















Everly Haines Passes Away 
Everly L. Haines, for over 2( 
years an official of Curtis Lighting 
Inc., Chicago, formerly National X- 
Ray Reflector Co., and secretary ot} 





Everly L. Haines 


that concern at the time of his death, 
passed away on Tuesday, August 30, 
at his home in Glencoe, IIl., after a 
long illness. 

Mr. Haines was born in Westboro, 
Ohio, on March 31, 1873, and coming 
to Chicago in his early twenties he 
soon identified himself with the de- 
velopment of silvered glass reflectors 
and other lighting equipment designed 
particularly for show window and in- 
direct lighting. 

Mr. Haines’ character was singu- 
larly gentle and unselfish, and _ his 
thousands of devoted friends among 


the electrical industry mourn his loss. 
* * * 


Grebe Becomes RCA Licensee 


After negotiations which have ex- 
tended over a considerable period of 
time, A. H. Grebe & Company, New 
York, has finally concluded an agree- 
ment with the Radio Corporation of 
America, whereby it becomes a li- 
censee of the latter company. The 
Grebe company, one of the oldest ra- 
dio manufacturers in the United 
States, had naturally acquired patent 
rights of its own, which in some in- 
stances conflicted with those of the 
Radio Corporation, and it is this situ- 
ation which has operated to delay the 
consummation of the negotiations for 
the license. These negotiations, how- 
ever, have been garried on in an en- 
tirely friendly spirit and have been 
concluded to the satisfaction of «!! 
parties. 
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PROTECTION gi Pigs 


AGAINST 


FALLING 
GLASSWARE 67" 


One feature 

of the M-B 

SAFETY 

Moe-Bridges HOLDER 
S A = B é e'd ign protection —_— a 
‘ - ing g ~~ — one fac a 
HOLDER 3 ea va ca 


U TO STAY—100% safe—no screws— nothing ! with the Moe-Bridges line. 


that can work loose — perfect protection 


Force of all 








against falling glassware — complete safe- 


Se ) Start talking all the features 


d thi fe Id in ‘li h . 
saith cplieen, is Gatieed tr Ge We | now. Get the business that 


your building. Permanent protection. 


Add to this the ease and ) pr soe with which . r) should be yours with the superi 


glassware may be removed for cleaning or replac- : 4 

ing lamps. Many building managers are adopting 4 - 

this advanced type ef holder because of this greater or Moe Bridges Safety Holder. 
economy in upkeep costs. 


In keeping with the requirements of modern build- ‘ iL Moe Bridgesstrongadvertising 


te. Moe-Brid; .¢ Safety Holders are attractive in 
provide adequate, highly efficient 


leheing ovion They are made in ceiling and _ << : : support in Buildings and Build- 


pendant types, with plain or ornamental glassware. eae i aaa D> r 
Th comple ory of ih Mow des Softy Holder a oo ing Management Magazine 


pork ineresung by 
te mye t and describes in deta a (he advan ages 


their atures. Write to Dept. G-78, for your copy. / . , ? 
Mor. Buivers recta ass lwaukee, We consin Aer A a and In other big national pub- 


DeTROrr «sT —_ awe KANSAS CITY 


a el a lications month after month 


OE-BRIDGE is making selling easier on this 


— LIGHTING EQUIPMENT~ 
ILLUMINATING GLASSWARE 


outstanding line of commercial 
lighting equipment. Start to 
cashinnow. Talk Moe-Bridges 
equipment to every prospect. 
Complete information sent job- 


bers’ sales-managers on — 


Write today. Write Dept. E710. 


P ' MOE- BRIDGES COMPANY 
Ok advertisement appears MILWAUKEE, WIS. 


in the October issue ek semeer ieee 
of Buildings and 
Building Management 


RQ eC 


PRES 
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What a big roof covers 


in the picturesque Cumberland 


foothills is a world famed 


hotel 


"THOUSANDS visit this delightful region, to return again 
and again. Its charm is irresistible. In the midst of a 
setting often transferred to canvas by the brush of painter 
the great French Lick Springs Hotel lifts its seven stories 
under a genial sky. Six hundred airy spacious rooms are 
furnished to insure every comfort of a luxurious home. 
Guests retain vivid recollections of the quiet, unobtrusive 
courtesies that give added pleasure to their visit. The 
cuisine is unexcelled. 


For golf enthusiasts two superb uncrowded 18-hole courses, 
each with its modern, completely equipped Club House, 
provide opportunities for breaking records. The Upper 
Course is famed as one of the sportiest in America. 


French Lick Springs is the ideal spot to replenish your store 
of vitality. The natural, sparkling, rejuvenating waters pep 
up the system, and a plunge in the vibrant, tonic baths is 
a buoyant, delightful experience. Horseback riding, motor- 


ing, hiking, dancing, concerts, tennis and other wholesome: 


recreations provide a constant round of healthful enjoy- 
ment. 


Autumn is ideal to visit French Lick Springs. Treat your- 
self to this royal vacation, and get in fine trim for the winter. 
Easily accessible by motor or rail. Through Pullmans from 
New York via Pennsylvania R. R. From Chicago via 
Monon route, a night’s ride. 


Write or Wire for Reservations. 


FRENCH LICK SPRINGS HOTEL 


French Lick, Indiana 


“Home of Pluto Water” 
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Alfred Marchev, president of Tempe, 
Inc., Chicago, manufacturer of Temple 
speakers, has brought to the radio indus 
try the fruits of a broad engineering tech- 
nical training here and abroad. Mr. Mar- 
chev has been closely identified with the 
two major industries which have aston- 
ished the world in recent years—namely, 
aviation or aeronautics, and radio. He was 
born in Zurich, Switzerland, and his earl) 
technical training was chiefly in experi- 
mental work, which ranged all the way 
from lighter-than-air balloons to flying 
machines and Zeppelins. In later years, 
joining the Western Electric Co., Chicago, 
as a development engineer in charge of 
the engineering department, he made an 
intense study of radio from every angle 
and saw its immense possibilities for ck 
velopment. After four years with West- 
ern Electric, he was a member of the radio 
division of the Chicago Signal Co., then 
manufacturing Temple Speakers, and re 
mained with this company until the or 
ganization of Temple, Inc. 





Crosley News 
Fred MacGowan has been appointed 
Pacific Coast division sales manager 
of the Crosley Radio Corp., with 
headquarters at San Francisco. IIis 
territory will include the entire west 
ern district, west of and including ti 
Rocky Mountains. MacGowan was 
formerly district sales manager wit! 

headquarters at Cleveland. 
H. R. Simmons and H. C. Kere!i 


val will assist him in this territor) 


| Simmons will work out of Seattle and 


Kercheval out of Butte, Mont. 1 
third field promotion salesman will | 
appointed with headquarters at | 0s 
Angeles. 

Crosley reports that since the «0 
nouncements of new models and 0! 
new merchandising plans, the comp::!'! 
has been receiving applications 0! 
dealers for the Crosley dealer fra 
chise at the rate of from 500 to 210" 
a week. The present number of Cros 
ley dealers in the United States is 
about 15,000. 





a! 
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LA 
aS Cc The World’s 
— Largest Office 
Building 


(illustrated in the circle) 


is Flood-Lighted in color 
with a battery of 324 
FLOOD -O-LITES No. 
5240 using 750 Watt 
Lamps and Amber and 
Ruby Cover Glasses. 











Sterling FLOOD-O-LITES No. 5240 illustrated above and No. 3000 shown 
below, cover the entire requirements for using type “G” and “PS” lamps 
of 250 to 1500 Watts in exterior Flood Lighting. Both units are of the 
most modern and improved design, made from the finest materials obtain- 
able and “Built for Long, Hard Service.” 


The Sterling guarantee of “A Lifetime of Service” means genuine service, 
satisfaction and efficiency wherever Sterling FLOOD-O.-LITES are em- 


ployed in exterior illumination. 


Reflector & Illuminating Co. 


Manufacturers & Engineers 


No. 3000 1411 Jackson Blvd. Chicago, U.S. A. 
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; 
Sell 
Them 
Hemingray 


a 








JOBBERS and JOB- 
BERS’ SALESMEN 
should remember the fol- 
lowing points when call- 
ing on the trade for in- 
sulator accounts: 

Their efficiency has 
been established over 
many years of long and 
satisfactory service. 

They are known uni- 
versally to the trade. 


They are immediately 
available for prompt ship- 
ment. 

They are particularly 
suitable for all low and 
medium voltage lines 
ranging from 2300 to 


15000 volts. 


These Points Will 
Make Hemingray 
Glass Insulator 
Sales for You 





Them 
Hemingray 





GLASS ‘COMPANY 


N “MUNCIE INDIANA | 


Kearney Increases in the Family 

The James R. Kearney Corp., St. 
Louis, announces that the following 
men having recently joined its sales 
organization: A. F. Zerbst takes the 
states of Florida, Georgia, Alabama, 
North Carolina, South Carolina and 
part of Tennessee. Mr. Zerbst was 
formerly connected with A. T. & T. 
of Atlanta, Ga.; general superintend- 
ent of the Panhandle Power and 
Light Co., Borger, Texas; and in the 
statistical engineering department of 
the Kansas City Power and Light Co. 

Oscar Marcusen has parts of New 
York, Ohio and Kentucky. Mr. Mar- 
cusen was formerly with the Iowa 
State Board of Railroad Commission- 
ers, Des Moines, Iowa, in the capacity 
of assistant electrical engineer. 

Henry M. Hughes covers parts of 
Pennsylvania, West Virginia, and 
Ohio. He was formerly with the 
Franklin Steel Co., Electrical Service 
Supplies Co. of Philadelphia, H. C. 
Fry Glass Co. of Rochester, Pa., and 
is now identified with his own selling 
organization, the Continental Sales 
and Engineering Co., of Pittsburgh. 

A. W. Marshall takes care of parts 
of Kentucky and Indiana. Mr. Mar- 
shall has his own organization, located 
in Louisville, Ky. 

J. G. Smith explores all of Canada 
west and north of Port Arthur, with 
headquarters in Winnipeg, Manitoba. 

H. C. Fiske has been transferred 
to the Chicago territory covering parts 
of Wisconsin, Michigan, Ohio, Illinois, 
and Indiana. 

E. J; 
parts of Missouri, Arkansas, Missis- 
sippi, Tennessee, Kentucky and IIli- 
nois. 


DeRight is now 


* * * 


Multi Takes Over Harter 
The Multi Electrical Mfg. Co., 
Chicago, has taken over the business, 
patent rights, good will, merchandise, 
and equipment of the Harter Mfg. 
Co., located at 1850 Fulton St., Chi- 
cago. Harter products will now be 
manufactured and sold by Multi. 
The products include: Cover sock- 
ets; bushings; spotlight projectors; 
floodlights; lighting fixtures, and fix- 
ture accessories. 








Can You Always Accept 
Wire Orders for Im- 
mediate Delivery? 


When your stock of wire has 
run low and you can’t fill a rush 
order, why not let us help you 
out? 


In all industrial centers are lo- 
cated “U. S.” Sales Branches 
which carry complete stocks of 
wires and cables, ready for im- 
mediate delivery at prices that 
assure you a generous margin 
of profit 


“U. S.” Paracore Wires and 
Cables and “U. S.” Royal Port- 
able Cord have gained a repu- 
tation for superior quality and 
assurance of satisfaction. 


United States Rubber Company 


1790 Broadway, New York City 


Complete Stock Carried in the Following 


Cities: 
Atlanta Los Angeles Spokane 
Baltimore Minneapolis St. Louis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
Buffalo Omaha 
Chicago Philadelphia 
Cincinnati Pittsburgh 
Cleveland Portland, Ore. 
Columbus Rochester 
Denver s 
Detroit acramento 
Houston Salt Lake City 
Indianapolis San Francisco Trade Mark 
Kansas City Seattle 











covering} | 








| 
| 


* * * 
Joseph Utz with Kellogg 
Joseph K. Utz, formerly  with| 


Harvey Hubbell, Inc., in Chicago, is 
now radio sales manager of the Kel- 





logg Switchboard & Supply Co., 
Chicago. 








Confidence in I 
Violet Rays, 


N the Violetta there is more to 
sell your dealer than the quali- 


ty of the product alone. You 
have a product to offer him on 
which the confidence of the pub 
lic has been definitely and per 
manently won. 

It means repeat business for 
him—one friend tells another: 
Drive home this thought on your 
next trip. You will be surprised 
with the increased business it wil! 
bring you. 

If you need new 
write us today. 


Bleadon-Dun Co. 


2300 Warren Ave., Chicago 


literatur: 
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Hamilton Beach 


Home Motors . Vibrators . 











Vibrators 





In thousands of homes Hamil- 
ton Beach Vibrators are used for 
everything from massaging the 
face and scalp to easing the 
pains of lumbago, rheumatism 
and indigestion. 


Hamilton Beach Vibrators are 
made in three popular models 
for home use and there’s a heav- 
ier type for professionals. 


Type A, the favorite for home 
use, gives both percussion and 
rubbing strokes and is equipped 
with speed regulating switch. 
Types D and F are designed to 
meet the demand for an effi- 
cient, low-priced machine for 
family use. Same high grade 
materials and construction are 
embodied in all other Hamilton 
Beach Vibrators. They are at- 
tractively designed, light in 
weight and finished in highly 
polished aluminum. Type F 
has speed regulating switch. 
Type D, Universal, has handy 
starting switch in handle. 


Type C, heavier—constructed 
with a more powerful motor 
is for professional use. Because 
of its deep penetrating vibration, 
physicians, barbers, masseurs and 
nurses find it indispensable for 
cases requiring strong treatment. 
Produces both Swedish and per- 
cussion movements. Aluminum 
case; light weight. 














Hair Dryers . Jewelers Grinders and Polisher Motors 


THREE GREAT FALL 
SELLING LINES 


That Yield a Fine Net Profit 


The Fall and Winter months have 
always been big selling months for 
Hamilton Beach Vibrators and 
Hair Dryers. The New Drink 
Heater meets a real need. It’s a 
great Seller. 

The line is complete. Their high 
quality and reliability are known 
the world over. As for margin, it’s 
right as usual. 

















The NEW Electric Drink Heater 


combines Sanitation and Long Life with 
Quick Heat. Cup and Heating Unit 
are separate units. Cup washed like 
ordinary mixer cup. Heating unit free 
from Burnouts and Short Circuits. Fits 
most Drink Mixers. Heats as it mixes. 
Price only $9.75 complete. Denver and 
West $10.25. 


SALESMEN! 


As you know, Hamilton Beach Products 
are sold only thru legitimate Jobbers. 
There are 20 numbers in this fast sell- 
ing line. Dealers find it pays to be a 
full line Dealer. It will pay you to 
make full Line Dealers of your custom- 
ers 


Hamilton Beach Mfg. Co. 


Racine, Wis. 


Drink Heaters and Mixers 








Hair Dryers 


a fh 







f No. 2. For 
j Professional 


Use 


Although quite commonly 
used in barber shops and beauty 
parlors for a number of years, 
it was bobbed hair, water waves 
and “permanents” that univer- 
sally popularized the electric hair 
dryer. And now it is indispen- 
sable. Quickly “sets” the wave, 
while drying the hair, invigo- 
rates the scalp and leaves the 
hair soft, fluffy, beautiful. 


The practical sturdy No. 2 for 
hand use only, is first choice 
among professional users. More 
of this model have been sold 
than all other makes combined. 
Simple, efficient and easy to op- 
erate on either A.C. or DC, it 
meets all the requirements of the 
hard, constant service that pro- 
fessional use demands. Single 
button in handle controls every- 
thing—motor, cold blasts, hot 
blasts. Case is polished, solid 


aluminum. 


For home use, No. 3 is the 
big seller. It is light; thorough- 
ly practical, simple to operate; 
absolutely reliable. Stand leaves 
both hands free to massage scalp 
while hair is drying. Beautiful, 
too. Its old ivory finish har- 
monizes with combs, mirrors, and 
other ivory pieces. Equipped 
with Universal Motor. 





No. 3. For Home Use 
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Theatrical Lighting 
is profitable business 


for Jobbers 


wee Kliegl theatrical lighting 
specialties are handled—for they 
are priced right, correctly designed, 
substantially built, and thoroughly de- 
pendable—insuring acceptance by cus- 
tomers and satisfactory service when 
in use. Everything can be furnished 
from a pin-plug connector to footlights, 
borderlights, and scenic effects. Job- 
bers’ discounts quoted on request. 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Floodlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 


KLIEGL BROS 


Universat ELectric STAGE LIGHTING Co., Inc. 
32! West 50th Street 
NEW YORK,NY. 





Write for Catalogue 
and current trade 
Bulletins. 














Have You Ever 


Thought of This?— 


The trade is more friendly 


to the salesman who is a 
“good sport” enough to keep 
them posted on little things 
that will help them lower 
costs. 


FOLEY WIRE 
STRIPPER 


lowers costs of stripping wire 
70% to 80%. Step on the foot 
lever and two notched steel jaws 
snap around the wire cutting in- 
sulation free. An easy pull slides 


it off clean. Strips all kinds of 
wire. Small, light, but strong and 
long-lived. Lists at $15.00. Think 


of the places you can make sales 
and ‘friends with it! Write fcr 
your discounts and illustrated 1n- 
formation. 


FOLEY SAW TOOL CO., Inc. 
751 Foley Building 
9 Main St. N.E., Minneapolis, Minn. 























Air Express Speeds Manufac- 
turers’ Service 
The trip of the first air express be- 
tween Chicago and New York on 
September 1 signified the inauguration 
of a new era in manufacturer service. 
Following a hurried request from 


4 es 
| 


a 


a e 


Upper Picture Shows the First Air Ex- 
press Plane Between Chicago and New 
York, Taking On the Curtis Lighting 
Package. Below, Temple Speaker Be- 
ing Loaded. 





one of its jobbers, Curtis Lighting, 
Inc., Chicago, shipped a carton of ad- 
vertising literature from Maywood, 
Ill., on the plane at 9:30 a. m. It 
reached New Brunswick, N. J. at 6:00 
that evening and was delivered to the 
General Electric Supply Co. in New 
York the following morning, Septem- 
ber 2. 

In the picture, from left to right, 
are: E. H. Burris, American Express 
Co. agent, W. H. Williams, pilot of 
the National Air Transport plane, 
and J. L. Kingsbury, traffic manager 
of Curtis Lighting, Inc. 

Temple, Inc., Chicago, manufactur- 
er of the Temple air column speaker, 
double action unit, and the compara- 
tor, were the first radio manufacturers 
to avail themselves of the opportuni- 
ty, shipping one of their Temple 13- 
inch column speakers by air 
express over the American Railway 
Express air line. This speaker left 
with the plane from the Chicago mu- 
nicipal flying field at 8:25 a. m. Cen- 
tral Standard time and was due to 
arrive at New Brunswick at 7 p. m. 


* * * 
Bryson Back from South 
America 
A. D. Bryson of the Crouse-Hinds 
Co., Syracuse, has just returned from 
a seven-month trip to South America 
for the company and is now covering 
Connecticut and western Massachu- 


air 


setts. 














Performance 


Whether it be miles 
or but a few feet, 
every inch of “Cen- 
tral White’’ or 
“Central Black” 
Conduit installed in 
any job will per- 
form to the satisfac- 
tion of Architect, 
Electrical Contrac- 
tor, Engineer and 
Property Owner. 


Central Tube Company 
Pittsburgh, Pa. 


Sales Offices in Principal Cities 























YAGER’S 
Soldering Fluxes 


Prepare your dealers for the 


Fall Radio Season. Every 
dealer a logical prospect. 


AGER’S Soldering Fluxes. 

Salts and Pastes are known 
to radio and electrical dealer: 
everywhere. 

Carry a sample with you. W: 
will gladly send it on request 
Write us today. 

Have splendid proposition fo’ 
Jobbers. Sales managers are 11 
vited to write for distributor - 
arrangements. 


Alex. R. Benson Co., Inc. 
Hudson, N. Y. 
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of. The Factory 








d the Wire that made a Factory 


REAT factories aren’t built by accident or happen- 
stance. Nor do they come as a result of “one-time” 
orders. 


The PARANITE plant at Jonesboro—is a towering 
testimonial to the product. It was made possible by the 
constant custom—the repeat business—of a great army 
of men who really know wire, and who seek the safety 


of the best that can be had. 


For 37 years now, we have been making rubber-covered wires 
and cables; making them perhaps a little better than is neces- 
sary. For we ourselves are more exacting—harder to please 
—than any customer on our books. 


And even now we aren’t content. Our chemists and produc- 
tion experts are hard at work right now, developing new pro- 
cesses and methods to make our output still better. That’s the 
reason PARANITE remains pacemaker for the procession. 


INDIANA RUBBER & INSULATED WIRE COMPANY 
JONESBORO, INDIANA 


811 Marquette Bldg. 63 Vesey Street 
Chicago, Illinois New York City 


Western Representative 
H. F. Boardman Walter I. Ferguson & Company 
400 Hibernian Bidg., Los Angeles 208 Baltimore Bidg., Kansas City, Mo. 
Warehouse stocks Dallas, Texas; Denver, Colorado 


it's Right 

















156 


THE JOBBER’Sff]SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN 











tee 


fQUALITY]p 





GieD) 





at 





Bell Ringing 
Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 


are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equipped with knock-out 
for drop cord. 





M-26—8 Volt 

T-26—6, 8 and 14 Volt 

Built for both 3 inch and 4 inch outlet 
box, 

Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, Detroit, Mich. 


(TRANSFORMERS of MERIT for FIFTEEN YEARS ). 

















(3565) 











In Every Theatre 


AISLELITES should be installed. Have 


you tried carrying a sample? 


Send for one today. Carry it on your 
next trip. 


Show it to the theatre owners. Get your 


dealer to go with you. 


It means no more groping for seats in 
dark theatres. 

It means added business to the “movie” 
houses. 


Sell them on these ideas—the AISLE- 
LITES will sell themselves. 


NATIONAL THEATRE SUPPLY 
COMPANY 
Successors to Exhibitors Supply Co. 
624 So. Michigan Ave. 
Chicago, Illinois 
Offices in 31 Principal Cities 








Autovent “Throws” a House- 
Warming Party 

The front doors of Autovent Fan & 
Blower Co.’s new plant in Chicago 
were wide open Saturday night, Sep- 
tember 12 for a mammoth _house- 
warming party which included a thor- 
ough inspection of the new quarters. 

This celebration marks the eleventh 
year of progress for Autovent. “Joe” 
Truitt, well known president of the 
company, was master of ceremonies 
and held up exceedingly well on the 
job. Assisting him in making the 
party a complete success were Emil 
Ackerman, vice-president, and “Ted” 
LeJeune, secretary-treasurer. All three 
men have been long and favorably 
known to the trade. 

The event started with a personally 
conducted tour of the new plant and 
general offices, in which wives and 
sweethearts showed only a fair amount 
of enthusiasm just as wives and 
sweethearts usually do. However after 
everybody was well enough acquainted 
with the place and with everybody 
else, the real fun began. Dancing, 
specialty acts—some quite impromptu 
—‘Charleston” and “Black Bottom” 
contests for the children and refresh- 
ments rounded out a thoroughly en- 
joyable evening, and Autovent is to be 
congratulated both on its new home 
and on the splendid manner in which 
it chose to introduce the complete new 
establishment to its friends in the 
trade. 

The Autovent Fan & Blower Com- 
pany invites a visit from all who were 
unable to attend their big party. The 
new address is 1805-1827 N. Kostner 
Ave., Chicago. 


e+ 2 © 


Tay Sales Opens in Milwaukee 

The Tay Sales Co., 281 N. Wells 
St., Chicago, distributor for the Sonora 
radio lines, has opened an office in 
Milwaukee, at 465 Milwaukee St., in 
charge of J. F. Schallek, to better 
serve the organization and _ trade. 
Complete stocks will be maintained 
in Milwaukee. 

* * * 


Royal Electric 
Philadelphia Representative 
C. N. (Chic) Wiltbank, 609 Wash- 

ington Square Bldg., Philadelphia, 
Pa., announces that he has been ap- 
pointed Philadelphia representative 
for the Royal Electric Co., Chelsea 
Station, Boston, Mass., manufacturer 


of the “Royal Crystal” fuse plugs. 


THE INDUST! 





Glass! Visible! 


ROYAL CRYSTAL plug fuses 

have an all-glass top. That is why 
the fuse element is visible as in no 
other plug on the market. Abso- 
lutely no guess work to detect 
which ROYAL CRYSTAL is 
blown. And safe! Even a child 
can replace one. 


Approved by the Underwriters’ 
Laboratories and the Associated 
Factory Mutual Fire Insurance 
Companies. 


Superior in quality—competitive 
in price. 


Write for samples and details. 


Royal Electric Co. 


Chelsea Sta., Boston, Mass. 




















Subscribers 


Youcan’tafford to 
miss a single issue. 
Give us your new 
address if you 
have moved. 


NS 


Be A Booster 


Tell your friends 
about 


The 


Jobber’s Salesman 
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Gifts That Bring Many Happy Returns 





c 

This Will Be The Most O the Jobber, Dealer and Consumer, Waage 

Appreciated Xmas Gift Appliances bring a constant and profitable 
er _— return. Their reliable, sound construction 

together with popular, fair prices, make the vital spark 

that keeps sales humming. 





The Waage complete line knows no “off” season; 
but in this gift-giving season it is unusually active and 
profitable. 


There’s a Waage Appliance for all your customers. 
And there’s a pleasing surprise in store for you, too, 


Waffle Iron—Exclusive Features: 
1. Air space between lower section and 


base prevents table surface from getting hot. Me. Jobber Salesman. in our DEALER PROFIT 
2. Grid and heating unit provide direct con- ? 
ductivity and even distribution of heat, making SHARING PLAN. 


a perfectly and uniformly browned waffle. 
3. Improved overflow groove with inside 
edge slightly lower than outside, prevents BLK 
RR] edge slightly lower than out SR RR RR RS RS RR PK BER RR A SK 
4. More easily operated because it sets S 
lower on the table. a 
No. 22—Watts 660—List, $11.00. 














f WAAGE “3 _ 
1 . 
No. 1 Toaster (per “oe ss , 





Percolator (P9), 9- New Percolator (99), cut). List $4.50 
cup ‘‘Colonial’’ 8-cup ‘‘Fancy’’ New Style ‘“Redio” No. 3 Toaster, cord 
paneled — List $7.00 Paneled — List $6.00 Percolator (88) attached. List $3.00 
—1l2-cup. List $10.00 Spray-type Pump List $4.00 (New Items) 





No. 30 “Replace-all’” heater 

element. List $0.90 Travelers’ Style Iron 
No. 31, 3 Ib. 
List $3.95 











6 Ib. Iron “Redio”’ 
(611). 1 Heat 





List $3.50 








Sun Heat (130), big- 
gest heater value on 
“Triple - Heat” Pad the market. 131%” 
(H.P. 3). List $7.50 bowl. List $5.50 


Waage Electric Company Wr ite Ue Ab 
5100 W. Ravenswood Ave. Out Ir 
Chicago, III. 
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CWP CADMIUM-PLATED 
CONDUIT BUSHINGS _ 


Resist Corrosion | 
Sell Quickly | 
Please Your Customers | 


CWP CADMIUM-PLATED | 
CONDUIT BUSHINGS | 


will make a big hit with your 
customers because 
They’re Stamped--not Cast— | 


Won't break. Lighter and Better 
Appearance. 


They’re Cadmium-Plated—Won’'t 
rust. Always look good. Ideal for 
wising jobs in damp or corrosive at- 
mosphere. 


Threads are Clean-Cut—No tap- 
ing out or forcing on. Every bushing 
a good fit. 


Neatly Packed—Packed in strong, | 
clearly-marked, oil-proof cartons. | 


Ask for Prices and Discounts 


The Cleveland Wiought | 
: Products Co. | 


W. 58th St. & Denison Ave. CLEVELAND 





| 














UNDERWR 
D 


PECT 





Sell These 
For Bigger Profits 


“Loricated” the Pioneer Enam- 
eled Conduit and ‘“Galvaduct”’ 
the oldest brand of Galvanized 
Conduit, will bring big profits to 





you in 1927. Their 30 years of 
reliable service have made them | 
great favorites with the trade. | 
“Cash in” on this acceptance. | 








Goodwillie Treasurer of 
N. E. M. A. 

R. H. Goodwillie, manager of the 
Otis Elevator Co., Yonkers, N. Y., 
was elected treasurer of the National 
Electrical Manufacturers Association 
by the executive committee at its meet- 
ing on September 16, according to an 
announcement by Gerard Swope, pres- 
ident. Mr. Goodwillie succeeds J. W. 
Perry, formerly associated with Johns- 
Manville Corp., who has resigned 
from active business connections. I. 
A. Bennett of the National Metal 
Molding Co., Pittsburgh, Pa., will 
succeed Mr. Perry as a member of the 
board of governors. 

* * * 


Latest Literature 

Steel City Electric Co., Pittsburgh, 
Pa.—General catalog No. 35 on Steel 
City conduit fittings has been distrib- 
uted. This 64 page catalog contains 
complete information, illustrations and 
prices on the company’s line of fit- 
tings. 





Benjamin Electric Mfg. Co., Chi- 
cago:—Catalog No. 205 has just been 
issued by the company describing in 
full the radio products offered for the 
1927-28 season. 





Trumbull-Vanderpoel Electric 
Manufacturing Co., Bantam, Conn.— 
Complete catalog on safety switches, 
which is really an exhaustive manual 
covering the use and application of all 
forms of safety switches, of which 
this company makes a complete line. 





Wagner Electric Corp., St. Louis, 
Mo.—two new bulletins devoted to the 
Wagner ‘76’ motor and the new 
Wagner “66”’ motor—No. 150 and 149 
respectively. 





Kliegl Bros. Universal Electric 
Stage Lighting Co., Inc., New York. 
—Kliegl News—Bulletin No. 2 goes 
fully into the matter of the latest de- 
signs in Klieg] footlights and border 
lights to meet new demands in stage 
lighting equipment. Blueprints for 
architects and engineers available on 
request to the company—3821 W. 50th 
St.—showing construction details and 
dimensions. 








Fullman Mfg. Co., Latrobe, Pa. 


| Pamphlet No. 12, on the general sub- 


ject of “Make Them Work Every 
Day’’—meaning Latrobe floor recep- 


tacles and table taps—is just out. 








Electric 
Water Heaters 





Leads the Field 


Franchise 


Open for negotiations 
with the better class dis 
tributor, or capable dis- 
trict managers to cover 
territory not yet allotted. 
Wire or write. 


AUTOMATIC ELECTRIC HEATER CO. 
1505 Race Street, Philadelphia, Pa. 

















COLE 
FUSE PANELS 


Exclusive Self-Aligning Feature 





Cat. No. FP6 


From 2 circuits to 24 circuits 

Also with tumbler switches 

Prices?—to meet competition 
Listed in New Catalog No. 27 
Did you receive your copy? 


COLE METAL PRODUCTS C0. 


Enclosures for Every 
Electrical Requirement 
33 Crescent Street 


LONG ISLAND CITY, N. Y. 
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CROSS ARMS 
seasoned, straight, close grain, 
old growth Yellow Douglas 
Fir. 


SOLD 


in carload lots only, for ship- 
ment by rail or water from fac- 
tory, Bellingham, Wash. 


AT LOWER PRICES 


than prevail for shipments out 
of distributing warehouses. 


FOSTER-WYMAN LUMBER 
COMPANY, 


White Bldg., 


Seattle, Wash. 











ead 














Whatever 
Your 
Question 


Be it the pronun- 
ciation of vitamin or 
marquisetteor soviet, 
the spelling of a puzzling word — the 
meaning of overhead, novocaine, etc., 
this “Supreme Authority” 


WEBSTER’S 
NEW INTERNATIONAL DICTIONARY 


ontains an accurate, final answer. 452,000 Entries. 
2700 Pages. 6000 Illustrations. 
Write for specimen pages, prices, 
tc., FREE Pocket Maps if you name this paper. 


G.& C. Merriam Co., Springfield, Mass. | 


Paper Editions. 





Regular and India 

















Every Business 


of consequence ought to have J eed card 


ar 
lar 
of 


forr 


plains why. 


11 


nd general 


REPRESENTATIO 


WIGGINS 


Peerless Patent Book Form Cards 


e used by many of America’s 


gest card users—superiority 
engraving and 
convenience of the book 


m style ex- 


arp §6edges 


llence, 







The John B. Wiggins Company 
: Established 1857 
Engravers Plate Makers Die Embossers 


57 Fullerton Ave. 
705 Peoples Gas Bldg. 


CHICAGO 

















4 


cle issue. 


Subscribers 


You can’t afford to miss a sin- 


Give us your new 


aldress if you have moved. 


Be a Booster 


Tell your friends about 


lheJobber’s Salesman 











| troit.—Catalog 





The Fullman pamphlets are “differ- 
ent” and distinctly refreshing to study 
as compared with the 
form of descriptive bulletin. 


stereotyped 


Bulldog Electric Products Co., De- 
No. 27, reprinted 
September, 1927, covering the full 
line of Bulldog Safety Switches, 
“Fusenters,’ “Saf-to-Fuse” and 
“Unit-Versal’” lighting panelboards 
and cabinets. 


Westinghouse Electric & Mfg. Co., 
East Pittsburgh, Pa—‘Electricity— 
the Pathway of Prosperity,” an at- 
tractive publication treating very 
broadly the economic problems of ru- 
ral electrification. Here is an exten- 
sive discussion, with illustrations, of 


the uses of the electric motor as ap- | 


plied to the driving of farm machin- 
ery, house lighting, electric cooking, 
washing by electricity, and ironing by 
all discussed in a clear 
To complete 


electricity are 
and interesting fashion. 


the booklet there are included a num- | 


ber of tables. giving a great deal of 
valuable data pertaining to the prop- 
er installation and use of electrical 
equipment on the farm. 


The F. W. Wakefield Brass Com- 
pany, Vermilion, Ohio.—A photo- 
graphic data sheet covering lighting 
specialties including several types of 
bedlights, a sidewall adjustable read- 
ing light and totally enclosing semi- 
indirect ceiling unit with special bow] 
enameled -globe. As all of the 
scribed equipment for local lighting is 


de- 


designed to plug in on existing con- 
venience outlets, requiring no new or 
revamped wiring, the data and illus- 


trations have been found of practical 


' value in modernizing the lighting of 


| 


hotels 
the original equipment is out of date. 


and rooming houses in which 


Radio Corporation of America, New 
York, N. Y.—The 
104” is told in a most interesting style 


by H. T. C. in a booklet of unusually 


“Story of Number 


| artistic construction from the printing 


| 


standpoint. 


Master Electric Co., Dayton, O.— 


|Two new forms are just off the press 


| 


| No. 





| business if he follows 


-No. 365 to be used by the jobber in 
soliciting the dealer motor trade, and 


369, designed for the consumer 
trade. A great many reasons are 


given in the jobber folder as to why 
and how he can cash in on the motor 


the master plan. 









DEC 3,)901 





= 

o 5+ 
” =o 
* za 
= S4 
o =a 
Q — 
a 7 
o 

= 


THE THOMAS WRIGLEY CO. 






gauge steel. 


Can be put through 
smaller holes than 
the ordinary toggle 


bolt. 


First Toggle Bolt 


made. 


“Wrigley 
For Quality’”’ 


Made of heavier 


wrgie? Toggle Bolts 


504 Sherman St., Chicago, IIl. 




















The Holyoke Co., Inc. 


611 Broa rt 


30 E. Randolph St., 


Multiple 


py proof 








ciator wire. 


er wire. 


wire, 


Holyoke Products are: 
Single conductor annun- 


Twisted annunciator wire 
le conductor | 
nunciator wire braided 


an- 


cover. 

Weatherproof single con- 
ductor annunciator 
wire, 


Weatherproof twisted an- 


office wire. 
single and 


multiple conductor. 


New York, N. 
7 = Vit. 





























“PARKSON” 


Radio Lightning 
_ Approved No. 


No. 8816 Non-Air-Gap 


Arrester 
E6198 


No. 8817 Condenser 
Ask for Samples and Prices 
Manufactured by 


Union Insulating Co. 
Factory, Parkersburg, W. Va. 


Sales Office 


296 Broadway, N. Y. 


No. 8815 
Air-Gap 














White 
Red C 
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Plain c or ”" 


Butt Treated 
Northern 


Western 


Cedar 


edar 











i Company 





MMMM NT TNT ITTY 
T. M. PARTRIDGE | 


Min neapolis, Minnesota 
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MEETING 
THE CODE 





2199 0 
30 Amp. 125 Volts 
3-2 Wire Double Branch 

In order to meet Rule 807 B 
“Code” adequately and efficient- 
ly, you should use Heinemann 
Unfused Neutral Cutouts. We 
have gone further than merely 
to convert the old style bases 
by inserting solid terminals to 
replace the socket shells. The 
bases are practically one quarter 
smaller and all solid neutral 
parts are identified by nickel 
plating. 




















3087- 
30 Amp. 125 Volts 
4-2 Wire Branches 
Jobbers’ salesmen should 
point out to the contractor that 
he will find it economical to in- 
stall these new devices wherever 
possible. He will cut his fuse 
bill in half and save money on 
the smaller boxes required. The 
reduced size will prove an added 
advantage where the space avail- 
able for mounting is limited. 





3115 
30 Amp. 1% Volts 
2-Wire Double Branch 

To meet the demand, partic- 
ularly in operation work, where 
two circuits only are desired, 
and hence ganging not neces- 
sary, we have developed a spe- 
cial Two-Wire Double Branch 
Plug Fuse Cutout, Catalog 
Number 3115. This type will 
fit a 4” x 5” metal box instead 
of the 4” x 9” box in general 
use, 


HEINEMANN 


ELECTRIC CO. 
PHILADELPHIA, PA. 


Est. 1888 
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HESSEL HAS A 
PERTINENT MESSAGE 
FOR JOBBERS 








JAMES T. HESSEL 


How does YOUR manufac-| 
turer help you? | 


A good sales manager of a manufactur- 
ing plant spends his time thinking how to 
help his jobbers. Perhaps his worst 
problem is to convince his men that they 
should work not on you, but for you. 

One Distributor was heard to say re- 
cently, ‘Keep that man of yours out of my 
office. He makes the greatest hit with 
me when he is out in the field.” 

Quality material at higher prices in 
greater volume could be sold if every 
Jobber thought the same way and put his 
thoughts into action. 

Many Jobbers do. 

But consider the poor salesman. If a 
Jobber adopts the policy that he should 
never let him know where he stands and 
continually holds over his head some 
other manufacturer. What then is the 
result? 

He hangs around your counter room as 


much as possible. He wastes your time 
and your salesman’s time. 

Even if he is your best personal friend, 
you don’t want him there. 

Keep him on the big consumer accounts. 

fell the poor devil that you will give 
him plenty of time to argue when you 
contemplate dropping his line. Let him 
work without worry. 

High grade Safety Switches can be 
so'd at long profits, but to doit you must 
use all your weapons and your best one 
is your manufacturer’s salesman. 


JAMES T. HESSEL, 


‘s Manager, Trumbull-Vanderpoel 
‘tric Manufacturing Company. 


[I 


outdoor purposes. 














THE Y SAFETY SWITCH AIDE’ 
—for instance the Y “78” 


a CURRENT BREAKER 


in a Cast Iron Box 





C7” 


The ¥ Current Breaker has made his- 
tory. A most remarkable demonstration 
of its efficiency has just come to us. It 
was an installation of the Y Current 
Breaker in Cast Box. (Name cannot be 
published, but wecan tell you the story.) 


The ¥ “78” is for use in all places where 
moisture, dust and fumes are prevalent. 
Flour and cement mills, railroad yards, 
steel mills, quarries, mines and for all 
It is made in capac- 
ities from 30 to 1200 amperes. Just look 
these illustrations over. 


“A” is the switch showing the ease with 
which the cover can be removed. 


“B” shows the unit construction of the 
multiple contacts for arc prevention. 


“C” Operator is protected from all cur- 
rent carrying parts when changing 
fuses. 


“D” the front covers for the 60 and 200 
ampere switches. 


“E” the protecting water shed. 


High grade material that will in- 
crease your sales, with greater jobber 
profit. If you want to know more 
about this V line, just write us. 
We are out to help and not hinder 
you. 


* Aide—A French word meaning to help, not hinder. 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 


BANTAM, CONN. 


NEW YORK BOSTON CLEVELAND 


CHICAGO 


SAFETY 


© SWITCHES 
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PHILADELPHIA 
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We are building Good Will for 
BRIGHT STAR 


RADIO BATTERIES 
..-Cash In On It! 


Popular interest in Bright Star Radio Batteries is 
being tremendously stimulated by this advertising 
campaign in the great metropolitan dailies, reach- 
ing over four million people! 





Let this great and growing consumer good-will 
work for you! Ask your jobber—or write direct 
to us. 





BRIGHT STAR BATTERY CO. 
Main Office and Factory 


Hoboken, N. J. 
Branch: Chicago, III. 
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SEVENTEEN YEARS BUILDING QUALITY BATTERIES _ 





















This photograph has NOT been re- 
touched. It has been enlarged about 
two and a half times so that you can 
see how each layer of insulation is 
made... Of course, a sample tells 
more than a picture. Let us send you 
a generous length of the real thing. 


| “Making it easier 
| for the contractor” 


Non-Metallic 


SHEATHED 
CABLE 


THE Four LAYERS of insulation that cover the 
wires in ‘“TRIEX’’ are tough as rhinoceros 
hide, yet the cable is flexible as an eel. 


Every inch of ‘‘TRIEX’’ that is released 
to the trade has been put through a series 
of repeated tests that would ruin any product 
of inferior quality. These tests have proved 
that ‘““‘TRIEX”’ will withstand the attack of 
fire, water, overload of current, and almost 
any accident. 

‘“*TRIEX”’ is a cable of many and varied 
uses. It is made in all sizes from No. 14-2 
to No. 6-3. 


TRIANGLE CONDUIT CoO., INC. 


General Offices: Dry Harbor Road & Cooper Ave., Brooklyn, N. Y. 
Factories: Brooklyn—Chicago—Butler, Pa. 
In Canada: Canadian Triangle Conduit Co., Ltd. 








The Diple 
Connector-Socket 


“Red Spot” Hanger 








The illustration tells the story. 
The Diple Socket is housed in the 
holder, with polarity lugs and a 
slender steel hook protruding from 
the top. 

The Diple Connector is wired 
just below the last link of chain, if 


unit is chain suspension, or under S 
the fixture loop, if unit is close 
connected for ceiling work. 
Now look at the diagrams be- mV ge Pte 
low:— ee a = 
Ss ROR Se IS rss 
—not sold 


RICE is no object to the 
buyer. When he sees it, 
he wants it—and he’s willing to pay the price. 
You think we exaggerate? Listen— 
The purchasing agent of one of America’s largest 
railway systems standardized on the 


Diple Connector-Socket 
“RED SPOT” HANGER 


without knowing the price. When we told him that 
it cost more than the standard hanger he said, “That 
amounts to nothing: the convenience and maintenance 


economy more than offset it.” 

If you or the lighting contractors you supply are paring 
prices to the marrow and swapping profitless dollars on com- 
mercial units, you will find the 


Diple Connector-Socket. 
“RED SPOT” HANGER 


an order-getter and a money-maker. It is bought, not sold. 
All you have to do is show it—and the price carries your full 
margin of profit. 


Order a Sample Today 


The soiled unit is then taken 
away for cleaning and _ relamping 
at a convenient working level with 
all facilities handy. 

Saves time, reduces breakage of 
globes and bulbs, minimizes an- 
Moyance and interruption to those 
working under the lights. 

So far, the Diple Connector- 
Socket ‘‘Red Spot’’ Hanger — has 
sold itself to every person who has 
actually seen it. -Order a sample 
and you will begin to sell. 


























THE F. W. WAKEFIELD BRASS CO. 
Vermilion, Ohio, U.S. A. 














